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ar Production 
ises as Packard, 


AMC Pick Up 


134,000 Units in Week 
Trail °55 by 21%; 
February Total 554,000 


By Martin L. Whitmyer 
Staff Writer 

= assemblies by U. S. manu- 
f facturers increased to an esti- 
mmated 134,272 units last week—a 1.1 
percent increase over the previous 
week and highest weekly outturn 
since the week ended Feb. 11. 
Factors in the increase were 
PPackard’s resumption of activity 
hand scheduling boosts by American 
-Motors and Chrysler Corp. 

Last week’s car output was 
106.9 percent of Automotive 
News’ three-year index, as com- 
pared with the 105.8 percent com- 
piled the previous week on 132,369 
units. Assemblies, however, were 
21.5 percent below the same week 
a year ago, when the industry 
turned out 171,080 cars. 

A walkout that idled most of 
Dodge’s employes on Tuesday and 
Wednesday of the previous week, 
plus last-minute readjustments in 
(Studebaker schedules, combined to 
hold February car output to 554,697 
‘units—a 9.2 percent drop from Jan- 
Mary’s output of 611,109 cars, and 
17.9 percent below the 675,495 units 
turned out during February a year 


ago. 


IHE industry’s production of 1,- 
165,887 cars during the first two 
months of this year also was 12.7 
Percent below the 1,335,003 units 
assembled during the January-Feb- 
| Tuary period of 1955. 
As of the end of February, 
AMC was the only company oper- 
_ ating at a pace ahead of a year 
_.ago. Nash and Hudson turned out 
m@8,535. cars during the first two 
onths of this year, or approxi- 
mately 22.6 percent more cars 
/™ than a year ago, when the two 
. lines turned out 23,276 units. 
; General Motors assembled 639,751 
cars during the first two months of 
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pi - 


* * * 


/™ this year to run just 2.8 percent 


behind a year ago, when it turned 
out 658,462 units. Chrysler Corp., 
with a production of 174,765 cars, 
Was running 32.3 percent behind a 
coomrinusd on Page 61, Col. 3) 


‘Ford Takes hone 
100% Warranty; 
Other Gains Due 


By John K. Teahen Jr. 
fF Staff Writer 
: wed MOTOR Co. has joined 
General Motors in assuming the 
full labor cost of warranty adjust- 
Ments made by its dealers, and 





'™ there are indications that this is 


but the first of a number of changes 
"in the Ford selling agreement. 

» Sources close to the company 
» said last week that Ford has 
been working with dealers on 
' franchise reforms. It also was 
_ reported that Henry Ford II may 
_ shed some light on the changes 
- in his appearance before the 
- Monroney subcommittee in Wash- 
| ington today and tomorrow 
- (March 12-13). 

' The revisions may exceed those 
'in the new GM contract in some 
‘Tespects since it is understood that 
‘Ford’s immediate goal is to beat 
| GM in the selling agreement just 
as its ultimate goal is to beat GM 
in sales. ea os 


TF vniet new warranty clause, 
which applies to all Ford, Mer- 


(Continued on Page 4, Col. 2) 
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Top Cars 


New-car registrations for Jan- 
uary: 

1956 Pos. 
1—109,342 
2— 85,775 
3— 44,803 
4— 36,945 
5— 36,525 
6— 28,721 
i— 19,700 
8— 15,501 
9— 11,472 

10— 8,259 
1l— 7,496 

12— 7,000 
13— 5,527 

14— 2,942 
15— 2,833 
16— 2,583 

837 


1955 Pos. 
77,810— 2 
89,814— 1 
50,588— 3 
47,364— 4 
39,893— 5 
36,614— 6 
21,249— 7 
20,651— 8 
12,530— 9 


Make 
Chev. 
Ford 
Buick 
Plym. 
Olds. 
Pontiac 
Mercury 
Dodge 
Cadillac 
Chrysler 
DeSoto 
Stude. 
Nash 
Lincoln 
Packard 
Hudson 
Imperial 

210 Cont. 
5,177 Mise. 
Total All Makes 
431,648 440,024 
Further details on Page 46. 


8,963—I11 
6,640—12 
4,645—13 
2,179—15 
1,690—16 
2,494—14 
1,065—17 
1R— 
3,553 


GM Give Its 


Direct Line to|Top 


| dealer reform program recalled to 


| many observers last week the same | 


By Maynard M. Gordon 
News Editor 
"top crear egy MOTORS put teeth 
into its dealer reformation last 
week by creating a dealer relations 
department responsible only to the 
GM president. \ 

Named to the new position of 
executive vice-president in charge 
of dealer relations was Ivan L. 
Wiles, 57, Buick general manager 
since 1948. 

Wile’s appointment was made at 
the quarterly GM board of directors 
meeting in New York. GM board 
members reportedly have sparked 
the overhaul of GM factory-dealer 
relations. 

* * * 
M President Harlow H. Curtice 
announced the GM _board’s 
action three days after his closed 
telecast to GM dealers and three 
days before his scheduled appear- 
ance before the Senate auto mar- 

keting subcommittee. 

The far-reaching scope of GM’s 


Price Pack Gets Boot 


By Phila. Buick Dealers 


PHILADELPHIA.—Buick deal- 
ers here are giving price packs 
the boot. They are spending 
$5,000 of their own money in 
three newspaper ads to announce 
that local delivered prices have 
been cut $356 to $493. 


In the body of the ads, the 
dealers list factory suggested 
retail prices for every model and 
every accessory. It is reported 
that the vote to clean up promo- 
tional advertising was unanimous 
following the call of Harlow H. 
Curtice, president of General 
Motors, for a trade cleanup. 


Gross 
Profit 


15.7 
15.3 


Volume Group I 
Volume Group II 
Volume Group IIl.... 
Volume Group IV.... 
Industry Average 
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Dealer Support Growing 
In Congressional Ranks 


| 


By William Ullman 

Washington Correspondent 

One of the 
largest delegations of Con- 
|gressmen ever to testify before a 
| Senate committee converged on the 
auto marketing subcommittee hear- 
|ings last week to pledge their sup- 


port to legislation to help new-car | 


retailers. 
The Senators and Representatives 


filed in and out of the hearing room | : 7 » 
deteriorating conditions in auto re- 


for two days in response to a 
blanket 


both Houses from Subcommittee 


|Chairman A. S. Mike Monroney, | 


Oklahoma Democrat, 
Many Who wished to make a 
un Ter equality 


— 


ealers 
Qj 
ee 


| 


invitation to members of | 





| THEN, on Thursday, 


personal statement before the 
Monroney group were unable to 
wait their turn as hearings ran 
past time for the House and 
Senate to convene, and they filed 
letters or exhibits for the sub- 
committee record. 

Almost without exception, Con- 
gressional witnesses offered letters 


| from presidents of state and local 


dealer associations, testifying to the 


tailing. A number of Congressmen 
said they had conferred with dealer 
delegations during the NADA con- 
vention in Washington, or had 
| visited dealer meetings in their own 
| states. 

* * * 
the su 
committee heard General 


ditions which he identified 


|ing “the unrest and lowered 


concern’s inception of pensions and | 


the escalator wage agreement 
1948 — another instance of extreme 


policy reversal in the face of great | 


pressure. 


Curtice said of Wiles’ new assign- | 2 
| companies 


ment: 

“This is a new office created 
to give GM’s 18,500 passenger-car 
and truck dealers a direct line of 
communication to the top man- 
agement of GM. 

“Mr. Wiles will operate inde- 
pendently from the vice-president 
in charge of the distribution staff 
(W. F. Hufstader) and from the 
sales and distribution activities of 

(Continued on Page 60, Col. 1) 





IVAN L. WILES 


in|. : : 
|}in a nationwide telecasf to dealers. 





of many automobile deale 


The subcommittee, 
nounced, has sent qu 
Ford and GM aski 
own 
dealer supply outyets. Henry Ford 
II was scheduled to follow Curtice 
on the stand tgday (March 12). 


Monroney id the question- 


whether the 


who testified Ford and GM “pres- 
sured” thém into buying “adver- 


tributions.” 

questionnaire asks whether 

r Ford officers or sales per- 

hel own any of the firms with 

ich they “urge” dealers to trade. 
addition, the ‘companies are| 
asked whether or not officers per- | 
mit their 5 names | to be used in soli- | 





citation of political contributions 
from dealers. 


“These serious questions having 
been raised in dealers’ testimony, 
I think these companies should 
have an opportunity to testify re- 
garding them right away,” Mon- 
roney said. 

* 


ALFWAY ough reading his 
estimony, Curtice 
ted by Monroney, who 
wanted know if “eager beaver 
zone nagers” ever push “fuddy- 
duddy dealers” to take more cars. 
a case in point, the Senator 
cifed testimony of Luther Massey, 
rmer Buick Dealer in Beaumont, 
ex. Massey had told the subcom- 
mittee he was cancelled because 
his sales were below average. 
Curtice referred the question 
to W. F. Hufstader, distribution 
vice-president. Hufstader said 
that Massey’s sales performance 
in Beaumont in 1953, 1954 and 
(Continued on Page 58, Col. 1) 


Inside 
Auto News 


@ Minneapolis salesmen OK 
union; organizers active in 
St. Paul and Cleveland. 
Page 2. 
No need for confusion: All 
Big Three new-car prices 
updated to reflect freight 
revision. Page 46. 
General Motors blasts Mas- 
sachusetts dealer plea for 
law to regulate factories. 
Page 3. 

New-car, truck registrations and new- 
car prices, Page 46. Used-car auc- 


tions, Pages 6, 38. Production 
by makes, Page 61. 


Ath- Quarter Pinch Lowers 
°55 Dealer Profit to 1.7% 


By Robert M. Lienert 
Associate Editor 


y= closing quarter of 1955—de- 
spite the 

models — put dealer profits through 
a brutal wringer, according to fig- 
ures compiled in a survey of dealer 
operations by the NADA business 
management committee. 

However, dealers managed to 
salvage an average of $30 operat- 
ing profit per new unit sold last 
year, compared with only $29 per 
unit in 1954, according to NADA 
figures. 

As a result of record new-car de- 


. @ new first for GM|mand and freshly styled models 


How Dealer Profit Picture Changed in’55 


At End of 
3 Months 
Oper- 
ating 
Profit 


29 
3.3 
3.2 
3.0 
3.1 


At End of 
6 Months 
Oper- 
ating 
Profit 


3.0 


Gross 
Profit 


14.4 
13.9 
13.8 
13.2 
14.1 


Gross 
Profit 


14.8 
14.8 3.3 
14.1 29 
13.4 3.0 
14.6 3.1 


At End of 
9 Months 
Oper- 
ating 
Profit 


2.5 
2.6 
3.0 
2.5 
2.6 


At End of * 
12 Mos., 1954 


Oper- 
ating 
Profit 


0.3 
0.6 
1.2 
14 
0.6 


At End of 
12 Mos., 1955 
Oper- 
ating 
Profit 


1.5 
1.8 
2.1 
2.1 
1.7 


Gross 
Profit 
14.7 
15.0 
14.8 
14.5 
14.8 


Gross 
Profit 
13.9 
13.9 
13.6 
13.4 
13.8 


Volume groups are based on 1955-retail deliveries of new cars dnd trucks as follows: Group I, 1 to 149 units; Group II, 
150 to 399 units; Group III, 400 to 749 units; Group IV, 750 units and more. The figures are not for the individual quar- 
ters, but are cumulative through the end of each period. 


introduction of 1956 | | the first half. 


|early in the year, dealers managed 


to push profits to 3.1 percent of 
sales in the first quarter and hold 
unchanged at that figure through 


* * * 


B* THE end of September, fol- 
lowing the seasonal slackening 
in demand and early fall cleanups, 
the profit (cumulative for the entire 
nine months) had dropped to 2.6 
percent. 

“All-out efforts to meet the 
heavy production schedules of the 
final quarter,” said NADA, 
“brought an epidemic of forced 
selling which cut deeply into the 
gains made earlier in the year.” 

As a result, profits for the year 
were knocked down to 1.7 percent. 
In order to pull the nine-month 
average of 2.6 percent that far 
down in three month’s time, profits 
had to run far below 1.7 percent 
(they probably ran below the break- 
even point) in the finai quarter. 

a * z= 


| AS NADA put it: “In a year 
which broke all existing records 
in the number of new vehicles pro- 
duced and sold, the dealers’ final 
share in this tremendous volume 
of business was 1.7 percent of sales 
—before income-tax provision, be- 
fore employes’ bonuses and to a 
(Continued on Page 4, Col. 1) 
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Organizers Active in St. Paul and Cleveland .. . 








Minneapolis Salesmen OK Union 


S AUTO salesmen at 46 Minne- 
apolis dealerships voted for 
union representation, organizing 
drives in St. Paul and Cleveland 

were stepped up last week 
In Philadelphia, on 
the other hand, 
unionism was reject- 
ed by employes of 
Crisconi Oldsmobile 
by an overwhelming 

53-1 margin. 

By a vote of 276 to 180, new and 
used-car and truck salesmen in 
Minneapolis and suburbs chose the 
Retail Clerks union as their bar- 
gaining agent. Some 525 salesmen 
were eligible to take part in the 
National Labor Relations Board 
election. 


John Brennan, international rep- 
resentative of the union, said it 
would seek to open negotiations for 
a contract as soon as the election 
results were certified. 

* * * 


HE balloting climaxed almost a 

year’s campaign on the part of 
the union — one of the few suc- 
cessful attempts to organize white- 
collar workers in the Minneapolis 
area. 

Temporary officers elected by 
the salesmen inclide Clarence 
Owens, chairman, and John Dzu- 
bak, treasurer. Brennan said the 
salesmen would be chartered as 
a separate unit to be known as 
Local 1086-A. 


Meanwhile, Teamsters Local 149 |! 


has petitioned NLRB for a similar 
election among 300 salesmen em- 
ployed by members of the Assn. 


February Sales 
Reported by 


Auto Factories 


DETROIT.—Auto manufacturers 
continue to report sales perform- 
ances for February. Among them 


are: 
Cadillac 


Cadillac enjoyed the most suc- 
cessful February sales in its 54- 
year history, according to J. M. 
Roche, general sales manager. 

Sales of 13,346 new cars during 
the month topped the previous all- 
time February sales mark of 13,319 
units established in 1955. 

“The acceptance of our 1956 
models is reflected in record Cad- 
illac sales of 57,165 units during the 
past four months which surpass 
any previous consecutive four- 
month period in our history,” said 


Roche. 
Buick 


Buick dealers delivered 52,153 
cars in February, second highest 
February sales on record, according 
to Edward T. Ragsdale, Buick gen- 
eral manager. 

“Deliveries for the last ten days 
of the month amounted to 17,389 
units, Ragsdale said, “an average 


(Continued from Page 8, Col. 3) 





Horn Critic— 


Development of an automobile horn 
with an “if you please sound” is the 
assignment of engineers conducting ;e- 
search on horn sounds for future Packard 
cars. Don Cornell, recording artist, acts 
as critic of a horn sound developed for 
the Packard Predictor. The engineers say 
surveys indicate that the sound of today’s 
avto horn is largely responsible for “bad 
driving manners.” 











of Automobile Dealers of St. Paul. 
* * 


* 


N CLEVELAND, the Teamsters 
Union,. undismayed by the mis- 
carriage of organizing efforts last 
year, once again is seeking to bring 


Ohio Salesman 
Admits Fleecing 
On ‘Fleet Deals’ 


CLEVELAND. — A 38-year-old 


Lincoln-Mercury salesman, Herbert | 


L. Nelson, has confessed to Cleve- 
land police he embezzled $8,700 from 
“bargain-minded customers.” 
Nelson, employed by Ohio Motors, 
told police: “I’ve got one consola- 


tion. The people involved had to| 


have as much in thelr} 
heart as I had.” 

Utilizing fleet deals, he told police | 
of a typical case in which a man} 
with a wrecked ’54 Buick pur- 
chased a Lincoln for $5,700, includ- | 
ing a tradein allowance of $1,500. 
Two days later Nelson called back 
saying he could save him $1,000 by 
sneaking the car into a “fleet deal.” | 

The buyer made out two checks; 
one for $2,500 to Ohio Motors; the} 
other for about $700 to Nelson. 
Later the new owner received a 
notice from a finance company |} 
saying he owed $1,700 on the car. 
Nelson disclosed he had been plac- 
ing mortgages on the new cars 
involved in his dealings and told| 
the buyers “you have to have a/| 
mortgage in a fleet deal.” 

Nelson said he paid off the mort- | 
gages himself, utilizing embezzled 
funds. He said Ohio Motors knew 
nothing of his methods, and he 
subsequently told his firm last 
week. They were willing to permit 
him to make restitution, he added, 
but he confessed to police saying 
he “wanted to get it over with.” 

Last Tuesday, Nelson received a| 
$250 bonus as an outstanding | 


larceny 


wing. 

A test of the union’s strength 
is scheduled for Wednesday 
(March 14) when 14 salesmen at 
Earl Davis Buick vote in an 
NLRB poll to determine whether 
they want to be represented by 
the Teamsters. 

The union also is asking for an 
election at Central Chevrolet, Inc., 
|where it claims to speak for 27 
salesmen. 

x * * 
ACHING into Cleveland’s 
backshops, the teamsters and 
the International Assn. of Machin- 


| ists have arranged for an election 


next Monday (March 19) among 21 
mechanics and lubrication men at 
Harmon Pontiac, Inc. 

The Cleveland activity was the 
first major union campaign 
among dealerships since attempts 
to organize Broadvue Motors 
failed after a _ five-month-long 
strike that ended last November. 

After receiving a protest from 
American Motors Corp., Michigan 
lawmakers last week revised por- 
tions of the Van Peursem Bill deal- 


|annual wage plans and State un- 
employment compensation. 
Edward L. Cushman had writ- 
ten Speaker of the House Wade 
Van Valkenburg that the measure 


warranted interference with the 
right of a company to manage its 
own affairs.” 





Repossessions Rise 


30% in Cleveland 


CLEVELAND. — Repossessions 
in Cleveland during February 
were up 30 percent over the same 
month of 1955, according to 
Leonard Fuerst, clerk of courts. 

The February report showed 
341 autos repossessed, compared 
with 261 in the year-earlier 





Lincoln-Mercury salesman in this | 
area. 


period. 








|ing with integration of guaranteed | 


discriminated against smaller cor- | 
porations and might lead to “an un- | 





several thousand salesmen under its| —™ 





| Ford Stock Posted on Big Board— 


On hand for listing of Ford Motor Co. 
Exchange last Wednesday (March 7) were L. D. Crusoe, left, 
president, car and truck divisions, and D. 


common stock with the Detroit Stock 
Ford executive vice- 
S. Harder, executive vice-president, basic 


manufacturing. Trading in Ford stock opened simultaneously on the Detroit, New York, 
Boston, Philadelphia and Baltimore exchanges and later in the day at Chicago, Los 
Angeles and San Francisco. Ford has acquired approximately 350,000 stockholders 


since sale of 10,200,000 shares last January. 





January Auto Credit Rises 
Counter to Consumer Tide 


WASHINGTON. — Auto install- 
ment paper increased $2 million dur- 
ing January, 1956, to run counter to 
the trend of other consumer credit 
which dropped $171 million. 

This brought the outstanding 
auto credit to $14,314,000,000. 
There was, according to the board 
of governors of the Federal Re- 
serve System, $1,248,000,000 ex- 
tended in new auto credit and 
$1,246,000,000 repaid during the 
month. 

This represented a drop of $121 
million in new credit from Dec. 31, 
1955, and a gain of $188 million over 
| the total of Jan. 31, 1955. 





Used- Car Stocks Climb Seasonally 


By Robert M. Lienert 
Associate Editor 
—_— stocks of franchised 

dealers moved sharply upward 
last month to reach a 41.9-day 
supply as of March 1, according to | 
AUTOMOTIVE NEWS estimates. 

The increased inventories were 
a result of two developments: 
Improved new-car sales which 
boosted the number of tradeins, 
and intentional fattening of | 
stocks in preparation for an 
anticipated upswing in used-car | 
retail sales. 

Dealers built their stocks in two} 
ways: By outright purchasing and 
by cutting back on the number of | 
units they ordinarily wholesale. 

* *” * 


HE March 1 count showing a}! 

41.9-day supply of used cars fell | 
below the year’s high of 43.6 days 
established Jan. 1. However, it was 
nearly 50 percent above the Feb. 1 
estimate of 28.0 days. 

A year ago on March 1, used- 
car inventories of new-car dealers 
amounted to a 39.8-day supply— | 
slightly below the 1956 figure. 

That represented the high-water 
mark for 1955. Stocks last year 
tapered off from that figure to fall 

below the 30-day dividing line as 
of June 1 and stay there until 
Oct. 1. 

This year’s pattern of used-car 
stocks should conform to the same 
general trend. 

*” ea 
ppeatans reported to AUTOMO- 

tive News that their March 1 

stocks ranged from 10 to 100 days. 
A total of 55.6 percent said their 
stocks were good for 30 days or 
less. 

A month earlier, stock reports 
‘ranged from 10 to 60 days, with 
57.1 percent reporting they could 
sell out everything in 30 days or 
less. 

A year ago on March 1, only 41.7 
percent of dealers reporting put 
their used-car supply at or below 
the 30-day level. The range was 12 
days to 100 days. 

The majority of dealers reported 
a firm retail activity in used cars| 
with a good outlook. Some of those | 





, reporting a good market did so 


with reservations. In this connec- 
tion, the most frequent complaint 
was the shortage of clean merchan- 
dise. 


* * * 


Pr THE western mountain area, 
one nationally known dealer 
| said, “All dealers are trying to get 
|high prices. We have just had a 


|sale and they moved. Local steady 
|market about top NADA book.” 


In the Midwest, a dealer who 
reported a “fairly steady retail” 
market said sales at his local 
wholesale auction house had been 
light. 

From the Upper Midwest, a 
dealer reported tersely: “Prices 


fr utlook good es good. |but the losses overpowered the 


A dealer in the West said the! 
| used-car market “has been better 
|locally in 1956 than new cars. We} 
| have managed to sell many average | 
|and higher-priced units.” 

Used cars in Los Angeles, said | 
|a@ dealer there, have been selling | 


| rapidly — “better than usual this 


time of year.’ 





Auto Production — 159,086 cars, 
trucks in week vs. 193,155 year before. 

Business Failures — 293 in week 
vs. 222 year before. 

Electricity Output — 11,277 mil- 
lion kilowatt hours, up 16 percent from 
year before. 

Freight Loadings — 687,018 cars 
in week, an increase of 55,946 cars 
from year before. 

Gasoline Stocks — 193,988,000 
barrels, an increase of 4,560,000 bar- 
rels in week. 

New-Car Registrations—331,924 
in 1956 to date vs. 318,902 year be- 
fore. 

New-Truck Registrations — 48,- 
543 in 1956 to date vs. 46,961 year 
before. 

Oil Stocks — 255,466,000 barrels, 
a decrease of . 1,179,000 barrels in 
week. 








Business Barometer 






MONG the dissenters was a 

westerner who said, “The mar- 
ket is slipping, and the reposses- 
sions that all dealers are getting 
are caused by poor financing of 
cars previously sold.” 

Slow sales also were reported 
from New England and in some 
sections of the South, although 
one southerner reported, “We 
believe used-car sales will be bet- 
ter profit-wise this year than 
last.” 


The average price of used cars 
sold at wholesale auction last week 
was $865, or $8 lower than the 
previous week, according to AUuTo- 
MOTIVE News’ index. 

Only three individual models 
declined in price and five gained, 


advances. The price of ’56s was cut 
back $84 to $2,225; ’55s retreated 
$31 to $1,581, and ’53s dropped $6 
to $742. The new prices for ’56s and 
55s represented record lows. 
Gaining in price were: ’51s, up 
$22 to $348; ’50s, up $18 to $258; 
52s, up $7 to $515; ’54s, up $6 to 
$1,068, and °49s, up $2 to $185. 





Soft Coal Output — 9,975,000 
tons estimated in week vs. 8,800,000 
tons year ago. 

Steel Output — 98.4 percent of 
capacity estimated vs. 99.9 percent 
week before. 

Used-Car Prices—$865 average 
in March to date vs. $873 in February. 

Wholesale Prices—112.1 percent 
on the 1947-49 index vs. 112.0 per- 
cent week earlier. 












Common Stocks 

















March Feb. 1955-1956 
7 29 High Low 
Am. Motors 8% 8% 13% 7%, 
Chrysler 725% 74% 101%. 66% 
Ford 61%, *62Y%, 62%, 61% 
GM 444%, 45, 54 42%, 
S-P 9% 10% 15% 9 
Average 39.68 40.05 







* On the over-the-counter 








There was also $17 million more 
repaid during January, 1956, than 
during December, 1955, and an in- 
crease of $249 million in the amount 
of auto debt repaid in January of 
this year over January, 1955. 

The total outstanding auto 
credit as of Jan. 31, 1956, was 
$63 million greater than on the 
same day of 1955 and showed $3,- 
855,000,000 gained during the 12 
months ended Jan. 31, 1956, over 
the same preceding 12-month pe- 
riod. 

The auto paper was held by: 
Commercial banks $5,084,000,000 


Sales finance cos. 7,939,000,000 
Other financial firms 735,000,000 
Auto dealers 556,000,000 


The amounts of auto paper held 
in the various commercial banks 
in each Federal Reserve districts 
were: 


I Bites cassceobiadcetned $ 548,000,000 
| RRS ee 1,846,000,000 
Philadelphia ................ 699,000,000 
Cleveland ...................... 661,000,000 
Richmond .................... 724,000,000 
EE A cienieiincconesisteioie 727,000,000 
RE ic ssc csaisioelics 1,480,000,000 
Ee 485,000,000 
Minneapolis .................. 351,000,000 
Kansas City ................ 487,000,000 
RN dda sccsikcndenctnsionshissioinsd 552,000,000 
San Francisco ............ 1,755,000,000 


Ragsdale Named 
To Succeed Wiles 
As Head of Buick 


DETROIT.—Edward T. Ragsdale 
has been named Buick general € 
manager, it was announced last 
week by Harlow 
H. Curtice, Gen- 
eral Motors pres- 
ident. Ragsdale 
succeeds Ivan L. 
Wiles, who has 
been elected 
executive vice- 
president in 
charge of GM 
dealer relations. 

A 32-year Buick 
veteran, Rags- 
dale, 58, has been 
general manufacturing manager 
since 1949. He entered the automo- 
bile industry in 1916 as a tool 
designer at the Maxwell Motor Co., 
New Castle, Ind. 

After serving in the Air Force in 
World War I, Ragsdale rejoined 
Maxwell in 1918. From 1920 to 1923, 
he was employed by the Pierce- 
Arrow Motor Co., Buffalo, as body 
designer. 

Ragsdale, a native of Hopkins- 
ville, Ky., joined Buick’s body 
division in August, 1923. He subse- 
quently became the division’s chief 
draftsman, assistant body engineer 
and, in 1935, body engineer. In 1949, 
he was appointed general manu- 
facturing manager of Buick facili- 
ties in Flint. 





E, T. Ragsdale 
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Dealers tell me 


By John O. Munn 


ETTERS, phone calls and con- 

versations indicate dealers are 
not too much impressed with the 
contract revisions recently offered 
the trade. Of course, they have not 
seen the completed contracts, so it 
is impossible to give a definite 
opinion. 

They are afraid the proposals are 
too late and too little. They are 
sorry the changes came after 40 
years’ experience in this field and 
under the duress of a senatorial in- 
vestigation. 

Surely there has not been so 
much voluntary change of heart, 
they say, in the few weeks since 
the chief sales executive of one 
manufacturer expressed the 
thought in the Senate hearings 
that “the manufacturer must be 
in a position based on his judg- 
ment and his judgment alone to 
retain a franchise, to grant it or 
withdraw it.” 

One dealer said that offering the 


new proposals is like patting a dog | 


on the head and throwing it some 
bones to quiet it down when the real 
need is vitamins. 

They ask why even now it seems 
impossible to get a contract that 
runs an indefinite period and is can- 
cellable only for cause. The cause 
being bankruptcy, conviction of a 
crime, failure to obtain a license or 
nonperformance. The performance 
to be set up automatically each year, 
having a definite relation to the 
line’s national average compared 


with local registrations. 
* x * 


Growth Tied to Stability 


_—- factories say all they want is 
performance. It is right that 
they should have it. 

But let us consider a contract 
from the standpoint of the public 
interest as well as from the stand- 
point of placing the dealer-factory 
relationship beyond criticism. 

If dealers had such a contract 
they could afford to go all out to 
build facilities to take care of 
automobile owners in their com- 
munities—facilities far exceeding 





Keystone Dealers 


Set May Agenda 


HARRISBURG, Pa. — (UTPS) — 
Claude S. Klugh, general manager 
of the Pennsylvania Automotive 
Assn., announced last week that 
PAA’s 36th annual meeting would 
be held May 13-15 at The Inn, Buck 
Hill Falls, near Stroudsburg, Pa. 

In recent years, PAA conventions 
had alternated between Pittsburgh 
and Atlantic City. 

Among speakers will be Senator 
A. S. Mike Monroney, chairman of 
the Senate subcommittee on auto- 
mobile marketing practices, and 
Frederick J. Bell, executive vice- 
president of NADA. A golf tourna- 
ment will be held Sunday, May 13. 

Due to limited hotel accomoda- 
tions, reservations will be on a first- 
come, first-serve basis. 
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the establishments that exist now. 
These establishments would grow 
= registrations are increas- 

g. 

The end product of the entire in- 
dustry is satisfactory use of cars in 
the hands of owners. Such facilities 
cannot be provided adequately un- 
less a dealer is assured of the sta- 
bility of his contract. 

With such stability he could af- 
ford to provide the facilities to take 
care of his owners. And by so doing 
he would put himself in a position 
to exceed his sales quota every year. 
With such a contract dealers would 
go much farther with service to the 
owner and sales for the factory than 
ever was expected or hoped in the 
past. 

Automobile owners’ needs would 
be taken care of so satisfactorily 
that dealers would not only sell 
more cars but would get a much 
larger percentage of the after- 
market business. 

Much of this aftermarket business 
has been lost to this trade simply 
because contracts have been tem- 
porary and dealers could not justify 
the investment necessary to take 
care of it adequately. 

* * * 


Butler Bill Praised 


S OF now, the factories have not 
offered a permanent contract 
eancellable only for cause. That is 
the kind the trade unitedly supports 
and for which NADA’s Fred Bell is 
working. If such a contract does not 
come voluntarily it can be obtained 
through congressional cooperation. 


Members of Congress want to be 
helpful. Just recently, Senator John 
M. Butler, Maryland Republican, in- 
troduced a bill that will bear careful 
consideration by dealers. One of its 
features is its brevity. It strikes at 
one point—coercion. 


Surely we no longer need to use 
force, fear or coercion in admin- 
istering the relationship between 
the retail and manufacturing divi- 
sions of this otherwise great and 
modern industry. This legislative 
help can be had without regula- 
tions, control or regimentation. 


But returning to the contract re- 
visions now offered, dealers tell me 
that they offer much advantage for 
a dealer who does not remain in 
business. Could it be true that the 
manufacturers are offering the con- 
tract to prevent public criticism 
when they cancel a dealer rather 
than for the benefit of operators 
who remain in business? 


A one-year contract, noncancella- 
ble, is of no value because a manu- 
facturer can use the whole year in 
threatening the cancellation unless 
the dealer makes some arbitrary 
quota taken out of the hat by some 


manufacturer. 
* * * 


Permanent Pact Needed 


7 same applies to the five-year 
contract. That is altogether too 
temporary to risk the investments 
required to take satisfactory care 
of owners in each territory. When 
dealers argue for a permanent con- 
tract that is cancellable only for 
failure to meet a fair quota, they 
feel they are promoting the interest 
of the manufacturer as well. 


They are sincerely convinced 
that such a contract is in the pub- 
lic interest because it will help the 
industry, which includes both fac- 
tories and dealers, to do a better 
job for the owner. 

Next week I will again review 
the performance contract, a con- 
tract good forever as long as the 
yearly adjusted quota is met. Such 
a contract would obviate the need 
for any legislation. Such a contract 
would eliminate bootlegging, the 
need for territory protection and 
even “phantom” freight because it 
would take the profit out of such 
operation. 

So, stay with the leadership of 
NADA. It is timely now to get this 
factory-dealer relationship straight- 
ened out once and for all and gain 
for the public, the manufacturers 
and dealers the benefits to accrue 
from such action. 





Bait Advertising Banned 


By New Pa. Statute 


HARRISBURG, Pa. — A bill 
banning bait advertising was 
signed into law in Pennsylvania 
on March 2. 

The law provides for fines and 
imprisonment ranging up to $1,000 
and six months in jail for any 
merchant who advertises with 
intent to mislead the customer 
as to quantity, quality, price, cost 
or motive for sale. 





GM’s Ahrens O ses Law... 





Mass. Dealers Ask 
Control of Makers 


BOSTON.—General Motors Corp.| makers and distributors within the 


has opposed a request by the 
Massachusetts State Automobile 
Dealers Assn. for the Legislature 
to pass license laws to govern auto 





pate 


Syracuse Show Draws Record 40,000— 


ae 





Here is part of the record crowd that attended the seven-day Syracuse Auto Show, 
held in the Onondaga County War Memorial Building. Stressing a tropical theme, 
the 47th annual exhibit was sponsored by the Syracuse Auto Dealers Assn. 





Jail Term for Bait TV Ads 
Upheld in Los Angeles 


LOS ANGELES. — Jack Tank- 
ersley, one-time owner of the now 
defunct Farmer Jack Corp., con- 
victed of using “bait” television ads 
to sell used cars, lost an appeal 
for probation and will serve six 
months in jail. 

Tankersley was convicted 
earlier on two counts of false 
advertising after two shoppers 
from the Better Business Bureau 


Chicago Asks Aid 
Of Dealers to 
Halt Auto Thefts 


CHICAGO.—Chicago auto dealers 
last week received detailed infor- 
mation from the Chicago police de- 
partment and the CATA regarding 
automobile thefts and stolen cars. 

Lieut. Michael Shannon, of the 
stolen auto section, reported that 
recently individuals had been ap- 
proaching new and used-car dealers 
and offering for sale late model 
automobiles. On certain occasions, 
the deal was turned down because 
the selling price was far below the 
current market value, or the seller 
acted suspiciously, and in some 
cases the car had out-of-state 
licenses. 

Dealers were asked to cooperate 
when such an occasion arises. They 
were urged to detain the seller or 
get as much information as possi- 
ble, such as driver’s license, social 
security number, engine number, 
make of car offered for sale and 
license numbers, and notify the 
stolen auto section. 

At the same time, the Chicago 
police said that an alarming num- 
ber of car thefts in Chicago are due 
largely to the fact that keys are 
left in cars unattended. A number 
of these cars were taken from in 
front of dealer establishments or 
from used-car lots. 


Cause of Blust Fixed 


PORTLAND, Ore. — The explo- 
sion which caused $50,000 damage 
to A. B. Smith Chevrolet Co. 
was caused by illuminating gas 
which seeped into the firm’s base- 
ment from an outside area and 
not by an exploding gasoline tank 
as first reported. 





testified they were unable to buy 
cars at low prices advertised over 
SV. 


Tankersley and the corporation 
were each fined $1,000 and he re- 
ceived a six-month jail sentence. 
The conviction was upheld in Su- 
perior Court. 


The case began about a year ago 
and, after the complaint by the 
BBB, Tankersley, Gene King, one 
of his salesman, Bob Jones a tele- 
vision announcer, and A. J. Victor, 
an advertising man, surrendered 
on the charges, the BBB said. 


The BBB noted in one of its 
publications that: “It has long 
been a general feeling in some 
quarters that radio and television 
announcers could get by with say- 
ing a great deal more and using 
tactics that could not be used in 
the newspapers. 

“Those that have had this belief 
have neglected to realize that it is 
just as easy to tape record a com- 
plete show or a complete set of 
commercials as it is to sit and 
watch the show itself.” 


state. 

William A, Plunkett, Dedham, 
executive vice-president of the 
group, appeared before the Leg- 
islative Committee on State 
Administration and testified that 
the measure was designed to pro- 
tect dealers against “unfair prac- 
tices.” 

Don E. Ahrens, Cadillac general 
manager, attacked the proposed 
legislation as “neither necessary nor 
desirable.” 

“Nothing has been shown or 
could be shown,” he said, “that 
retail auto dealers constitute a 
special preferred economic class 
entitled to perpetual and exclusive 
local monopolies.” 

It was proposed that a commis- 
sion be appointed to administer the 
law, if passed. It would be com- 
posed of two new-car dealers, a 
used-car dealer and two members 
from the general public. 

Plunkett, who said his organ- 
ization represents 866 of the 1,055 
new-car dealers in the state, pro- 
tested that dealers are “held cap- 
tive” by what he termed the 
“most tyrannical agreement ever 
written.” He was referring to 
new-car franchises. 

Plunkett added that dealers are 
afraid to appear and talk before 
the committee for fear of retalia- 
tion. 

“This intolerable situation 
wherein citizens of the Common- 
wealth cringe in fear before the 
might of out-of-state interests cries 
for correction that is possible only 
through the processes of legisla- 
tion,” he said. 

Ahrens said the proposed legisla- 
tion would result in continuous 
friction and litigation. He told the 
legislators that GM has 482 dealers 
in the state and all operate under 
agreements which are identical 
with each other and with GM deal- 
ers elsewhere. 

He also referred to the new 
provisions in franchises which 
were announced to the GM dealer 
body by Harlow H. Curtice, GM 
president, in a_ closed-circuit 
telecast March 2. 

Plunkett was supported by Rep. 
Louis H. Glaser, a Democrat of 
Malden, Mass., who protested 
against what he called “phantom 
freight from Detroit.” He said $125 

(Continued on Page 61, Col. 1) 





Cook County Considers 
False Ad Jury Action 


CHICAGO. — John Gutknecht, 
Cook County state’s attorney, is 
reported to be considering 
whether grand jury action is 
needed to curb present “bait” and 
other advertising violations of 
state law. 

False, misleading and deceptive 
advertising is prohibited by the 
Hlinois criminal code and is pun- 
ishable as a misdemeanor. 





On the House... . 


We can’t think of a better man to head GM’s new 
dealer relations setup than Ivan Wiles, Buick’s gen- 
eral manager. To those non-Buick dealers in GM, 
who have had no contact with Wiles, it should be 
a pleasant and worthwhile experience dealing with 
him. Newsmen always have regarded Wiles as hav- 
ing more of the attributes of a top general sales 
manager than top sales managers usually have. 
Incidentally, Wiles’ new status as executive vice- 
president gives him rank above GM’s labor relations 
vice-president as well as the other umpteen vice- 


presidents ... 


Wemhoft 


Some wonder if the elimination of phantom 
freight will mean curtailment of assembly plants 


across the country ... Gov. Leroy Collins is making a tour of north- 
ern cities, pointing out Florida’s advantages for industry. We recall 
similar tours by Los Angeles boosters during the war and look 
what’s happened to that city’s weather ... Canadian dealers associ- 
ation has dropped its monthly magazine and now issues a news- 
letter type of publication for its members .. . 


Kentucky association feels state’s new dealer-maker licensing law 


is far from perfect but considers it “step in right direction”... 


A 


Chicago dealer surveyed 500 of his recent new-car buyers, found that 
only 11 customers had been called on originally by one of dealership’s 


salesmen. 


—Perte Wemuorr, Editor, 
Automotive News 
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By Fourth-Quarter Squeeze ete 


55 Dealer Profit Cut to 1.7% 


(Continued from Page 1) 
large extent before the customary 
year-end adjustments had been 
made.” 

Except for 1954, when the aver- 
age profit was only 0.6 percent, 
the profit reported last year was 
the lowest for any full year since 
NADA’s surveys were started in 
1949. 

NADA’s survey split dealerships 
into four volume groups, as follows: 
Group I, 1 to 149 units; Group II, 
150 to 399; Group III, 400 to 749, 
and Group IV, 750 and more. 

* + * 


cee profit ranged from 
1.5 percent for Group I dealers 
and 1.8 percent for Group II 
dealers, up to 2.1 percent for dealers 
in Group III and Group IV. 

Dealers made their improved 
profit showing (in comparison 
with 1954) in the face of declining 
gross profits. In order to accom- 
plish this prodigious feat, they 
had to slash expenses. 

Selling expense was shaved in all 
volume groups, but the big saving 
was made in per-unit operating ex- 
pense. Part of this, of course, was 
automatically accomplished through 
moving a greater volume of vehi- 
cles through the dealerships. As 
more cars and trucks are sold, the 
per-unit share of fixed overhead 
is appreciably reduced. 

+ * + 


ALERS in Group II hung up 

the best record of cost reduc- 
tion by paring operating (fixed) ex- 
pense from 10.4 percent in 1954 to 
8.3 percent in 1955, and cutting 
selling (variable expense from 4.0 
percent in 1954 to 3.8 percent last 
year. This reduced total expense 
by 2.3 percentage points—from 14.4 
percent to 12.1 percent. 

Dollarwise, Group II dealers 
hiked their operating profit from 
$27 per vehicle retailed in 1954 
to $84 per vehicle in 1955. 

By chopping total expense from 
144 percent in 1954 to 12.4 percent 
in 1955, dealers in Group I cut 
their total costs by 2.0 percentage 
points and more than quadrupled 
per-unit dollar profits. 

These dealers averaged an oper- 
ating profit of $17 per unit in 1954 
and $73 per unit in 1955. 

* + * 


aes in Group III slashed 
total expense by 2.1 percentage 
points — from 13.6 percent of sales 
to 11.5 percent of sales. This in- 
creased per-unit dollar profits from 
$51 in 1954 to $95 in 1955 — the 
top figure for any volume group 
last year. 

Dollar profits in Group IV — 
the volume operators — jumped 
from $49 per unit in 1954 to $78 
per unit in 1955. This followed 
a reduction in total expense of 
L8 percentage points — from 13.1 
percent in 1954 to 11.3 percent in 
1955. 

By rising from 0.6 percent in 
1954 to 1.7 percent last year, aver- 
age operating profits for the entire 
auto retailing industry showed a 
gain of 183.3 percent. 

In its new-car survey, NADA 
found the average dealer at the 
end of the year had 12.8 cars and 
3.4 trucks (for truck dealers) in 
stock. A year earlier, inventories 
averaged 7.6 cars and 2.9 trucks per 
dealer. PAE a 


TOCKS in 1955.ranged from 82.5 
cars per dealer in Group IV to 
85 cars per dealer in Group I. 





units in Group IV and lowest at 2.3 
units in Group I. 

The highest average at the end 
of 1954 had been 62.3 cars and 

19.5 trucks, both in Group IV. 

The average dealer had a 34.3-day 
supply on hand, compared with a 
23.3-day supply a year earlier. The 
average truck dealer’s stock was 
good for 54.7 days on Dec. 31, 1955, 
compared with 41.9 days at the end 
of 1954. 

Smaller dealers had a bigger in- 
ventory problem. Their cars were 
good for 39.4 days and trucks for 
65.6 days at the end of 1955. Highest 
figures a year earlier had been 26.7 





Dealer Picture 


At a Glance 


(1955 vs. 1954) 


Percent| Percent 


Up | Down 

5 chanel i ae | 68 

Total Expense ........... | 14.8 
Operating Profit ........ 183.3 | 
Used-Vehicle Selling | 
i a 

Used-Car Stocks .......... | 2.6 

Total Service Sales .... | 18.1 
Service Absorption .... 2.0 | 





Ford Takes Over 
100% Warranty; 
Other Gains Due 


(Continued from Page 1) 
cury and Lincoln dealers, provides 
that the company will pay 100 per- 
cent of the labor cost on warranty 
adjustments made by dealers. 


On parts used in warranty 
work, dealers will continue to get 
invoice cost plus 10 percent. 

Ford dealers were highly pleased 
but not surprised by the warranty 
action. One mentioned it without 
embellishment in reply to a general 
question on factory-dealer relations. 

Another said, “We knew they 
(the factory) had to do it, but I 
was still mighty pleased to get that 
telegram the other day.” 

x x ok 


— Corp. late last week 
had not yet joined the other 
members of the Big Three on the 
warranty issue, but it is known that 
corporation officials are studying 
the question. 

President L. L. Colbert told 
the Monroney subcommittee that 
the corporation’s selling agree- 
ment was being reviewed in the 
light of the GM changes, but he 
made no specific commitments as 
to when or if a new franchise 
might be forthcoming. 

Studebaker-Packard also is re- 
viewing its franchises, but the only 
definite word to come from the 
study is that the Packard pact will 
be made indefinite in length to co- 
incide with the Studebaker term. 

* * * 


jus change in term was men- 
tioned by President James J. 
Nance in his appearance before 
the subcommittee. 

The dealer councils will have a 
voice in any franchise changes 
which American Motors might in- 
stitute. It is known that the con- 
tract will be discussed when the 
Nash Dealer Council meets in 
April. The Hudson council has not 
been completed and no meeting | 


Truck stocks were highest at 19.4| date has been set. 







pensation to salesmen 
All other salaries, wages 

(except. mechanics) 
Shop tools and supplies 
Rent and expense in lieu of rent 
Advertising, other than factory 

cooperative 
Insurance, other than building 
All other expense 


TOTAL EXPENSE 


Warranty, policy, delivery...................... 
Salaries, commissions, other com- 


Breakdown of Dealer Expense, '55-'54 


(PERCENTAGE OF TOTAL SALES) 


Industry 
Group I Group Il Group III Group IV Average 
1955 1954 1955 1954 1955 1954 1955 1954 1955 1954 
96 92 1.12 4114 #%103 108 4108 122 1.02 1.03 
160 1.77 2.05 226 221 2.28 2.20 227 187 2.02 
4.58 5.31 3.96 5.08 3.60 489 351 4.47 4.16 5.11 
42 49 38 44 30 36 26 32 38 44 
Recast 94 1.20 82 1.07 -78 -98 15 92 87 = =«i1l 
66 -19 712 95 83 1.01 96 1.04 73 88 
caadeiabes 36 42 30 36 24 30 A7 22 30 37 
286 350 2.72 3.14 247 2.76 235 264 2.71 3.22 


days for cars and 46.6 days for 
trucks. 
* x * 

Nae found that the average 

selling price of used cars was 
$700 in 1955, little changed from the 
$707 reported in 1954. It had been 
$816 in 1953. . 

The average cost of each unit 
in inventory at year’s end was 
$647, compared with $678 a year 
earlier. Because of closer dicker- 
ing on new cars, however, the 
average loss on used units per 
new sold was $265 in 1955, com- 
pared with $162 a year earlier. 


The average dealer in 1955 sold 
1.6 used units for every new unit 
retailed, compared with a ratio of 
1.8 a year earlier. The difference | 
was largely accounted for by the 
tremendous sales volume of new 
cars and trucks last year. 


Used-vehicle inventory ratios) 
were reduced slightly, with the 
average stock representing a 34.8- 
day supply at the end of 1955, 
compared with a 35.7-day supply 
at the end of 1954. 

However, there were more dead 
ones on the lots last year. As of 
Dec. 31, some 47.8 percent of all | 
used units had been on the lot 30 | 
days or longer. A year earlier, only | 
42.9 percent of inventories repre- | 
sented 30-day units. 


* * 


* 

N PARTS sales, aside from ac- | 

cessories, the average dealer sold 
$274 worth for each new unit 
retailed, for a gross profit of 30.5 
percent. A year earlier, his sales 
had totalled $338, but had repre- 
sented only 30.1 percent gross 
profit. 

He had a 5.9-months’ supply on 
hand and turned over his invest- | 
ment 2.0 times annually. In 1954, 
his stock was good for 5.8 months 
and his annual turnover stood at 
the rate of 2.1 times. 


The dollar value of customer 
labor per new unit sold dropped 
sharply during 1955. Again, in- 
creased volume played a large | 
part in the variance of figures. 
It amounted to $196 in 1955, com- 
pared with $255 in 1954. Gross 
profit, however, was up a bit— 
from 41.7 percent in 1954 to 41.9 
percent in 1955. 
In total service, which includes 
all labor and parts sales, except | 
accessories sold with new vehicles, | 
the average dealer’s sales amounted 
to $665 per new unit sold, with a 
gross profit of 32.8 percent. That 
compared with sales of $812 and a) 
gross of 32.7 percent for 1954. | 
The industry’s average service | 
absorption — at 55.5 percent—was | 
slightly higher than it had been in | 
1954, when it stood at 54.4 percent. | 
The average dealer in 1955 car- | 
ried out 59.8 percent of his total | 
sales in the new-vehicle depart- | 
ment. Used vehicles accounted for 
24.6 percent; total service and parts, | 
14.4 percent, and miscellaneous, 1.2 
percent. 
In 1954, the figures were: New | 
cars and trucks, 54.6 percent; used 
vehicles, 26.3 percent; total service 
and parts, 17.4 percent, and miscel- 
laneous, 1.7 percent. 


Tax Refund Granted 


CONCORD, N. H.—Milford Motor | 
Co. has been awarded an income | 
tax refund of $10,493.38 on its claim 
that it was overcharged by the 
Internal Revenue Service for 1950. 








13.10 12.04 14.18 
—From NADA Survey. 




















Eprror’s Nore: 


How Dealers Fared in'55 


On Expenses, Profits 


The following figures are taken from NADA’s 
latest “Operating Averages for the Automobile Retailing Industry.” 


Operating Profit Before Taxes, 1955-1954 


*VOLUME GROUP I 


GROSS PROFIT .. 
Selling Expense 


Operating Expense 


TOTAL EXPENSE . 
OPERATING PROFIT 


VOLUME GROUP II 


GROSS PROFIT 


Selling Expense . 


Operating Expense .. 
TOTAL EXPENSE ...... 
OPERATING PROFIT 


VOLUME GROUP III 
GROSS PROFIT ....................... 
ce ne ae 
Operating Expense 


TOTAL EXPENSE 

OPERATING PROFIT .................. 
VOLUME GROUP IV 

GROSS PROFIT 


Selling Expense . 
Operating Expense ... ‘ 
TOTAL EXPENSE .............. 


OPERATING PROFIT .................. 


INDUSTRY AVERAGE 
ED BROWER osscecsrssvecssees 
Selling Expense .................... 


Operating Expense ...... 
TOTAL EXPENSE . 
OPERATING PROFIT . 


*Volume groups are based on 1955 


and Group IV, 750 and over. 


New Cars and Trucks 
Inventory Per Dealer 


























1955 1954 
Per 
Percent New Unit Percent 
of Sales Retailed of Sales 

13.9 $681 14.7 

3.1 151 3.3 

9.3 457 11.1 

12.4 608 14.4 

antees 1.5 73 0.3 
13.9 $658 15.9 

3.8 182 4.0 

8.3 392 10.4 

12.1 574 14.4 

1.8 84 0.6 

13.6 $600 14.8 

4.1 181 4.2 

ame 7.4 324 9.4 
11.5 505 13.6 

2.1 95 1.2 

13.4 $489 14.5 

4.3 158 4.6 

7.0 253 8.6 

11.3 411 13.1 

2.1 78 1.4 

13.8 $637 14.8 

3.6 165 3.8 

8.5 392 10.4 

12.1 557 14.2 

abowes ae 80 0.6 


deliveries of new cars and trucks as follows: 
Group I, 1 to 149 units; Group II, 150 to 399 units; Group III, 400 to 749 units, 















Per 
New Unit 
Retailed 







$747 
167 
563 
730 
17 






$713 
193 
493 
686 
27 


$639 
184 
404 
588 
51 





$506 
158 
299 
457 
49 





$691 
175 
487 
662 
29 

























































































Days’ Days’ 
Cars Trucks Supply Supply 
(Per truck Dealer) Cars Trucks 
Dec. 31. Dee. 31, Dee. 31, Dee. 31, Dec. 31, Dee. 31, Dec. 31. Dec. 31, 
1955 1954 1955 1954 1955 1954 1955 1954 
Group | ...... 8.5 4.9 2.3 2.1 39.4 26.7 65.6 46.6 
Group IL .... 21.2 14.3 5.8 4.8 34.8 23.8 50.5 42.1 
Group III .. 38.5 25.3 10.6 8.8 27.8 17.5 47.6 33.7 
Group IV.... 82.5 62.3 19.4 19.5 23.7 17.3 33.7 31.8 
Industry 
Average .. 12.8 7.6 3.4 2.9 34.3 23.3 54.7 41.9 
Percent Gross Profit to Sales 
Cars Trucks 
1954 1955 1954 
A a . 21.7 18.8 18.6 
Group II i 22.7 19.5 19.1 
Group III . 22.9 19.3 17.8 
Group IV a 21.3 17.1 15.1 
Industry Average ...... 23.8 22.1 18.8 18.1 
Used Cars 
Selling Price Ratio Used-Unit Gross Loss Per Gross Loss Per 
Per Unit Sales to New  Used-Unit Sold New-Unit Sold 
1955 1954 1955 1954 1955 1954 1955 1954 
Group | ...... $690 $694 1.8 2.1 $127 $ 69 $232 $145 
Group II .... 735 740 1.6 1.7 173 102 284 176 
Group III .. 719 715 1.4 1.4 224 145 315 197 
Group IV .. 631 674 1.1 1.1 247 149 283 160 
Industry | 
Average 700 707 1.6 1.8 163 93 265 162 | 
Pct. of Used 
No. Days’ Average Cost Vehicles in 
Supply in Per Used Unit Stock 30 Days 
Inventory In Inventery Or Longer 
Dec. 31, Dec. 31, Dec. 31, Dee. 31, Dec. 31, Dec. 31, 
1955 1954 1955 1954 1955 1954 
I heisicnci canes 42.7 41.7 $627 $654 53.8 47.8 
Group II ..- 30.7 32.2 660 718 42.8 40.4 
Group III . 23.0 25.1 753 731 32.1 27.3 
GOPONN EV cecssecssee 19.9 21.6 716 708 29.1 20.7 
Industry Average 34.8 35.7 647 678 47.8 42.9 
Parts 
(Accessories Not Included) 
Average Sales Percentage of Number Months’ Annual 
Per New Unit Gross Profit Supply in Turnover of 
Sold To Sales Inventory Investment 
1955 1954 1955 1954 1955 1954 1955 1954 
Group I ....... $332 $401 30.5 31.0 6.7 6.8 1.8 1.8 
Group [1 ...... 251 319 31.3 31.1 5.3 5.1 2.3 2.4 
Group III .... 222 288 30.0 29.1 4.7 4.2 2.6 2.9 
Group IV .... 181 205 28.6 28.3 4.2 3.9 2.9 3.1 
Industry 
Average 274 338 30.5 30.1 5.9 5.8 2.0 2.1 
Customer Labor Sales 
Average Sales Percentage of Gross 
Per New Unit Sold Profit to Sales 
1955 1954 1955 1954 
EERE ee ee $233 $303 39.2 38.3 
I TE oon ca cces 187 239 42.5 44.8 
Group III 166 214 47.0 46.5 
Group IV 125 156 49.1 48.1 
Industry Average ........ 196 255 41.9 41.7 


(Includes labor, parts and all other service and stockroom sales, 


Group III 
Group IV 
Industry Average 
*The percentage of operating (or fixed or semi-fixed) expense covered by gross 
profit from all service and parts operations. Officers’ or owners’ salaries included. 


Percentage of Departmental Sales to Total Sales 


Industry 


Average 


Total Service Sales 


except accessories with new vehicles) 


Average Sales 
Per New Unit 


665 


New Cars 
and Trucks 
1955 1954 
56.2 50.5 
.. 60.4 55.8 
... 64.0 60.3 
.. 68.9 65.0 
.. 59.8 54.6 


Sold 
1954 
$987 

759 

650 

473 

812 


Used Cars 

and Trucks 

1955 1954 
25.7 28.2 
25.4 26.7 
23.0 22.6 
19.8 20.7 
24.6 26.3 


Percent of 
Gross Profit 
To Sales 
1955 1954 
30.9 31.3 
34.1 33.5 
35.9 35.7 
36.9 36.0 
32.8 32.7 


Total Service 
and Parts 
1955 1954 
16.5 19.5 
13.2 16.0 
11.8 15.1 
11.2 13.5 
14.4 17.4 


*Percentage of 
Service 


Absorption 
1955 1954 
54.7 54.6 
54.7 51.5 
57.6 57.5 
59.6 56.8 
55.5 54.4 


Miscellaneous 
Sales 
1955 1954 
1.6 1.8 
1.0 1.5 
1.2 2.0 
0.1 0.8 
1.2 1.7 
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... has helped us increase sales’ 


says R. T. HORGAN, President, Ralph Horgan, 
Inc., Ford dealer of New York City. 


*““No question about it, ComMerciaL CrepIT’s 
well-established reputation has helped us in- 
crease sales. Their advertisements in Life and 
other magazines have been of great assistance 
and the many benefits to the purchaser make 
this plan attractive to sell. As a large dealer, 
we benefit by CommerciaL CrepiT’s nation- 
wide coverage. The way men from their local 
office work closely with our salesmen has been 


very helpful.” 


Commercial Credit dealers =" 
are successful dealers 


Write or call our nearest office for complete 
information. Why not do it today? 


COMMERCIAL CREDIT CORPORATION 


A service offered through subsidiaries of Commercial 
Credit Company, Baltimore . . . Capital and Surplus 
ever $180,000,000 ... offices in principal cities of the 
United States and Canada. 





Se eae 








Northwest Dealers Team Up... 





Co-op Ads Slap Blitz Claims 


By John K. Teahen jr. 
Staff Writer 

OOPERATIVE advertising by 

dealer associations is telling 
buyers in Washington and Oregon 
to beware the blitzers and the gim- 
mick-happy retailers. 

In Walla Walla, Wash., the 
local association advertised “You 
safeguard your investment when 
you buy your new (or used) car 
from Walla Walla franchised 
néw-car dealer.” 

One state south , the Salem (Ore.) 


New Car Dealers Assn. defined a}. . 


gimick as a trick attention-getter 
and urged readers not to be taken 
in by fancy talk or wild claims. 
* * od 
“N° ONE stays in business who 
shells out more than he takes 
in, the ad said. “If it sounds like 
such is the case — look out. Some- 
thing is hidden somewhere.” 
Another ad by the Salem group 
pictured an interesting but 
slightly illegal poker hand and 
stated: “Five aces might be an 
exciting hand to hold, but you 
know it isn’t honest. In car deals 
too—beware the CARd shark.” 

A powerful factory blast against 
blitz advertising was delivered 
March 2 by GM President Harlow 
H. Curtice in the closed-circuit tele- 
cast in which he explained General 
Motors’ new francise to the com- 
pany’s 21,000 dealers. 

* 


E URGED elimination of un- 
ethical advertising and said 
that included all gimmick and blitz 
presentations — “in fact, any ad- 
vertising that is deceptive, mislead- 
ing or deliberately confusing.” 
“I also deplore advertising that 
indulges in cutthroat tactics and 
emphasizes price to the exclusion 


Safety Belt Bills 
Occupy Attention 


In 7 Legislatures 


WASHINGTON. — Seven of 15 
state Legislatures now convened 
have safety belt measures under 
consideration, according to the Na- 
tional Highway Users Conference 
here. 

A new law in Virginia requires 
the state police superintendent to 
establish specifications for belts, 
equipment and installation and also 
forbids sale of non-approved types. 
Similar proposals are pending in 
Arizona and Maryland. 

A Massachusetts bill would re- 
quire new vehicles registered after 
Jan. 1, 1957, to be designed for 
safety belts. Another in the same 
state would require safety belts on 
all new vehicles registered after 
Jan. 1, 1958, a third would require 
them on vehicles operated after 
Jan. 1, 1957. 

In New Jersey, a proposed law 
would require that vehicles capable 
of speeds higher than 65 m.p.h. 
have safety belts after Apr. 1, 1957. 
A New York proposal would 
require belts on passenger cars 
manufactured after Jan. 1, 1959. 

A South Carolina bill would for- 
bid sale or installation of safety 
belts not meeting certain specifica- 
tions and in Colorado a proposal 
which would have required devices 
to permit safety belt installations 
failed to pass. 


‘Invitation to Theft’ 


Revokes License 


SOUTH SALT LAKE, Utah. — 
The business license of Fail Auto 
Co. has been revoked because of 
the firm’s alleged carelessness in 
leaving keys in the cars parked on 
its lot. 

The action followed a 100-m.p.h. 

chase of an expensive 1956 car 
driven by two boys by police. It 
was said the boys, 14 and 15, ran 
a stop sign, forced two motorists 
into the ditch and narrowly missed 
four persons getting out of a parked 
car. 
The boys said they took the car 
because the keys were in it. Homer 
Chandler, city manager, said “this 
was not the first time a car was 
stolen from the lot because the 
keys were in it.” He said Fail had 
been warned several times. 


of all else,” Curtice said. He 
added that greater emphasis 
should be placed on selling the 
products “strictly on their 
merits.” 

Each day, the nation’s newspa- 
pers carry an abundance of the 
type of ads deplored by the General 
Motors president. 

In the Western Hills section of 
Cincinnati, four dealers combined 
for a full-page ad which mentioned 
“ . . Some of the greatest deals 
you'll ever make on an automobile 
. If a deal can be made, we'll 
make it.” 

* ed * 
ee firms were Hagen 
Buick, Glenway Chevrolet, Ed 


NIADA Parley 
Set for October 
In New York 


WASHINGTON. — The National 
Independent Automobile Dealers 
Assn. will hold its 10th annual con- 
vention Oct. 21-23 in New York, it 
was announced last week by Stacy 
Rowell, president. 


Convention headquarters will be 
the New Yorker Hotel. 


Chairman of the three-day con- 
clave will be Harry Gottleib, 
NIADA treasurer and president of 
the New York Used Car Dealers 
Assn. Members of the New York 
association will act as hosts to dele- 
gates and their wives during the 
meeting. 





22 Cars to Cover 1,468. 


Wissel (Oldsmobile) 
Sieve (Pontiac). 

Also in Cincinnati, 18 Plymouth 
dealers announced a 36-hour sales 
of 836 new Plymouths. The ad of- 
fered terms up to 36 months and 
said prices, were too low to ad- 
vertise. 

Lakeland Motors (DeSoto- 
Plymouth), Lakeland, Fla., staged 
a “sellabration” and _ confided, 
“Obviously we’re not making any 
money, but we’re selling lots of 
beautiful new and used cars and 
having loads of fun.” Also men- 
tioned was a one-day sale of used 
cars at half price. 

Roy Burnett (DeSoto-Plymouth), 
Portland, Ore., spoke of a “March 
of Time” sale of 200 new models 
and said a car must be sold every 
hour. “Every hour of everay day 
must produce its full quota of sales. 
If we fall behind, we'll make it up 
by giving whatever deals are neces- 


sary to close sales that hour.” 
* * * 


and Henry 


“T),ACTORY-fresh Buicks at dealer 

cost,” was the lure used by 
Breaux Ballard Buick, Louisville. 
It explained that dealer cost means 
factory invoice plus freight and 
handling and offered 91 models at 
what it said were savings of $800 
to $1,150. 

Riggs, a former franchised dealer 
in Louisville, offered a building lot 
—average size 60 by 200 feet — 
with each purchase of a ’54, ’55 or 
56 model. 


8 Miles... 





Economy-Run Route Set 


LOS ANGELES. — Twenty-two 
American stock cars will leave 
here next Monday (March 19) in 
the sixth postwar Mobilgas Econ- 
omy Run, a four-day test that 
encompasses almost every kind of 
driving condition. 

The cars will follow a route 
1,468.8 miles long. They will drive 
to 203 feet below sea level in Death 
Valley, climb to 11,312 feet at 
Monarch Pass, Colo. and pass 
through drastic temperature 
changes. 

In event March snows close the 
Rocky Mountain route, the cars 
will follow an alternate route to 
the south. 

The primary route runs from 
Los Angeles to San Bernardino, 
then through Death Valley to Las 
Vegas, Nev., on the first day. On 
the second day, the route cuts 
through a corner of Arizona and 
into Utah to Salt Lake City. The 
third day carries from Salt Lake 
City to Grand Junction, Colo. On 
the final day, the route runs to 
Monarch Pass and Salida, Colo., 
and to the finish line at Colorado 
Springs. 

The cars are grouped in six 
classes, but the vehicle attaining 
the highest ton-miles per gallon, 
regardless of class, will win the 
sweepstakes award. 


Ton-miles figures are obtained by 
multiplying the miles traveled by 
the weight of the car and its oc- 
cupants and dividing by the num- 
ber of gallons of fuel consumed. 

Economy Run entries are: Light- 
weight class — Rambler Deluxe 6 
and Studebaker Champion 6. 


Low-priced class — Chevrolet 
Bel Air four-door hardtop 6 and 
8, Ford Fairlane Victoria 6 and 
8, Ford Customline Victoria 8 and 
Plymouth Belvedere. 

Low-medium-price class — Mer- 
cury Montclair Phaeton, Pontiac 
— Catalina and Dodge Coro- 
net 8. 

Medium-priced class — Nash Am- 
bassador Super V-8, Hudson Hornet 
Super V-8, Oldsmobille 88 Holiday 
and Nash Ambassador Super 6. 

Upper-medium-priced class — 
DeSoto Fireflite Sportsman, Buick 
Super Riviera and Oldsmobile 98 
Holiday. 

High-priced class — Buick Road- 


master Riviera, Imperial South- 
hampton, Lincoln Premiere and 
Packard. 


The cars are entered by dealers 
or dealer groups. Most of the 
entries are from Southern Cali- 
fornia, but there is one from Den- 
ver and another from Dearborn. 

All cars in the 1956 event have 
automatic transmissions, and hard- 
| tops are appearing in the competi- 
tion for the first time. 

Officials of the Economy Run 
point out that the 44 drivers and 
relief drivers are but a small part 
of the personnel necessary to staff 
the road spectacle. 

In all, 492 persons are required— 
more than 10 behind the scenes 
for each driver. 


March 7 
(Sold 138 cars out of 168 offerings 
in spite of a very wet day.) 
BUICK—’55 RM Riviera, $2,175* (ps). 
’54 Super Riviera, $1,550*, $1,410*; 
4-dr., $1,440* (ps), $1,440*, $1,390*, 
$1,355*; Special 4-dr., $1,335; 2-dr., 
$1,235*. °53 Super club coupe, §$1,- 
050*; 2-dr., $985*, $815; 4-dr., $770; 
RM 4-dr., $915*; Special 2-dr., $1,- 
015*. °52 RM 2-dr., $675* (ps); 
Super 2-dr., $640*, $615*. °50 RM 
4-dr., $200*; Special 4-dr.. $200*. 
CADILLAC — '55 (62) conv., $3,680* 
(ps). '54 (62) coupe de Ville, $2,890* 
(ps). °53 (62) 4-dr., $1,630* (ps). 
*52 (62) 4-dr., $1,635* (ps). '50 (62) 
4-dr., $780*. 
CHEVROLET—’56 Bel Air (8) Hardtop, 
$1,850; Two-ten (8) 2-dr., $1,760. '55 
Bel Air (8) conv., $1,550*. °54 Two- 





ten station wagon, $975; 2-dr., 2 at 
$800, $790. ‘53 Bel Air club coupe, 
$825*, $820*; conv., $770*; 4-dr., 
$710*; %-ton pickup, $520. ’°52 SL 
Deluxe 4-dr., $495, $465, $350; 2-dr., 
$400. °51 SL Deluxe 2-dr., $360; 
4-dr., $175. °50 SL Deluxe 2-dr., 
$200; 4-dr., $195. °49 SL Deluxe 
2-dr., $200. 

CHRYSLER—’53 NY 4-dr., $860* (ps), 
$810*. '52 Saratoga (8) club coupe, 
$455*; Windsor 4-dr., $420. 

DeSOTO — ’'54 Fire Dome (8) 4-dr., 
$885*. °52 Fire Dome (8) 4-dr., 
$450* (ps); Powermaster 4-dr., $305*. 

DODGE — ’55 Royal Lancer, $1,700* 
(ps). ’54 Coronet (8) 4-dr., $1,000. 
’53 Coronet (8) club coupe, $710*; 
4-dr., $690, $475. °52 Wayfarer 2-dr., 
$300. '50 Wayfarer 2-dr., $170. 

FORD—’55 Country sedan, $1,535; Fair- 
lane (8) 4-dr., $1,465; Custom (8) 
2-dr., $1,290*. '54 Crest (6) Victoria, 
$1,130*; Custom (8) 4-dr., $990*, 
$975*; 2-dr., $950, $880; Custom (6) 
2-dr., $760; Main (8) Ranch Wagon, 








1956 ROUTE 
Mobilgas Economy Run 
Mancn 19-20-21-22 

















Rugged Economy Run Course— 


The 22 cars in this year’s Mobilgas Economy Run will follow a route 1,468.8 miles 
long, through heavy traffic, deserts and mountains. They will drive to 203 feet below 
sea level in Death Valley, climb to 11,312 feet at Monarch Pass, Colo., and pass 
through drastic temperature changes on the route that touches parts of five western 


states. 


In the event the Rockies become impassable with sudden March blizzards, an 
alternate southern route is being held in readiness. 


Chrysler Shareholder OK 
Sought for Employe Stock 


DETROIT. At their annua! 
meeting here on Apr. 17, share- 
holders of Chrysler Corp. will vote 
on a stock purchase program for 
eligible salaried employes, on a pro- 
posal to unify the company’s pen- 
sion and retirement programs and 
on a slate of 21 directors, three of 
‘whom are new. 

The proxy statement declared 
the stock purchase plan will be 
“of substantial benefit” to share- 
holders because it will give par- 
ticipating employes a more direct 
interest in the company’s success. 
It will enable Chrysler “to re- 
tain and attract the services of 
competent and able employes in 
the face of increasing competi- 
tion for personnel in industry 
generally,” the statement said. 
More than 16,000 salaried em- 

ployes of the corporation and its 
subsidiaries will be initially eligible 
for the plan which, it is anticipated, 
will be put into effect on June 1. 

Excluded are directors and offi- 
cers of the corporation and those 
employes who participate in the 
company’s Supplemental Unemploy- 
ment Benefit Plan or receive com- 
pensation in lieu of such unem- 
ployment benefits. 

Those eligible will be able to 


Used-Car Bulletin from Detroit .. . 


Latest Auction Prices 


(Copyright, 1956, by Automotive News) 


(Aptco Auto Auction. Sale every Wednesday and Friday.) 


$945; Main (6) 4-dr., $710. '53 Cus- 
tom (8) station wagon, $910; 2-dr., 
2 at $810; club coupe, $875; 4-dr., 
$705*; Custom (6) 4-dr., $575. °52 
Custom (8) 2-dr., $525, $510, $450; 
Main (8) 2-dr., $400. ‘51 Custom 
(8) 2-dr., $420, $305; club coupe, 
$445*; station wagon, $400; Deluxe 
(8) 2-dr., $375. °50 Custom (8) 4-dr., 
$250; 2-dr., $155; Custom (6) club 
, $145. °49 Deluxe (6) 2-dr., 
$185. 
HUDSON—’55 Rambler station wagon, 
$1,480*. ’'52 Wasp 4-dr., $240. 
LINCOLN—'54 Capri 4-dr., $1,550*. °52 
Capri 4-dr., $675*. 
MERCURY—’55 Montclair 2-dr., $1,- 
910; club coupe, $1,890*; Monterey 
2-dr., $1,520*; station wagon, §$1,- 
925. ’54 Monterey 4-dr., $1,775*, $1,- 
750*, $1,710; Custom 2-dr., $1,380*; 
4-dr., $1,230* $1,195. ‘53 Monterey 
Hardtop, $1,065*; club coupe, $1,000*. 
NASH—’54 Statesman 4-dr., $875. '52 
Rambler club coupe, $650*. 
OLDSMOBILE—’55 (98) Holiday, $2,- 
250* (ps). °54 (88) club coupe, §$1,- 
610*; 2-dr., $1,550* (ps). °53 (98) 
4-dr., $1,015*, $980*. °52 (98) Holi- 
day, $785*; 4-dr., $610* (ps). ‘50 
(88) coupe, $225*. 
PACKARD—’'55 Clipper 4-dr., $1,830* 
(ps). ’53 4-dr., $585* (ps). 
PONTIAC—’'56 Chieftain (8) Hardtop, 
$2,335*. °55 Chieftain (8) station 
wagon, $2,170*; Hardtop, $1,860*; 
club coupe, $1,505*. '54 Chieftain (8) 
4-dr., $935*; 2-dr., $905*. '53 Chief- 
tain (8) Catalina, $1,000*; station 
wagon, $920; 2-dr., $700*. '52 Chief- 
tain (8) 2-dr., $560*; conv., $505*. 
’50 Silver \Streak (8) 2-dr., $250. 
PLYMOUTH—’53 Cranbrook club coupe, 
$465. °52 Cranbrook 4-dr., $245, $180. 
’51 Cranbrook 4-dr., $190. 
WILLYS—’47 station wagon, $100. 
MISCELLANEOUS — '51 International 
%-ton pickup, $440. 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auction Reports are on Pages 38, 39, 42, 43, 47 








save by regular payroll deductions 
up to 10 percent of base salary, but 
not more than $2,500 in any one 
year. 

The corporation will guarantee 
that each employe who invests in 
the plan will get back his com- 
mon stock or cash at least equal 
to the total of his payroll deduc- 
tions, up to a period of five years. 

Shareholders also will vote on a 
proposal to unify the three separate 
salary pension programs now oper- 
ating in the company. Under the 
proposal, such programs covering 
employes of Briggs Mfg. Co. and 
Universal Products Co. plants ac- 
quired by Chrysler within the last 
three years, would be consolidated 
into the corporation’s program. 

The proxy statement also in- 
formed shareholders that incentive 
compensation awards were made to 
1,139 employes from 1955 earnings 
and that $8,526,853 was provided 
for this purpose. 

The three nominees for direc- 
tors are Jack F. Chrysler, son of 
the late Walter P. Chrysler, 
founder of the corporation; C. L. 
Jacobson, sales vice-president of 
the corporation, and L. L Wool- 
son, president of DeSoto. 

Retiring as directors are K. T. 
Keller, board chairman; Walter P. 
Chrysler jr., who is retiring from 
active business, and A. vanderZee, 
who is retiring as an active officer 
but will continue with the corpora- 
tion on special assignment. 


Synthetic Rubber 
To Be Used in 
Record Quantity 


AKRON. — World consumption 
of man-made rubber will reach new 
high tonnage figures this year ex- 
ceeding the 1955 
record by about 
10 percent, ac- 
cording to W. S. 
Richardson, pres- 
ident of B. F. 
Goodrich Co. 

“Even though 
total use of new 
rubber of all 
types in the U. S. 
will probably de- 
cline about 4 per- 
cent from 1955, 
due to the anticipated reduction 
in automobile production, it now 
appears that 905,000 tons of man- 
made rubbers will be consumed,” 
Richardson said. The nation used 
893,000 tons of man-made rubbers 
last year. 

The rest of the free world will 
also set new records this year in 
the use of man-made rubbers, he 
said. In 1954 the free world, out- 
side the United States, used only 
103,000 tons of man-made rubbers. 
In 1955 this climbed to 162,000 tons 
and by the end of 1955 had in- 
creased to an annual rate of 200,- 
000 tons. 
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BULLETIN 
5,729,000 lines 


INQUIRER 
10,014,000 lines 














In 1955 The Inquirer carried over 10,000,000 lines of Classified 
Advertising ...a gain of 1,000,000 lines over 1954... a lead- 
ership of 4,300,000 lines over the second newspaper. 
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out The Inquirer has been the first choice of Classified advertisers 
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S. in Delaware Valley, U.S.A. since before Media Records started 
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vill First in Classified Advertising Exclusive Advertising Representatives: 
box NEW YORK—ROBERT T. DEVLIN, JR., 342 Madison Ave., Murray Hill 2-5838; 
ut- First in TOTAL Advertising CHICAGO—EDWARD J. LYNCH, 20 N. Wacker Drive, Andover 3-6270; 
aly —_— DETROIT—GEORGE S. DIX, Penobscot Bldg., Woodward 5-7260. 
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ns West Coast Representatives: 
SAN FRANCISCO—FITZPATRICK ASSOCIATES, 155 Montgomery St., Garfield 1-7946; 





LOS ANGELES —.FITZPATRICK ASSOCIATES, 3460 Wilshire Boulevard, Dunkirk §-3557. 
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Engineer Sues 
5 Makers Over 


Air-Conditioner 


COLUMBUS, O.—A suit for $7,- 
740,000 charging patent infringe- 
ment on auto air-conditioners has 
been filed here against five auto 
manufacturers and seven dealers. 

Plaintiff is Albert L. Reiser, an 
engineer for North American Avia- 
tion, Inc. 

Reiser’s suit is based on letters 
of patent assigned him by Ralph F. 
Peo, who obtained a patent on an 
auto air-conditioner on Nov. 21, 
1939. 

Reiser charges that through in- 
fringement on his letters of patent, 
General Motors owes him $4,040,- 


000; Chrysler and DeSoto, $2,000,- | 1 


000; Ford Motor Co., $1,100,000, and 
Studebaker, $600,000. 


He also named the following Co- 
lumbus dealerships: Columbus Mo- 
tor Car Co. (Cadillac); Columbus 
Buick Co.; Bob White, Inc. (Olds- 
mobile) ; Wood Motors, Inc. (Chrys- 
ler-Plymouth); George Byers Sons, 
Inc. (DeSoto-Plymouth); Ohio Mo- 
tors, Inc. (Lincoln-Mercury), and 
Packard Columbus. 
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Reports from the Makers... 
New-Car Sales Rise 


Styled for Safety— 


William E. Still, auto tire sales mana- 
ger, Goodyear Tire & Rubber Co., points 
to deep twin-grip treading on company's 
new 3-T Nylon Custom Super-Cushion tube- 
less tire. Produced in popular sizes, the 
tire is said to feature 24 percent more 
traction, a stronger, flexible body and a 
fresh design. 











(Continued from Page 2) 


of 2,174 cars for each of the eight 
selling days, and the highest daily 
sales average recorded this year.” 

The all time February sales rec- 
ord is 59,535 cars established in 


1955. 
Chrysler Div. 


Chrysler division sales for the 
final 10 days of February were up 
60 percent over the preceding 10- 
day period, reports Clare E. Briggs, 
vice-president in charge of sales. 


Deliveries totalled 5,351 units dur- | 


ing the final 10 days of February, 
compared with 3,344 units in the 
previous 10 days. 
“Late February sales were also | 
up 23 percent over the same period | 
in our record sales year of 1955, 
when 4,349 units were delivered,” 
Briggs said. “February sales of 
12,393 units represent a 19.2 per-| 
cent increase over January sales. 


Lincoln 
Retail deliveries of 3,775 Lincolns | 


|made the “leap year” month the 
| best February in Lincoln history, 
54 percent higher than a year ago, 
according to Ben D. Mills, general 
manager. The previous high was 
| 3,064, set in February 1954. 

January-February sales of 7,179 
|}units were the highest for any 
|two like months and 42 percent 
above a year ago. The previous 





Travis Sells Remnants 


Of Cancelled Deal 


ST. CHARLES, Mo. — Service 
and office equipment and used 
automobiles were sold at public 
auction last week by Travis Serv- 
ice Co. here. 

The firm’s owner, J. Ed Travis 
jr., lost his Buick, Pontiac and 
GMC franchises last fall in a 
case which had repercussions 
throughout the industry. 








Here’s how and where Celanese 
Fortisan’-36 rayon pays off 


LIGHTER! 


HIGH-PRESSURE HYDRAULIC HOSE 
Less weight for a given strength is the pay-off 
when FORTISAN-36 takes over here. Power trans- 
mission is more reliable. High tensile strength of 
this new fiber plus superior ability to withstand 
heat make hose safer as well. 


STRONGER! 


RADIATOR HOSE— Stronger than steel, pound 
for pound, FORTISAN-36 as reinforcing cord 


endows radiator hose with extra 


strength. It re- 


sists stretching, takes higher pressures than con- 


ventional fibers, is more flexible. 


STABLER! 


V-BELTS—“‘Infinitesimal change in cord length’ 
is one V-belt maker’s report on FORTISAN-36’s 
performance. As reinforcement, this new Celanese* 


fiber won’t expand or contract under atmospheric 


changes or ‘‘work.”” Makes possible matching belts. 





Write for facts and figures on this sensational new 
Celanese rayon fiber made from saponified acetate—it 
can do a job for you. Ask for booklet TD20A. Celanese 


Corporation of America, Industrial Sales Dept., Textile 
Division, Charlotte, N. C. Branch offices: 180 Madison 
Ave., N. Y. 16; Pilgrim Sq. Building, 9 Overwood Rd. 
at W. Market St., Akron 13, Ohio (Tel.: TE 6-2392). 


*Reg. U.S. Pat. Off. 
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INDUSTRY 


FORTISAN* RAYON + FORTISAN*-36 RAYON « ARNEL* TRIACETATE + ACETATE + VISCOSE-RAYON 
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January-February record was set 
in 1949 with 6,742 units. 


“Since the middle of January we 
have had four successive record- 
breaking 10-day sales _ periods,” 
Mills reported. In addition, Lincoln 
dealers sold 240 cars Feb. 29 for 
the best sales day since November 


30, 1955. 
Oldsmobile 


Oldsmobile dealers delivered 39,- 
964 new cars during February, 
according to J. F. Wolfram, general 
manager. 


Retail sales for the last 10 days 
of February were 13,545 new cars, 
This is the highest for a compa- 
rable period except 1955, when sales 
in the last 10 days of February 
were 14,440 new cars. In the second 
10 days of February this year, 
Oldsmobile dealers sold 12,489 new 


cars. 
Nash 


Nash new-car sales climbed again 
in February, it was reported by 
John W. Raisbeck, sales _ vice- 
president. Sales totalled 7,075, a 
gain of 29.4 percent over the com- 
parable month of 1955. That level 
also was 14.9 percent over January, 
1956. 

The largest sales gain was posted 
by the Statesman series, which 
soared 110.0 percent over February, 
1955, Raisbeck said. The Rambler 
climbed 25.0 percent and the Am- 
bassador was up 21.2 percent. 


Chevrolet 


Chevrolet’s domestic car and 
truck sales for the first two months 
of 1956 were 15.6 percent ahead of 


| the corresponding period last year, 


according to T. H. Keating, general 


| manager. Production, he said, was 
|12.4 percent ahead of the 1955 
| period. 


January-February sales of cars 
and trucks totalled 309,338 com- 
pared to 267,642 a year ago, Keating 


| said. He also said February was 


the biggest February in company 
history with sales of 129,635 cars 
and 24,951 trucks for a total of 
154,586. 


DeSoto 


DeSoto’s February sales were 23 
percent ahead of January’s, J. B. 
Wagstaff, -sales vice-president, an- 
nounced. He claimed 9,937 registra- 
tions compared to 8,081 the previous 
month. 


Wagstaff said February sales 
were only 2% percent below the 
record for that month, set last year. 


Chrysler Corp. 


Retail sales of passenger cars 
by Chrysler Corp. dealers during 
the 10-day period ended Feb. 29 
accounted for 18 percent of the 
domestic new-car market during 
that period, according to C. L. 
Jacobson, sales vice-president. 

February sales of Chrysler Corp. 
cars represented an increase of 
nearly 14 percent over January, 
Jacobson said. 


The company’s 18 percent share 
of the new-car market during the 
last 10 days of February compared 
with 17.6 percent for the preced- 
ing 10-day period, and with 17.4 
percent for the opening 10-day pe- 
riod of February. 

Gains during the final 10-day 
period were also recorded for 
Dodge trucks, with an increase of 
84 percent over the preceding 10- 
day period, he said. 


40% Sales Gain 
Seen by Willys in 


Latin America 


CIUDAD TRUJILLO, Dominican 
Republic.— Sales of Willys Jeep 
vehicles in some areas of Latin 
America are expected to increase 
as much as 40 percent this year, 
according to J. C. Delaplain, 
general manager of Willys- 
Overland Export Corp. 


He spoke at the opening of the 
sixth annual Latin American Sales 
Conference here last week. 


Improved sales methods, new 
merchandising techniques and op- 
portunities for expansion were 
discussed by the Willys distributors 
attending the meeting. 

Willys shipped $30 million worth 
of vehicles and replacement parts 
to Latin America in 1955, Delaplain 
said. 

Also attending the conference 
were Hickman Price jr., president 
of the export corporation and sales 
vice-president of Willys, and S. A. 
Girard, general manager of Willys. 
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More car owners than you can count...count on 


GOODFYEAR 


True for 41 years... more people ride on Goodyear tires 
than on any other kind 
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AUTOMOTIVE 


AUTOMOTIVE NEWS PLATFORM 
ny 1 |. Fair and equitable contracts between manufacturers and dealers In 
A motor vehicles, parts and accessories; 
¥ 2. Every dollar of — and oil taxes, collected by states and federal 
£ governments, applied to the building and maintenance of highways; 
R { 3. Guard the precepts of individual freedom, which made the U. S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world. 










Capsule Comment 


A strengthening of the franchised-dealer system is indi- 
cated by AUTOMOTIVE NEws’ survey showing 41,167 new-car 
dealerships in existence at the start of this year. This is a 
gain of nearly 800 over a year ago. 


Contract revisions in the works should add more fuel. 
* * ~*~ 


As the sun starts to shine again up north, the used-car 
market is beginning to show real signs of life, a survey 
reveals. 


As used cars go, so go new cars. 


* * * 


Kentucky’s governor has signed into law a dealer-maker 
licensing bill designed to protect new-car dealers against 
unfair trade practices. 


The number of states with such laws rises to 16. 


* * * 


Pennsylvania has revamped its driver penalty system, 
with speeders now subject to a letter of warning up to a 
180-day suspension of driver licenses for a third offense. 
Severity of the penalty depends on speed and circumstances. 


State hopes that the more realistic approach will stand 
up in court better than the former automatic license 
suspension. 

* * * 


Surrey Motors (Lincoln-Mercury), Long Island, is running 
a series of advertisements lampooning the Hungry Hiballer, 
the Foghorned Foofer and the Long-faced Loader, and 
warning buyers against the wheel-deal boys. 


Is the worm turning? 


* * * 


February new-car sales boomed along following a near- 
record January, field reports indicate. 


Just because 1956 sales are below boom 1955 is no 
reason to think they’re not good. 


Cincinnati— | 


Finney, Advertising Production—Carol LeVeque, | 
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Coming 
Events 


Dealer Conventions 





April tl Rhode Island Automobile 
Dealers Assn., Sheraton-Biltmore Hotel, 
Providence, 


May 4-5—New Mexico Automotive Dealers 
Assn., La Fonda Hotel, Santa Fe. 


May 14-15—MissOuri Automobile Dealers’ 
Assn., Muehlebach Hotel, Kansas City, 
Mo, 


May 14-15—Pennsylvania Automotive Assn., 
The Inn, Buck Hill Falls, Pa. 


May 26-28— South Carolina Automobile 
Dealers Assn., Ocean Forest Hotel, Myr- 
tle Beach, S. C. 

June 25-27 Michigan Automobile 
Dealers Assn., Hotel Olds, Lansing. 
June 28-July I—New York State Automo- 
bile Dealers, Inc., Directors and County 
Vice-Presidents Spring Meeting, Lake 

Placid Club, Lake Placid, N. Y. 

Sept. 17-18—Minnesota Automobile Dealers 
Assn., St. Paul Hotel, St. Paul. 

Sept. 30-Oct. 3—New York State Automo- 
bile Dealers, Inc. 33rd Annual Conven- 
tion, The Concord, Kiamesha Lake, N. Y. 

Oct. 21-23—Florida Automobile Dealers 
—. Fort Harrison Hotel, Clearwater, 

a. 

Oct. 21-23—Tenth Annual Convention, Na- 
tional Independent Automobile Dealers 
Assn., Hotel New Yorker, New York City. 

Nov. 11-13—Kentucky Automobile Dealers 
Assn., Seelbach Hotel, Louisville. 

Dec. 2-4—Ohio Automotive Dealers Assn., 
Cleveland. 

Jan. 26-30—40th annual 
tion and NAD Equipment 
San Francisco. 

* * * 


Dealer Auto Shows 


March 13-19 — Greensboro Auto Show, 
Greensboro Tobacco Warehouse, 
Greensboro, N, C 

March 16-18—Wichita Auto Show, Univer- 
sity of Wichita Field House, Wichita. 

March 20-27—Danville Auto Show, Neal's 
Tobacco Warehouse, Danville, Va. 

March 27-April 3—Raleigh Auto Show, 
William Neal Reynolds Coliseum, Ra- 
leigh, N. C, 

March 27-April 3 — Rocky Mount Auto 
Show, Rocky Mount, N, C. 

April 3-10 — Lynchburg Auto Show, Big 
Farmer's Warehouse, Lynchburg, Va. 





NADA_ Conven- 
Exhibition, 


April — Lewiston Auto Show, Lewiston 
Armory, Lewiston, Me. 
Jan. 5-13—Chicago Auto Show, Interna- 


tional Amphitheatre, Chicago. 


General 


March 15-17—Uniontown Auto Show, Fay- 
ette Street, Uniontown, Pa. 

March 19-2i—Society of Automotive Engi- 
neers, Production Meeting and Forum, 
Hotel Statler, Cleveland. 

March 24-April |—General Motors Motor- 
ama Civic Auditorium, San Franciseo. 

March 27-29 Canadian Automotive 
Wholesalers & Manufacturers Assn., 
King Edward Hotel, Toronto. 

April 16-20 — New York's annual Safety 
Convention and Exposition, Hotel Stat- 
ler, New York, 

Apr. 19-29—General Motors Motorama, 
National Guard Armory, Boston. 


April 21 - May 2—38th International Motor 








Letterbox 


letters but you may sign your name 


For Whom the Shoe Fits 


Look to the road ahead—all you 
Who claim yourselves as business- 


Show, Turin, Italy. men 
April 23-24—American Zinc Institute An- | And proudly—gave your name to 
nual Meeting, Hotel Statler, St. Louis. enterprises 


April 28-May 6—International Automobile 
weet. Exhibition Hall, Coliseum, New 
ork, 


June 3-8— Society of Automotive Engi- 
neers Summer Meeting, Chalfonte-Had- 
don Hall, Atlantic City, N. J. 

June 11-15—National Plastics Exposition, 
New Coliseum, New York, 


Built by your skill and labor 
Through the years 


| Look to your doors— 

| Now open night and day— 

|And see the scorn and laughter 
In the eyes of people you are there 


sgn 7 et ek oe to serve 

an quipment Show, reat estern : 

Exhibit Bldg., Los Angeles, eee ee ‘i 
July 18-19 — Truck-Trailer Manufacturers o the high priced prattle 


That dominates the airwaves of the 
nation 

Paid for in part— 

By loss of your integrity 


Assn., Eighth Annual Summer Meeting, 
Edgewater Beach Hotel, Chicago. 
Sept. 20-22—Automotive Parts Rebuilders 
Association Convention and Trade Show, 
Edgewater Beach Hotel, Chicago. 


Sept. 21-29 — International Commercial | There is no profit in such foolish 
Motor Transport Show, Earls Court, waste— 

kendon, Englend. Nor will there be— 

Oct. 10-12 — National Transportation Your books must soon reflect a 


Meeting, Society of Automotive Engi- 
neers, Hotel New Yorker, New York. 
(See CALENDAR, Page 12, Col. 1) 


balance 
Suited to the methods now in use 





30 Years Ago a 
The Big Stories 


Establishing a record for winter months, Dodge Bros., Inc., reports 
retail deliveries of 18,516 cars in the U.S. in February. This is a gain 
of 28 percent over the same month of 1925 when deliveries were 
14,485. 

Chevrolet’s production schedule for March calls for 57,000 cars and 
trucks, a monthly record for the firm. According to W. S. Knudsen, 
president, the goal is 14,000 more than the production during March, 
1925. 

Active demands for motor vehicles led to new gains in factory 
business in February, which recorded the production of 364,618 vehi- 
cles, as estimated on shipping reports filed with the National Auto- 
mobile Chamber of Commerce.. The February total is 15 percent ahead 
of last month and 27 percent greater than February, 1925. 

There was a 50 percent increase, or 8,830 units, in exports of Ameri- 
can cars in January over the same month of 1925, according to the 
Department of Commerce. The total value of all automotive exports 
during January was $26,680,359, only 19 percent below the December 


exports of $33,041,755, the peak for 1925. 
: —From the files of Automotive News, 





Automotive Cartoon 


Of the Week 


(During illness of Ogg Fitzgerald, other cartoonists are filling this corner). 





‘Scorn and Laughter . . / 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 


used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 








“Hard at it all day long—tI'm afraid Ed's going 
to burn himself out griping!" 





with the assurance that it will not be 


Who then is most stupid—You— 

Or he to whom such costly non- 
sense 

Is so broadly aimed— 


|Time soon must make its answer 

| known— 

| To those whose blindness—Will not 
let them see 

Although a proper balance sheet— 

Foretells it now 


Know you not this— 

That full one third of our 
Economy— .- 

Is based upon this industry— 

Of which you dealers form the 
central part— 

And should you let it fail— 

You fail yourself— 

Which may not now concern the 





source— 
Of your supply— 
But. will in time remove the 


source— 
As well of profit—As itself— 


So Then adopt a creed—And take— 

A firmer hold on honest business 
principles— 

And if you live by it— 

Then will there be some smoothness 

On your road—Up to the heights 


PLEDGE TO THE PUBLIC 
Walk through our doors— 
And by so doing— 
Offer us your confidence— 
As we are pledged to offer ours 
to you-— 
Bring not—Unfounded prejudice 
Or knowledge preconceived by 
rumors— 
But meet with us as equals— 
So that our wisdom— 
Gathered through the years— 
May bring to you—The services 
you seek 


If under such a mutual trust— 

We should deceive— 

To gain an unfair profit— 

We hurt not you so much 

As conscience— 

And for a-longer time 
—Watter J. McConne.ti, Burbank, 
Calif. 
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BENDIX POWER BRAKES ARE A PERFORMANCE-PROVEN SALES FEATURE 


POWER BRAKES 


First in the field- 
now standard of the 
industry! 


The first practical power brake to be put on the market was 
developed and produced by Bendix. Today Bendix* Power 
Brakes are specified by practically every car manufacturer 
in the industry. 

This industry-wide acceptance of the most revolutionary 
developmert in braking since Bendix four-wheel brakes is 
convincing evidence of Bendix foresight in research and engi- 
neering. And the fact that today more Bendix Power Brakes 
are in use than all other makes combined demonstrates con- 


BRAKES « POWER STEERING « POWER BRAKING 
e CONSTANT VELOCITY UNIVERSAL JOINTS 
e HYDRAULIC REMOTE CONTROLS 


clusively the ability of Bendix to produce as well as to plan 
ahead for the industry’s requirements. 

Available in low pedal or high pedal designs to meet 
individual manufacturers’ requirements, Bendix Power 
Brakes are a potent source of customer good will from the 
first mile to trade-in time. 


BENDIX sivision SOUTH BEND ssorana 


Export Sales and Service: Bendix International Division, 205 East 42nd Street, New York 17, N. Y. 


*REG. U.S. PAT. OFF. 
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On the Financial Front... 





Kansas City, Denver 
Seek City Income Tax 


ICIPAL income taxes have 

been proposed in Kansas City 

and Denver while Louisville, which 

already has such a levy, seeks to 
increase it from 1 to 1% percent. 

In Denver, a report on the mat- 
ter by the City Planning Com- 
mission said that an income or 
payroll tax was about the only 
alternative to boosting property 
levies “which other financial 
studies term about as high as 
feasible.” 

It is estimated that the 1 percent 
tax on adjusted gross incomes 
would yield more than $5 million a 
year. 

A Kansas City Citizens Commis- 
sion has recommended both a 1 
percent earnings tax and a reas- 
sessment of real estate values. 

a + oa 
~~ earnings tax would affect 
businesses as well as individ- 
uals and would bring in some $10 
million a year. The increased prop- 
erty tax would total about $500,000. 

The Kansas City proposals were 
part of a plan for a broader, more 
equitable tax base recommended 
by a 12-member commission after 
a nine-month study. 

When coupled with other revi- 
sions and tax eliminations, it 
would increase city revenues by 
about $6 million. 

It also calls for elimination of 
the two-cent city tax on cigarets 
and a two-thirds reduction in the 


Rosy Outlook Prompts C.LT. 


To Borrow $100 Million 


NEW YORK. — C.LT. Financial 
Corp. has borrowed $100 million 
from an insurance company on 20- 
year notes. The loan is divided 
equally between senior subordi- 
nated and junior subordinated 4 
per cent notes. Arthur O. Dietz, 
president, said the current borrow- 
ing which provides a base for 
further large borrowings as they 
may be required, is C.I.T.’s vote of 
confidence in the economic outlook. 
“Money is C.LT.’s raw material,” 
he said. “We obtain it in wholesale 
quantities ds other industrialists 
buy steel, rubber or chemicals. 


Buick Sets Goal 
Of 2 Million Rides 


FLINT. — Buick dealers hope to 
recruit more than two million mem- 
bers in their new “Thrill-A-Minute” 
demonstration drive club with a 
month-long na- 
tional campaign 
now under way, 
according to Al- 
bert H. Belfie, 
Buick general 
sales manager. 

“Every Buick 
salesman is urged 
to give a mini- 
mum of six dem- 
onstration rides 

: daily during 
A. H. Belfie March,” Belfie 
said. “The auto market is becom- 
ing increasingly competitive and 
our salesmen are emphasizing 
the old tried-and-true technique of 
selling cars by demonstrating 
them.” 

Belfie also said Buick has devel- 
oped two new colors for spring— 
bittersweet and apricot. Cars 
painted in these colors will be on 
display in dealer showrooms soon, 
he said. 


Calendar 


(Continued from Page 10) 


General 
Oct. 17-27 — International Motor Show, 
Earls Court, London, England. 


Noy. |-12—National Diesel Engine Meet- 
ing, Society of Automotive Engineers, 
The Drake, Chicago. 

Nov. 8-9—National Fuels and Lubricants 
en. Society of Automotive Engi- 
neers, The Mayo, Tulsa. 

Jan. 14-18—Annual_ Mesting, Society of 
Automotive Engineers, The Sheraton- 
Cadillac and Statler Hotels, Detroit. 

Jan.—Sixteenth Annus! Corventicn. Truck- 
Traties Marutact.rer: Asst.. hote. Del 
Serors 2c Sess. Salt 


S2- 


personal property tax on mer- 
chants, industries and individuals. 


* * * 
CCORDING to the American 
Municipal Assn., 36 cities in 
Kentucky, Missouri, Ohio and 
Pennsylvania currently are levying 

income-payroll taxes. 

In addition, 125 boroughs, 14 
first-class townships and 262 school 
districts in Perinsylvania also em- 
ploy the tax. 


* * * 
General Contract Earnings 


For °55 Near $4 Million 


General Contract, St. Louis, has 
announced that unaudited figures 
indicate that it will net between 
$3,800,000 and $4 million in 1955. 

Arthur Blumeyer, president, said 
that it appeared likely that the firm 
would enjoy high earnings in 1956. 
Its deferred income and unearned 
premiums at the end of 1955 were 


approximately $14 million compared 
with $10,700,000 in 1954. 
* 


* * 


Leece-Neville 


Leece-Neville Co., Cleveland, has 
announced that sales for the five 
months ended Dec. 31, 1955, were 
approximately 40 percent over the 
same period of 1954. The 1955 sales 
volume was $5,900,000 as compared 
with $3,400,000 in 1954. 

* * * 
Towmotor Reports Profit 
Of $1,869,000 in 1955 

Towmotor Corp., Cleveland, has 
announced that 1955 earnings set a 
record of $1,869,000, as compared 
to $858,000 in 1954. 

Sales during the year were $23,- 
417,000, an increase of 34 percent 
over 1954’s $17,539,000. 

* + * 


CIT Earnings Top 
$36 Million for 55 


C.LT. Financial Corp. reported 
that its net income for 1955, after 
deducting all taxes, charges and 
reserves, was $36,880,479, compared 
with $35,590,217 in 1954. 

President Arthur O. Dietz said 
retail motor vehicle receivables 
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This 18th century horseless car- 
riage was propelled by a man 
working a treadmill in the rear. 





outstanding at the end of 1955 were 
$1,199,300,050, compared with $885,- 
309,360 at the end of 1954. Pur- 
chases of such receivables were 
$1,353,412,821 in 1955 and $955,662,- 
916 in 1954. 

Wholesale automotive receivables 
acquired in 1955 were $2,728,001,808, 


Dietz said, against $1,857,874,026 in 
1954. At the end of the year there 
was $366,761,118 outstanding, com- 
pared with $167,022,719 at the end 
of 1954. 

= * * 
Oliver Earnings Rise 


29% to $4.8 Million 


CHICAGO. — Earnings of Oliver 
Corp. for the year ended Oct. 31 
were $4,796,380, an increase of 29 
percent over the $3,707,295 earned 
during the previous fiscal year, the 
company announced in its annual 
report. 

Sales of the farm equipment man- 
ufacturer rose to $133,599,627. The 
total was 4 percent above the 1954 
figure of $128,343,468. 


L-O0-F Earnings Climb 
50 Percent to $36 Million 


Libbey-Owens-Ford Glass Co. re- 
ported that 1955 earnings exceeded 
1954’s by 50 percent. The totals 
were $36,045,961 against $24,046,943, 

Sales reached a record $281,543,- 
736 which was 32.6 percent ahead 
of the 1954 figure. L-O-F said em- 
ployment averaged 13,041 during 
the year and that wages, salaries 
and employe benefits amounted to 
$97,935,678. 
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See this illustration in full color in the Delco Super 11 advertisement, appearing in the March 24th issue of The Saturday Evening Post. 


Delco Super 11 Brake Fluid improved with HTD 
for new braking safety anywhere 


For greater braking safety, replace 


with Delco Super 11 improved with 


HTD! This new heavy-duty hy- 
draulic brake fluid is original] equip- 
ment in General Motors cars and 
trucks. And it is available to you now 
—everywhere—through the United 
Motors System. There are four im- 
portant reasons why Delco Super 
11 provides an extra margin of driv- 


ing safety. 


Delco Super 11 improved with HTD 


© More effective operation at 50° higher 
temperature. 

© Minimizes chance of vapor lock. 

© Reduces loss of fluid by evaporation. 

© Has better lubricating qualities. 

Under all driving conditions new 

Delco Super 11 improved with HTD 

makes brakes more dependable. 


Moraine Products and General 





is 4 ways better 


Coe so siria res 


Motors Research developed this 
important contribution to greater 
driving safety. You can get it 
uickly from your United Motors 
distri ibutor or General Motors car 
and truck dealers. Delco Super 11 
is packaged in all convenient sizes, 
from pint cans to 54-gallon drums. 


(ey) GENERAL MOTORS PRDDUCT — A UN‘TEO woroes Line 


Wem lL ESALERS EVERYWHERE 
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Gilbert, central regional manager, looks on. 


DELCO LINED BRAKE SHOES are built to 
original equipment specifications. 
They’re best for replacement. 





Goldstein Receives White Sales Award— 


Hyman Goldstein, right, president, Truck Center, Inc., Cairo, Ill., receives plaque 
from White Motor Co. for being the top distributor in White and Autocar truck sales. 
The presentation is made by P. E. Tobin, left, general sales manager, while L. B. 


Eprror’s Norse: This is one of a 
series of letters on practical 
problems encountered in auto sell- 
ing. It is written by a veteran 
salesman, Bert Simons, who is 
active in today’s market. 

Dear Ed: ai ei 
HAD a real interesting experi- 
ence at our dealership today 
that I want to tell you about. 

It started a week ago when 
a middle-aged couple came in 
with a beautiful Boxer dog. They 
went through 
the usual pro- 
cedure of a 
normal pros- 
pect shopping 
for a new Car. 

As you know, 
Ed, I too have 
a Boxer dog at 
home. So, “Tim” 
and I got real 
chummy during 
the sales pitch 
— just as you 








WHEEL CYLINDER REPAIR KIT 


All the parts needed to put a wheel cylinder or master 
cylinder back in normal operating condition. 


AUTOMOTIVE NEWS, MARCH 12, 
Meeting the Practical Problems . . . 
Case Histories of a Salesman 


1956 


would with a little girl or boy. 

I talked to the dog and 
fussed with him for just two 
reasons, one, because I like 
dogs and, two, the owners liked 
it. To them it was as though 
I was being sweet to a little 
child. 

We finally got to the point 
where I realized there would be 
no sale today. The folks (as 
usual) said they would think it 








Parts Unit Names Olin 


LOS ANGELES.—Dwight Olin, 
Walter Reuff, Inc., San Fernando, 
has been elected president of the 
Los Angeles Metropolitan Buick 
Parts Masters Club. He succeeds 
Walter Faux, K. F. Hellyer Buick. 
Other officers are Wayne Stanley, 
Wessen Buick, vice-president; Nor- 
man McCormick, Jim Childs Buick, 
Whittier, secretary, and Henry 
Funk, Hamilton Buick, Van Nuys, 
treasurer. 


MASTER CYLINDER REPAIR KIT 


Moraine Products 


Division of General Motors, Dayton, Ohio 












over and come back in a few 
days. This of course made them 
“Be Backs.” 


* * * 


BU the strange thing about 
my story today is that they 
didn’t come back, that is not 
actually to buy a car. No, Ed, they 
didn’t come back but “Tim” the 
Boxer did and by himself. 


It seems that he had wandered 
away from his home last night 
and had been missing about 24 
hours when we noticed this 
very beautiful and expensive dog 
trying to get himself killed cross- 
ing the street to visit us. He got 
across safely, however, came di- 
rectly to me and pranced around 
like he was in his right mind. 


It didn’t take long for me to 
realize that he was lost and I 
knew where he belonged. I 
called the owners and they 
came over right away. 

Well, Ed, that was one way 
to get a “be back” to “come back.” 
Oh yes, Ed, while they were here, 
I wrapped up the deal. I'll never 
know for sure how much the 
straying dog helped me but I’m 
willing to believe he made the 
deal, not me. 

—Bert Simons. 


N.Y. City Eyes 
Crackdown on 


Used-Car Sales 


NEW YORK. — City and State 
officials are working on a plan to 
curb what they called “sharp prac- 
tices” of some used-car dealers. 


Bernard J. O’Connell, City license 
commissioner, and Joseph P. Kelly, 
State motor vehicle commissioner, 
have agreed that regulations gov- 
erning used-car sales must be 
tightened. 


O’Connell has suggested that 
dealers be forced to specify on 
ownership transfer papers the mile- 
age and whether the car was new, 
used or a demonstrator. He also 
urged tighter restrictions on used- 
car guarantees. 


Kelly said he would have his 
staff determine whether the pro- 
posals could conform with the mo- 
tor vehicle laws or would require 
legislation. 


O’Connell announced he had sus- 
pended for a week the used-car 
license of Nash Broadway Corp. 
He said the firm had misrepre- 
sented the mileage and previous 
ownership of a car to Gertrude 
Samuels, New York. 


Hudson Appoints 
Prakup and Hays 


DETROIT. — Appointments of a 
new manager for Hudson’s Cleve- 
land zone and a new manager and 
assistant manager for the Kansas 
City zone have been announced 
by N. K. VanDerzee, sales vice- 
president. 


James E. Prakup has been ap- 
pointed Cleveland manager and 
Allen B. Hays is Kansas City man- 
ager. Robert E. Nelson is assistant 
Kansas City zone manager. Prakup 
joined Hudson in 1949; Hays en- 
tered the automobile business in 
1919 and joined Hudson in 1948. 
Nelson has been with Hudson since 
1948. 


Award to Beauty Queen 


Is Reduced to $3,000 


HERMOSA BEACH, Calif. — A 
Superior Court judge has reduced 
from $7,000 to $3,000 the judg- 
ment to a beauty contest winner 
who charged she never received 
the automobile offered as first 
prize by the dealership which 
sponsored the contest. 


Principals in the case are Linda 
Leadbetter, 16, and Bacon Sales 
Co. (Ford). Miss Leadbetter 
claimed she received only a trophy 
and a set of car keys. Bacon, 
which is appealing the original 
verdict, contends the girl’s father 
converted the award car into a 
cash allowance on a new car he 
brought from the dealership. 





Ford Wins Gaand 





in the automotive classification... 


National Outdoor Advertising Awards 


—_— year, for nine straight years now, Ford posters have been 
among the top winners in the Annual Exhibition of Outdoor 
Posters, sponsored by the Chicago Art Directors’ Club. 


This year, Ford was awarded Ist, 2nd and 38rd in the automotive 
category—a clean sweep! 


With this recognition, Ford continues to dominate the field— 
with more awards for outstanding outdoor advertising 
than any other automotive entrant. 


Naturally, we’re pleased to receive these awards. They stand as 
evidence that Ford outdoor advertising is ‘‘tops’’ and is doing 

a consistent job of building favorable consideration and 
acceptance for Ford cars in every community. 


o 
Another reason why ... (; T _ 
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TEST DRIVE A ’56 FORD AT YOUR LOCAL FORD DEALER'S 
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JOIN THE SWING TO FORD AT YOUR LOCAL FORD DEALER’S 








a Shooting up... 
“s like Ford sales! 
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SEE YOUR LOCAL FORD DEALER 


Great to be a Ford Dealer! 
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AUTOMOTIVE WASHINGTON 
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you can bring your plants to our auto industry, it ought to outlaw 





Truly, Sen. Monroney 
Is Man of Many Hats 


By William Ullman 


shington Correspondent 


HERE’S been a lot in the papers lately about the many 

dimensions of Senator A. S. Mike Monroney, energetic 
chairman of the auto marketing subcommittee. He’s been 
underground with the natural gas bill, on land with the car 
dealers and in the air over an airport squabble here. 


Lately, Monroney has ap-¢ 
peared in some fresh roles| 


which, while not new to the |@ 


senator, had not emerged before in 
the auto retailing hearings. Besides 
appearing as Monroney the auto 
prober, he has been Monroney the 
Oklahoman and, even more impor- 
tant, Monroney the Democrat. 
Until a week or so ago, the auto 
hearings were just about as non- 
partisan as an inquiry conducted 
by professional politicians can get. | 
Car dealers, of course, represent 





William Ullman 


conviction, and 
there are a good 
many dealers in 
every state. 

But when Stu- 
debaker - Packard 
President James 
J. Nance indi- 
cated that an 
abrupt end to 
“phantom freight” 
would work hard- 
shiponthe 
smaller auto mak- 


just about every shade of political | ers, Monroney the Democrat lashed 


out at the Administration for what 
he suggested was failure to bear 
down hard enough on antitrust en- 
forcement. 

When he brought up the subject 
again during Chrysler President 
L. L. Colbert’s testimony, Senator 
Frederick G. Payne, Maine Repub- 
lican, said that more antitrust suits 
had been instituted under the Bis- 
enhower Administration than under 
previous presidents. 

* * * 


A Plug for the Home Folks 


. Monroney wasn’t through. 
When the subject of Chrysler’s 
impending billion-dollar expansion 
program arose during Colbert’s ap- 
pearance, the senator suggested 
that Chrysler build one of its new 
assembly plants in Oklahoma. “We 
can sure use the payroll,” Monroney 
said. 

Colbert replied that a delegation 
of Texans had just called on him in 
Detroit and had made the same 
suggestion for their state. He told 
Monroney that the Oklahomans 
had better get busy. 

“We will,” declared the sena- 
tor. “We’re getting out a new 
mailing piece in Oklahoma City 
that says, ‘If Eisenhower won’t 
let us bring our gas to Detroit, 


gas.’” 

Then Monroney wanted to know 
if it wouldn’t be a good idea to run 
cars on natural gas under pressure. 
It would be nice, he thought, if a 
motorist could drive up to a filling 
station and order a million cubic 
feet or so. 

“If you want to talk about the 
power possibilities for tomorrow’s 
cars,” Colbert cut him off, “we 
could chat about that subject all 
day.” 


* * x 


Autos and Football 


HE home state of most of the 

auto makers has been repre- 
sented at the hearings by Senator 
Charles E. Potter, Michigan Repub- 
lican. While not a member of the 
investigating group, Potter has been 
a frequent visitor and asks as 
many questions as anybody. 


So far, Potter has indicated that | 


he is on the side of the manufac- 
turers in opposing a law to outlaw 
“phantom” freight. 

He said that the auto industry 
is far from unique in using a 
freight structure which bears lit- 
tle relation to actual costs, and 
suggested that if Congress makes 
“phantom” freight illegal in the 
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against vibration damage! 


The automotive battery takes a lot 


Oo mae. 







Vee 


tek 


pw 


i, * 


sures—will not get mushy or soft 






Mie ae a 


of vibration and jarring, causing 
the plates to damage the ordinary 
battery separator—resulting in 
shorts and battery failure. But 
this doesn’t happen when the 
separators are U.S. Peerless. These 
rugged separators stand up under 
vibration, give longer service than 
any other separator. They are 
known as battery savers. 

U. S. Peerless has other big ad- 
vantages: it cannot be harmed by 
battery acid, heat or plate pres- 


Electrical Wire & Cable Dept. 


; 


in service. High mechanical 
strength prevents cutting by 
warped plates or loose plate mate- 
rial. Peerless even outlasts the 
plates. It assures more economical 
operating costs. In cold weather, 
it gives 20% faster cranking speed, 
10% more power. Protect your 
battery business and the good will 
of your trade by making sure the 
batteries you stock and sell have 
Peerless Rubber Separators. 














it in other industries as well. 


A bill to do this, of course, would 
undoubtedly attract the vehement 
opposition of several hundred 
American industries. 


Monroney carefully refrained 
from arguing the point with Potter, 
and limited his exchanges to wit- 
nesses. He commented dryly, how- 
ever, that “I guess autos are almost 
as important in Michigan as foot- 


ball is in Oklahoma.” 
* * * 


No ‘Overnight? Changes 


Bb... in spite of his firm belief in 

the need for “phantom” freight 
legislation, Monroney has made it 
clear that he would not back a 
law which would outlaw the prac- 
tice “overnight.” He thinks a wait- 
ing period is essential, although he 
isn’t sure how long the period 
should be. 

Presumably, the delay in mak- 
ing the law effective would give 
manufacturers time to make ad- 
justments on their own and to 
determine how the law would 
affect their relative competitive 
positions. 

Up to now, there is no indication 
that the three members of the sub- 
committee — Monroney, Payne and 
Strom Thurmond, South Carolina 
Democrat—are in much disagree- 
ment over the problems that exist 
and the need for corrective legis- 
lation. 

In spite of occasional political 
flareups and state advertisements, 
the fact remains that the 20,000 
dealers who answered the Senate 
questionnaire proved that retailers 
are angry in every single state. 
That’s enough of a mandate for any 
senator, no matter what party he 


represents. 
* * * 


ATA Biding Its Time 


HILE the trucking industry 

called the special truck regis- 
tration fees imposed in the Boggs 
highway financing bill “inequitable 
and unjustified,” the American 
Trucking Assns. has indicated it 
will not fight the proposal until it 
reaches the Senate. 

The truckers, who were the first 
user group to volunteer to pay 
added taxes to finance highways, 
urged in a statement issued right 
after the Ways and Means Commit- 
tee reported the Boggs bill, that 
the House consider the highway 
legislation quickly so that the mat- 
ter of financing can be considered 
in the Senate. 

ATA Managing Director John 
Lawrence believes that attempts 
to fight the matter out in the 
House might result in failure of 
the whole highway program this 
year. 

He said, “This country needs im- 
proved, modern highways so badly, 
that this program must be passed 
at this session. Therefore, the 
trucking industry hopes that the 
House will give early consideration 
to this measure in order to move 
it quickly to the Senate. 

“We are hopeful that when the 
bill comes before the Senate that 
further consideration will be given 
to tax equity.” 

Lawrence said the trucking in- 
dustry feels that “neither engineer- 
ing nor economics supports such 
arbitrary weight selection” as the 
House committee made when it ap- 


proved the Reed amendment. 
* * * 


$1.50 Per 1,000 Pounds 


’ TRUST,” said Lawrence, 

“that it has become clear to 
House members and the public 
which interests have been dragging 
their feet or working to obstruct 
the highway program this year. It 
has not been the trucking indus- 
try.” 

Under the Reed amendment heavy 
trucks, in excess of 26,000 pounds, 
would be taxed $1.50 for each 1,000 
pounds above that level, estimated 
by the Ways and Means Commit- 
tee to yield an extra $900 million 
over a 16-year period. 

In fixing this special impost, the 
committee acceded to demands of 
the American Automobile Assn. and 
the railroads for a tax rate differ- 
ential on trucks. It is regarded as 
“compromise action” to get the 
highway bill on its way. 

. * * 


Safety Conferences Slated 
RESIDENT Eisenhower's recent 
request for more citizen sup- 

port in the national effort to reduce 

highway accidents resulted in the 
announcement last week that the 

President’s Committee for Traffic 
(See ULLMAN, Page 55, Col. 1) 
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Why more and more 


OWNERS OF OTHER MAKES ARE TRADING 
their 53, 54 and '55 cars right now 


FOR THE REALLY NEW ’56 PLYMOUTH! 


The word’s getting around fast, among low-price car owners, 
that there’s not much sense in waiting for something new when 
Plymouth’s got it right now! 


Here are 3 pages of FACTS... SALES POINTS ... and 
SALES CLOSERS that show how wise the big switch to Plymouth 
is for the 1956 car buyer. He gets the all-new magic of Push- 


Button Driving and 90-90 Turbo-Torque take-off . . . the all-new 
$50,000,000 Plymouth V-8 with higher power . . . all-new Aero- 
dynamic beauty . . . the biggest car in the low-price 3 . . . value 
he can’t equal and a deal he can’t beat. 


LOOK AT ALL 3 in these 3 pages ...see why customers 
are trading the “other 2” for the all-new 56 Plymouth—now! 





Biggest, longest of all 3! 7.3 inches longer than is not the most expensive model! Plymouth 


car A...6.3 inches longer than car B! You dealers can sell Plymouth’s rangy length and 
can’t see the ends of the “other 2” when jet-age beauty in every model throughout all 
they’re parked behind the big Plymouth! And lines. Only Plymouth dealers can offer these 
the beautiful Plymouth Savoy Hardtop above advances in the low-price 3. 





Widest front seat of all 3! Most comfort where it’s most 
appreciated by driver! Most front-seat head room, too 
... and most leg room for rear-seat passengers! Yet this 
big, long, spacious Plymouth is actually the lowest and 
most graceful of all 3! With highest door openings, so 
it’s easier to get in and out! Plymouth is biggest inside 
and out! Easier to sell because it gives customers more. 


Exclusive Push-Butten Driving! You can’t get it on car A or 
car B! But it’s sheer driving magic! A positive me- 
chanical control — the safest (children can’t reach it) 
and easiest (like ringing a doorbell) driving control 


ever designed. It’s sales magic! 
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now... COMPARE PLYMOUTH’S SAFETY 
WITH THE “OTHER 2”! 


Some other makers are just beginning to talk 
about safety. Plymouth engineering has been 
geared to safety for years! Here are some of 
today’s Plymouth safety exclusives that save lives! 
And make more sales, too! 


lak Ah wk 





The only car in the low-price 3 with SafeGuard door latches! 
Interlocking plates of tough steel help hold doors shut 
on impact... help passengers stay inside the car, where 
experts agree they're safer. Customers can see the differ- 
ence in these door latches. 





The only car in the low-price 3 with separate “safety brake”! 
Plymouth has two distinct brake systems. Car A has 
only one... car B has only one. A vital extra safeguard. 
for emergencies and parking. A safety feature cus- 
tomers will use every time they park. 





The only car in the low-price 3 with two brake cylinders in each 
front wheel! Car A has only one...car B has only one. 
Plymouth’s double front wheel cylinders give more 
positive control for surer, safer stopping than in any 


+ 


competing car—old or new...and more sales ammu- 
nition, too. 


The only car in the low-price 3 with Safety-Rim wheels! This 
big Plymouth exclusive is one of the greatest safety fea- 
tures on the road! If a blowout occurs, it helps tire stay 
firmly on the wheel for a safe, straight stop! Tire won't 
twist and wrench your car off the road! A sales clincher 
with women. 
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The only car in the low-price 3 with front-seat safety belts and These are only some of Plymouth’s major safety features! Other 
frent seat anchored te car frame! A super-safety feature built-in Plymouth protection ranges from steel box-girder construc- 
that cars A and B don’t have. Seat won't lurch forward : : j : . = ee 
iiiecideh:: Reid bila wesia’s be waited than Son tion reinforcing all door and window openings . . . to electric wind- 
change position of the seat! Plymouth combines safety shield wipers that don’t slow down or stall when you accelerate and 
: and convenience. need them most. Plymouth is the car that’s engineered throughout 


for safety .. .and for sales! 
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The only car in the low-price 3 with new $50,000,000 engine! 


and COMPARE FOR BREAKAWAY... 






PASSING THRUST... 


The only car in the low-price 3 with highest torque across the board, for 
top-thrust getaway and split-second, safer passing. No other low- 
price car offers so much torque in all models! This terrific new 
GO is typified in the amazing Plymouth FURY ...the car that 
broke every stock car speed and acceleration record in its class 
at Daytona Beach early this year. Every Plymouth brings you the 
same kind of advanced engineering that created the FURY! You 
don’t have to sell the most expensive car in the line to give cus- 







HANDLING EASE...ALL-NEW BEAUTY! 


tomers thrilling and safer performance. Movie film at left shows 
actual engineering test of Plymouth “breakaway.” White lines 
on tires are photographed to prove how you get utmost forward 
thrust. “Fifth wheel” on car records breakaway time in split 
seconds. Plymouth’s brilliant performance comes from a combi- 
nation of important exclusives—Hy-Fire V-8 engine . . . 90-90 
Turbo-Torque...and PowerFlite fully automatic transmission 
Superior Plymouth engineering means more sales. 









Sensational all-new Hy-Fire V-8 is product of new 
$50,000,000 Qualimatic Engine Plant... newest in the 
industry. Up to 200 hp...and you can sell it in any 
Plymouth model! Or feature Plymouth’s brilliantly 
smooth new PowerFlow 6...up to 131 hp. 





The only car at any price with all-new Aerodynamic styling! The one car of 
all 3 that looks all new because it is all new! Note how rear fins 
follow airfoil design originated by aeronautical engineers. With the 
Plymouth °56, customers don’t have to stop and ask if it’s this year’s 
car or last year’s! It’s got the eye-appeal that appeals to pride and 


adds up to sales. 


You’ve seen the facts. And as a car dealer you know these are facts 
that mean more sales, to more customers—now! 


PLYMOUTH ’56 


a great car to sell ...a great car to buy 





The only car in the low-price 3 with Full-time Power 
Steering! Maybe your customers have already 
tried power steering on another car... part- 
time power steering! But just let them try 
Plymouth’s Full-time Power Steering! They 
can’t believe steering can be so effortless. With 
Full-time Power Steering (compared to other 
power steering) the driver actually saves as 
much energy in 100 miles of driving as it 






















would take to shovel a ton of coal! That’s be- 
cause other power systems require a 3 or 4 
pound tug before they start working. Plymouth’s 
goes into action at a finger touch. It’s safer 
because it works full time! Others turn on and 
off ... you never know exactly how much steer- 
ing pressure to exert. After trying Full-time 
Power Steering, other cars seem to steer like 
trucks. Plymouth engineers its cars for sales! 
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Highways 





Five state legislatures are con-| purchase cost. The purchase was 
sidering constitutional amendments | financed by an $8.5 million bond 


which would prohibit diversion of 


-highway user taxes to other pur- 


poses. 
A proposal in Maryland is based 
on a “model amendment” and 


covers all highway user taxes ex- 
cept the 2 percent titling tax. In 
New Jersey, it is a short statement 
dedicating taxes on motor vehicles 
and fuels to road construction and 
maintenance and prohibiting their 
diversion. 

In New York one proposal dedi- 
cates all user revenue to highway 
purposes, three others earmark the 
proceeds of a tax over four cents 
per gallon to such purposes. 

In South Carolina, as in Mary- 
land, the amendment is based on 
the “model.” The Virginia move 
covers all motor taxes except local 
license fees and outlines the high- | 
way purposes for which such funds | 
may be used. 

In Alabama and Massachusetts, | 
bills to change existing constitu- 
tional amendments has been intro- 
duced. Diversion of $25 million of | 
highway bond issue proceeds to 





schools is sought in Alabama. One 
Massachusetts proposal would al- | 
low use of highway funds for play- | 
grounds, another would allow use 
of one-sixth of fuel tax for schools. | 

A New Jersey bill would provide | 
for $150 million veterans bonus to 
be financed in part by motor fuel | 
revenues. 

Also in Massachusetts are two | 
other bills, one seeks to recoup | 
funds previously diverted, $5.2 mil- | 
lion; the other would provide dis- | 
persion of $25 million in highway 
funds to cities and towns to fi- 
nance local road improvement and 


unemployment relief. 


January Traffic 
Takes 2,960 Lives 


| 

Traffic accidents took 2,960 lives 
in January, according to the Na-| 
tional Safety Council. The toll was 
5 percent above that of January, 
1955, and marked the 11th straight 
month that deaths have exceeded 
the figure of a year earlier. 

The council also announced that 
Muskegon, Mich. (population 48,- 
400), was the largest city to com- 
plete 1955 without a traffic death. | 
Medford, Mass., previously given | 
that distinction, was charged with 
a fatality on the basis of revised 
reports. 


* * * 


Attention to City Streets 
Called Vital in Road Plans 


Toll roads should not be regarded 
ds the solution to highway de- 
ficiency, according to Arthur O. 
Dietz, treasurer of the Automotive 
Safety Foundation and president of 
Cc. I. T. Financial Corp. 

Dietz noted that city streets, 
which represent only 10 percent of 
all roads in the country, carry| 
about 50 percent of the traffic. In- | 
telligent traffic engineering, he said, | 
can do much to relieve congestion | 
of streets and inadequate parking 
facilities. 

x ” * 


Toll Bridge ‘Freedom’ 
Set for May in Pa. 
Pennsylvania’s 10 toll bridges will | 
become free spans by the spring of 
1957, according to Joseph J. Lawler, 
Secretary of Highways, who has 
said the switch will be possible if 
present traffic volume continues. 
The bridges were obtained under 
legislation passed in 1948 with the! 
provision that the bridges be toll 


free after collections equalled the 


18° PENNETTE 


100 feet only $4.00 pptd. 
124 PENNETTES 
6 Bright Colors 
Satisfaction Guranateed 
Discount on 3 or more 


MYRLO COMPANY 
2168 W. 25th, Cleveland 13, 0., Dept. N 
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issue. 
+ * * 


Border Busy 


A record 15,868,200 Canadian 
and foreign automobiles crossed 
into Canada from U. 8., last year, 
the Canadian Government reports, 
some 2,067,900 over the previous 
record established in 1954. A total 
of 7,139,000 Canadian cars re- 
turned from the-U. S. and 8,729,- 
000 foreign vehicles, mostly U. 8., 
entered. 

* * * 


Club Urges Driver Class 


In Wash. State Schools 


The Automobile Club of Wash- 
ington state has announced a cam- 
paign to require high schools 
throughout the state to offer class- 
room instruction in driving to 
every pupil before he is graduated. 

Clinton S. Reynolds, president, 
advised that citizens are paying 


NOW 


through the mounting death rate, 
soaring property damages and in- 
surance rates for the lack of 
adequate driver training. Seattle 
schools, club officials declared, have 
only eight driver-training automo- 
biles and eight certified teachers 
for about 5,000 pupils in sopho- 
more classes. 
+ ae x 


2 Conferences to Discuss 
Traffic Control Problems 


Traffic control problems will be 
discussed on a nationwide scale at 
two sessions in New York City Apr. 
16 sponsored by the Greater New 
York Safety Council. 

Norman Damon, vice-president of 
the Automotive Safety Founda- 
tion, will preside over a session on 
“Fundamentals of Good Traffic 
Control.” William H. Baumann, of 





£ 


the Vermont Department of Public | 3% 
Safety, will handle the session on | = 


speed-control equipment and tech- 
niques. 
* * +. 


Mishaps Ebb; Deaths Rise 


Despite a 1.05 percent decrease 
in the number of accidents in nine 
Canadian provinces in 1955, the 
death rate rose 14.52 percent and 
non fatal injuries by 9.67 percent. 










conditioned. 


| Pontiac for GM Chairman— 


Alfred P. Sloan jr., board chairman of General Motors, takes delivery of a 1956 
| Pontiac at his winter home in Palm Beach, Fla. The car, a bive Star Chief custom 
four-door Catalina 


sedan, is equipped with all power equipment, and is air 


G-E Wear HEADLAMPS 


with Aim-right Gizmoes for 


quick, accurate aiming 


FEATURES TO HELP SELL PAIRS 


ee ; 












Aim-right Gizmoes are glass pads molded 
in G-E @ Hem Headlamp lenses to 
help aim headlamps in aiming machines 
quickly and easily. Gizmoes are smooth—they 
hug the lens surface . . . are not vulnerable to 
breaking, chipping or cracking. (See aiming 
machine mfgrs. instructions). 


2? G-E @ Men Headlamps with Aim-right 
Gizmoes can be aimed on any aiming 
machine... standard G-E 2 Headlamps 
can be aimed by all aiming devices except 
one, at this time. 


The G-E shield covers the lower beam fila- 

ment only. It cuts off uncontrolled upward 
light which, in ordinary headlamps, reflects 
back in the motorists’ eyes during rain, snow, 
fog or sleet. The upper beam filament is pur- 
posely unshielded to provide maximum light for 
seeing hills, curves and dips in clear weather. 

















4 The redesigned lens-reflector combination 

directs light from lower beam up to 80 feet 
further along the right side of the road. Pass- 
ing is easier. 







Lead-in wires are preformed—natural 
“spring action” is eliminated—keeps fila- 
ments from being pulled out of focus. 





SUGGESTED DEALER NET COST AND RETAIL PRICES 
OF GENERAL ELECTRIC @Leee HEADLAMPS 


with Aim-right Gizmoes 


5040S 


5400S (12-volt) 


SUG. NET COST 


$1.3] ea. 


(6-volt) 


Suggested 
Retail Price $2.30 ea. 
*with $20 net order. Prices to nearest cent. 
All prices include federal excise tax. 


* 





5040 (6-volt) 
5400 (12-volt) 


Standard (without Gizmoes) 


SUG. NET COST 


$].27 ca.* 
Suggested 


Retail Price $2.20 ea. 


*with $20 net order. Prices to nearest cent. 


All prices include federal excise tax. 
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Merchandising 


Memos to Dealers 


By Bob Finlay 





— dealers will tell you they 
use deceptive practices because 
they are forced to by other dealers 


who set a deceptive pace in their]. . . 


communities. 

We don’t doubt that they be- 
lieve this, but it is a lot of malar- 
key, anyway. 

Some of us cry and rant about 
how the auto buyer has become a 
bandit, looting the dealerships of 
the nation . . . and we know that 
is malarkey, too. 

Do you handle the customer? Or 
does he handle you? 

+ cd * 


Records on Honesty 


A= any experienced credit man 
—those in the business of trust- 








ing people—how honest people are. 
They'll tell you that by far the 
great majority of people are honest 
so honest that hundreds of 
businesses have been built on trust 
. .. and some have been built on 
taking advantage of that trust. 

People are not only honest, but 
they want to deal with honest 
men. That goes for auto dealers, 
too. 

To point this up, DeSoto had a 
number. of their most successful 
dealers at a practical clinic to tell 
other dealers how they built their 
success. * * & 


Consistent 


there was one thing consistent 
about it: 

In every case, the dealers worked 
at handling their customers as they 
would like to be handled them- 
selves. 

They not only based their busi- 
ness on such a policy, they 
worked day in and out with their 
salesmen and other employes who 
had any dealings with the public 
to make sure that they put the 
policy into practical operation. 

They told the customers that 
their goal was to see that they not 
only got cars, but got satisfaction. 
And they followed up on each cus- 
tomer by postcard, letter, phone 
and personal visit to see that the 
customers were satisfied. 

* * * 


Some Doubters 


FTEN a customer would be 

dubious of the sincerity of the 
dealer in this followup, but when 
he became convinced that the 
dealer was sincere, the customer 
became a booster for him. 

One dealer said he traced 16 in- 
dividual new-car sales to one cus- 
tomer who believed that all dealers 
were crooks until this dealer con- 





V-8s Account for 24 Pct. 


Of GMC Sales in Ist Year 


PONTIAC.—GMC’s V-8 trucks 
constituted 24.40 percent of all 
GMC gasoline models marketed 
nationally during their first year, 
according to R. C. Woodhouse, 
general truck sales manager. 

The V-8s were introduced in 
March, 1955. GMC officials point 
out that the popularity of V-8s 
has resulted generally in more 
sales, rather than in reduced 
sales of GMC trucks powered 
by six-cylinder gasoline engines. 
The acceptance of the V-8 GMCs 
was most evident in the quarter 
to one-ton weight class com- 
posed mainly of pickup trucks, 
nearly $2 percent of total GMC 
domestic deliveries in this class. 





the followup must be sincere to 
work. If you follow up for satis- 
fied customers, you can’t brush 
off any dissatisfaction. You must 
come across. Sometimes it costs, 
but nearly always it pays. 

And the atmosphere of deceit set 
by other dealers does not prevent 


f igerseory was nothing especially 
secret about their success, but 


vinced him differently. 
The dealers emphasized that 


such an operation. Instead, these 
dealers said, it helps, for it makes 





APRIL 


“Buy-a-Pair’ 
featured on 


“MEDIC"—TV 


TV commercials on General Elec- 
tric’s award winning television 
program, “MEDIC” will show 
motorists how G-E Bhatt 
Headlamps make night driving 
safer in bad weather and clear 
weather, too! These commercials 
will be seen and heard by some 
25,000,000 people over 80 NBC 
stations, April 9th and 16th, 9 
to 9:30 PM, EST. They will help 
you sell pairs of G-E @Liketin 
Headlamps. 


How to get the 

most out of an 

Aiming Machine 
or Screen 


HERE’S A PROFIT-MAKING SUGGESTION! 


If you wish, you can sell a pair of new G-E Z-Zketie Headlamps for 
$5.95—installed and aimed! Make a nice profit on the sale of two 
lamps and aiming service—help pay for your aiming machine fast! 




















featured in 


MAGAZINES 


During April and May your 
customers will read about G-E 
Gt-lein “ Ueadlamps in 12 
dramatic ads in these seven top 
circulation magazines: Look, 
Saturday Evening Post, Colliers, 
Popular Science, Popular Me- 
chanics, Farm Journal and Pro- 
gressive Farmer. These ads will 
reach practically every car owner 
in your area, and also help you 
sell pairs of new G-E Q-Lihoiin 
Headlamps. 


To sell pairs of G-EZ¢-Zihetie Headlamps, 

first sell customers on the new safer 
seeing advantages. Then explain that 
proper aiming makes sure they get the 
maximum benefits built into G-E Q-Ziketie 
Headlamps. When you sell a pair of new 
lamps and an aiming job, you makea profit 
on the lamps and the aiming too! 


After you’ve sold the new lamps and 
the aiming job, tell the customers to 
come back in a few months to have the 
aim checked again—because road shock 







Order a supply of 
General Electric @@éetie Headlamps today. 
Display and Sell them in pairs! 


| @-Weaider WEADLAMPS 


featured in 3 point 
Buy-a-Pair” Campaign! 


“Buy-a-Pair’ ' 


featured in 
STORE DISPLAY 


Colorful display material is 
available from your distributor: 
streamers with “eye” appeal for 
windows and inside use; four 
humorous cartoon cards, high- 
lighting two searching eyes 
behind a windshield, play up bad 
weather driving hazards. 


These may be used for window, 
shelf or counter displays. Build 
a display to flag down prospects 
for profitable extra sales of G-E 
@tt- hein Headlamps in pairs. 





and vibration can cause them to get out 
of aim. This sets up a re-aiming job—at a 
profit to you! 


Many states and cities have inspection 

periods that require proper aim of 
headlamps. Owning an aiming device will 
help you cash in on this substantial busi- 
ness. But inspection periods or not— 
headlamps should be checked for aim at 
least once every six months. Miniature 
Lamp Dept., General Electric Co., Nela 
Park, Cleveland 12, Ohio. 
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the honest dealer stand out like a 
rose growing in a dump. 
* * * 


Affects Employes 

. personal followup of the 
dealer among his employes to 

see that an honest policy is imple- 

mented makes boosters out of the 

employes as well. 

Have you ever heard a dealer 
employe tell his friends that he’d 
better carry a gun if he goes shop- 
ping at the place he works? Plenty 
of them do. And they reflect the 
attitude of management. 

But when the boss insists that 
the employes give the public a 
fair shake, you'll find his em- 
ployes take pride in their work. 
It gives them pleasure to tell 
their friends that there is at 
least one honest dealer in town. 

One of these dealers said that he 
was within five miles of a dealer 
who was delivering the same car 
for $100 less, but who sold far 
fewer. 

When shoppers pointed to the 
cheaper price, the dealer told him 
of his customer satisfaction pol- 
icy ... and suggested that the 
shopper call our past customers 
to see how they felt about it. 

Invariably, the prospect was more 
interested in having a home for 
his car in which he had confidence 
than he was in the cheaper price. 
Again, for the doubting Thomases 
among dealers, we suggest you 
check up and find out how many 
honest people there are in the 
world. 


New Bid by Union 
Voted Down at 
Miami Dealership 


MIAMI. — For the second time 
in two years, a unionization drive 
among Miami dealerships has been 
rebuffed in National Labor Rela- 
tions Board voting. 

At Cecil Holland’s All-Miami Mo- 
tors (Ford), new and _ used-car 
salesmen rejected representation by 
Teamsters Local 390. The vote was 
19 to 1. 

Previous organizational efforts 
were aimed at shop employes of 
Don Allen (Chevrolet) and Hay- 
good-Buick. NLRB elections went 
against the union in both instances. 


Ford Promotes 


6 More Engineers 


DEARBORN.— Ford Motor Co. 
has appointed five more executive 
engineers and reassigned another, 
it was announced last week by 
Earle S. MacPherson, vice- 
president-engineering.. Five other 
executive engineers were appointed 
earlier this month. 
| Reassigned last week was Jerome 
|J. Felts who becomes head of 
Mercury advanced car engineering. 
He formerly was executive engineer, 
Mercury car engineering. 

Other appointees and their new 
posts are: George H. Muller, Mer- 
cury car engineering; Burton C. 
Erickson, Special Products produc- 
| tion product engineering; Sidney L. 
Freers, Special Products advanced 
engineering; John L. Hooven, Ford 
advanced car and truck engineer- 
ing, and Wilbur J. Sheerin, Ford 
car and truck production product 
engineering. 


Phillips Buys Bardoe 


The Lincoln-Mercury dealership 
in Binghamton, N. Y., has changed 
hands for the second time in a 
little over three years. Philip J. 
Phillips has become sole owner of 
Bardoe Lincoln-Mercury by buy- 
ing out William A. Bardoe. Phillips 
bought into the firm last fall when 
he purchased the interest of 
Robert O. Downey. 
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‘Task- Force Trucks for i956! 


New 10000 series Triple-Torque tandem, above, rated up 
to 32,000 lbs. G.V.W. New 3100 series pickup, at left. 


New heavyweight champs — including new Triple-Torque tandems rated up to 32,000 
Ibs. G.V.W., 50,000 Ibs. G.C.W.! Husky new lightweight and middleweight champs, too! 


Chevrolet dealers are now ready to set new truck 
sales records with the most modern truck fleet ever 
assembled—the biggest, brawniest line of Chevrolet 
trucks ever built. 

It offers champs of every weight class—including 
four new heavy-duty series. 

It brings owners new power for every job, with a 
modern short-stroke V8 for every model—and a, 
completely new 322-cubic-inch Loadmaster V8 for 
high-tonnage hauling.. Both V8’s and 6’s deliver 
high-torque power—not just more power, but high 
usable power to turn the wheels and move the loads! 


Then there’s a new choice of transmissions—an 
automatic for every series with new Hydra-Matic 
models and Powermatic, a new six-speed automatic, 
plus new five-speed manual transmissions. 

And there’s a lot more that’s new besides! Like 
tubeless tires, standard on all models, more powerful 
brakes on most heavy-duty models, new colors, new 
cab interiors. 

Everything points to another great truck year for 
Chevrolet dealers, the consistent leaders in truck 
sales since 1937. . . . Chevrolet Division of General 
Motors, Detroit 2, Michigan. 





Se SO A SN 


ee Ne A a RT ON 
cession ase vee nn nating dlp salina ieealtions ~~ iidaiasntnsianeioisiteneasssinoe 


— . — 





Ap teie ert rr 


Pree ete 


ree Nn 
Re re 


awed 


AUTOMOTIVE NEWS, MARCH 12, 1956 








TURNINGS 


by 


John T. Benedict 


Engineering Editor 


Plating Nickel Shortage 


Stirs Substitute Talk 


R most individuals and busi- 

ness managers, memories of so- 
called black and gray markets are 
a “thing of the past” — unpleasant 
recollections associated principally 
with periods of wartime shortages. 
This, unfortunately is not true in 
the plating industry, which sstill 
must contend with a vast, multi- 
million-dollar gray market in nickel. 


To many who are not close 
to this problem, it may be in- 
credible that our present peace- 
time economy still permits the 
existence of a gray market to 
the extent of from one-third to 





three-fourths of the plating in- 
dustry’s total nickel requirement. 
Yet, such estimates have ample 
authoritative backing in the indus- 
try . both among those who 
defend the present nickel distribu- 
tion system and those who con- 
demn it for what are called “in- 
equitable distribution quotas” in de- 
termining plating industry alloca- 
tions. 


In Detroit, some plating com- 
|panies reportedly complain that 
they are forced to obtain as much 
as 75 percent of their nickel supply 
at gray market prices. The average 





mately 95 cents a pound for 


|overprice is said to be about $2 a| 
|pound above the price of approxi- | 


| tomobile 
| buyers somewhere between $21 mil- 





nickel purchased through legiti- 


mate sources. 

Taking averages of the best avail- 
able figures, one authority esti- 
mates that, in 1955, the nickel gray 
market cost plating companies, au- 
manufacturers and car 


lion and $48 million. 


Those who urge reevaluation of 
|actual present-day requirements | 


for all nickel-using industries 
charge that the plating industry is 
being short-changed in allotments 
through continuance of distribu- 
tion quotas originally established 


| during the Korean period. 


In a recent reference to this 
situation, Dr. A. Kenneth Gra- 
ham, president, Graham, Crowley 
and Associates, Inc., said, “I share 
the opinion of many that the use 
of substitutes for nickel plating 
might not be necessary if the 
distribution of available nickel 
were made on a basis equitable 
to all end-use industries. 
Furthermore, according to Gra- 

ham, published statements about 
nickel substitutes, whether true or 
exaggerated (and regardless of 
how unsatisfactory the substitute 
actually may be) can serve to 
“worsen the plight” of the plating 
industry. In view of what he 
called “extravagant claims” for sub- 


Maryland House OK’s 
Vehicle Inspection Bill 


ANNAPOLIS, Md.—The House 
of Delegates has passed a bill to 
require annual inspection of cars 
and trucks. 

The bill provides that inspec- 
tions would be made at private 
garages licensed by the State 
Police. The fee would be $1.50, of 
which 20 cents would go to the 
State Police. Inspections would 
begin Nov. 1, 1957. 





stitutes for nickel plating, Graham 
advocates a “factual periodic re- 


| view” of the subject. 
* a x 


Graham Lists 6 Reasons 


| Why Nickel Is Necessary 
As STATED by Graham before 
the Detroit branch of the 
American Electroplaters’ Society, 
|the following comments are perti- 
|nent in dispelling any idea that 
nickel plating isn’t necessary and 
that the industry has adequate sub- 
stitutes for nickel: 
1. There is no satisfactory 
nickel-free bright chromium coat- 
| ing combination equivalent to 
conventional thicknesses of 





WMA7Tord from the barricades 





...in Philadelphia 


There’s been a revolution in Philadelphia—and 
Philadelphians are enchanted. The old Daily News 
has been transformed. And the new NEws is giv- 


ing the Quaker City 


a journalistic vigor it hasn’t 


experienced in a dull decade. 
Everyday the News is brought into 175,000 re- 


sponsive households 


because it’s wanted—wanted 


for its quick, easy-to read news coverage, hard- 
hitting editorials, dozens of sparkling features. 


Smart space buyers know such reader loyalty pays 
off. Especially when combined with the News’ 


Represented by: REYNOLDS-FITZGERALD 


* New York «+ Chicago « Detroit » Syracuse + Atlanta 
Los Angeles * San Francisco + Seattle » Philadelphia 


other great benefit—assured visibility. We're a 


tabloid, and in our bright 


pages advertising is 


brought out in the open. We couldn’t bury you if 
we tried. Ads are seen—and sell. 


Blue chip advertisers like GENERAL Motors, ForpD 


Motor CoMPANY, CHRYSLER 


CORPORATION .. . lead- 


ing local dealers like WILKIE-BUICK, POTAMKIN- 


CHEVROLET, GORSEN-PLYMOUTH . 


. . all have dis- 


covered “the bright difference” a schedule in the 
NEws makes in sales. They’re helping us make 
fabulous linage gains*. “See the bright difference” 


yourself. 


PHILADELPHIA DAILY 


“NEWS: 





* Gain 1,177,372 lines (over 1,177 pages) 


12 months 1955 
Total Daily Advertising 


; 


Media Records 











nickel-chromium for severe out- 
door applications. 

2. Electrodeposited substitutes for 
part or all of the nickel in most 
cases cost more than for all nickel- 
chromium coatings and the quality 
is always lowered. 

3. The use of supplemental clear 
organic coatings over electrode- 
posited substitute coatings does not 
give quality or performance equiv- 
alent to conventional nickel- 
chromium coatings, and the cost 
may be increased. 

4. Changes in treatment cycles, 
plating processes and equipment 
associated with the use of various 
proposed substitute coating combi- 
nations cause lost production time, 
are costly to make and frequently 
are impossible because of space 
limitations. 

5. If an amount of money equal 
to that already expended on the 
development of nickel processes 
were spent to improve the avail- 
able proposed substitutes for 
nickel, they still would not 
be equivalent to nickel-chromium 
coatings in quality, because the 
esssential properties are lacking. 

6. The nickel-free metal or alloy 
combination, which would equal or 
exceed the properties of nickel for 
protective and decorative coating 
applications in outdoor service, and 
could also be applied by electro- 
deposition, has not yet been de- 


veloped. 
. * *. 


Auxiliary System for 
Cold-Weather Starting 


LLEVIATION of diesel cold- 

weather starting problems is 
foreseen by those who have tested 
a new auxiliary system that re- 
portedly gives rapid starts at sub- 
zero temperatures. 

Now in production after eight 
years of research and development 
work, the Ampco-Sinclair engine 
starter allegedly is proving itself 
a reliable starting device for use 
on both diesel and gasoline engines 
under severe cold-weather condi- 
tions. 

A result of joint effort by Sin- 
clair Refining Co., and Automo- 
tive & Marine Products Corp. 
(Ampceo), the unit provides 
metered amounts (as an aerosol 
mixture) of air and a special 
starting fluid, into the manifold. 

As a new concept in engine start- 
ing, the automatic device intro- 
duces a finely dispersed vapor 
spray as a combustible mixture to 
the engine on initial cranking. 

The result is prompt compression 
ignition (in a diesel) and sustained 
combustion within the engine to 
continue cranking, independently of 
the primary cranking source, and 

until the engine is firing steadily 
on normal fuel. 

Ampco’s Draper Harvey points 
out that this feature is important 
in minimizing electrical drain dur- 
ing battery cranking, and “is vital 
to successful use of air or hydrau- 
lic cranking devices that. have a 
short potential (seven to 15 sec- 
onds) before recharging is needed.” 

* * . 


vo NEW engine starter is avail- 
able for either permanent or 
portable application. The portable 
model permits use of a single unit, 
through quick-coupler kits, on sev- 
eral engines within a fleet. Positive 
starts are said to be achieved con- 
sistently for engines at tempera- 
tures as low as minus 40 degrees 
Fahrenheit. 

Described by Harvey as a com- 
pletely automatic metering device, 
the auxiliary starter suspends 
liquid particles in air (as opposed 
to solid starting fluid injection). 
It is designed to give a diminish- 
ing starting fluid/air flow rate 
after starting to sustain combus- 
tion. 

It is claimed to be superior to 
other types of systems that depend 
on an operator’s know-how in con- 
trolling the amount of starting fluid 
used. : 

According to Harvey, it also has 
advantages over the capsule sys- 
tem of using “ether” starting aids 
which are said to be objectionable 
in occasionally overloading the en- 
gine with ether and thereby build- 
ing up excessive cylinder pressures. 


Hollingshead Appoints 


Sharrard Research Chief 


George F. Sharrard has been 
named director of research and 
development for R. M. Hollings- 
head Corp. 

He joined Hollingshead this year 
as manager of the technical service 
division. 


























You sell satisfaction by the quart 
when you sell years-ahead Super Blend 


Satisfaction by the quart! That’s the very best way to describe And Super Blend gives you something more. . . satisfied 
Super Blend, the incomparable all-weather 10W-30 HD motor _ customers, the kind that come back, send their friends, and 
oil by Quaker State. It gives your customers the performance help your business grow. No wonder dealers everywhere are 
their cars were designed for . . . it gives them the protection helping make this Pure Pennsylvania multiple viscosity oil a 
they look for . . . it gives them real operating economy. profitable best seller! 


QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA. « MEMBER PENNSYLVANIA GRADE CRUDE OIL ASSOCIATION 
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Across the Nation 6.0 


Auto Dealer Changes 


Studebaker has awarded 27 new| Tractor and Equipment Co., States- 
franchises, it has been announced | boro, Ga. 
by William A. Keller, general sales | Motorama, Inc., Warren, O.; 
manager. The new dealerships, | Ey ae — — 
‘ : | son, Kans.; Cunningham Au 
et angiey-Kiag On. Thiet River | Seles, Pine Biuf, Ark.; Green’s 
Falls, Minn.; Curry Motors, Wen- | Garage, Augusta, Gar; Baccus 
; = yy otor Co., Monroe, Ga.; Ray 
atchee, Wash.; McCormick Mo | Murphy Co., Keyport, N. J. De- 
tors, Ida Grove, Ia.; Cartrette | Leigh Motors, Medford, Ore. 
Motor Sales, Conway, S. C.; Mims Two of the new outlets will 
Motor Co., Sumter, 8. C.; Gigoux | handle Studebaker trucks only. 
Motor Co., Tillamook, Ore. They are Chester Mack Sales & 
Row Motor Sales, Lincoln, Ill.; | Service, Inc., Wilmington, Del., and 
Shears Brothers Garage, Grant, Harvard Motors, Somerville, Mass. 
Mich.; Griffin-Salisbury Motors,| New Studebaker-Packard dual 
Rock Mount, N. C.; Harley Scott | dealerships are Hogan Motors, Inc., 
Motors, Montezuma, Ind.; Webster | Willoboughy, O., and Cordes Motor 
Motor Co., Pittsboro, N. C. Co., Alton, Il. 





Dealers Told How fo Sell Jeep— 


A new “how-to-sell-it’’ merchandising kit now accompanies each Jeep shipped * * e 
from the factory to a dealer. Displayed by, from left, C. A. Watson, general sales Riverside Motors, Roseburg, Ore.; | Sell Gri 
manager; Cruse Moss, assistant general sales manager, and E. H. Bick, merchandis-| California Sales & Service, Inc.,| Wyman Sells to Grier 
ing manager, the kit includes product literature, direct mail pieces, sales feature | Lynbrook, N. Y.; Scott’s Motor Co.,; Ted R. Grier has purchased Wy- 
vehicle stickers, “call for demonstration” cards, associate salesmen's prospect book, | Las Cruces, N. M.; Glen Studebaker | man Motor Co., Vermillion, S. D., 


and prospect and owner record cards. 






086. u. 5. pat. ort 


~ WINTER-WORN ANTI- 
FREEZE CAN CAUSE 
ENGINE DAMAGE 


Most drivers still don’t know 
that after a winter’s use anti- 
freeze solutions can turn acid and 
cause excessive rust and clog- 
ging. This in turn can cause over- 
heating and serious engine dam- 
age. For this reason the National 
Bureau of Standards in Circular 
506 says: “Under no circum- 
stances should anti-freeze solu- 
tion remain in the cooling sys- 
tem during the summer, as its 
deterioration will be much more 
rapid under summer driving con- 
ditions,” 

When you take the time to ex- 
plain these reasons for anti-freeze 
drain-out to customers, you open 
the door to the extra profits of a 
complete spring check-up. You 
get the opportunity to replace 
worn fan belts and cracked hoses, 
as well as other vital cooling sys- 
tem parts. This is good business 
for you—and a service your cus- 
tomers will appreciate. 


FREE PROMOTIONAL 
MATERIAL FOR EXTRA 
SPRING PROFITS 


If you want to make these extra 
spring profits with an anti-freeze 
drain-out program, you should 
get one of these effective drain- 
out banners (shown above) to 
attract customers to your station. 
The banner and 50 mailing cards 
are yours free when you reserve 
your 1956 supply of Du Pont 
“Zerone” and “Zerex” anti-freeze. 
Ask your supplier for further in- 
formation or write to Du Pont. 


WRITE TO: 

SELLING SLANTS 

E. I. DU PONT DE NEMOURS & CO. 
Zerone-Zerex Section 





SELLING SLANTS 


How an Anti-Freeze Drain-Out Program 
Can Make Extra Profits for You 


mee. 
vey 


b 


es 











WHAT’S YOUR FAVORITE 


SELLING SLANT? 


Do you have a favorite selling slant 


Corp., Glen Cove, N. Y.; Farmers’ from Keith Wyman. Under the new 





that you would like to share with other 





This red and blue drain-out banner is yours free when you reserve your 1956 
supply of “Zerone” and “Zerex” anti-freeze. Use it to make extra profits now! 


Why It’s Smart to Reserve 
Your Anti-Freeze Now 


Remember last fall and how the 
first cold snap brought inso many 
anti-freeze customers that you 
had to rush them through or 
watch them drive off to another 
station? Or maybe you were one 
of those dealers who ran short of 
anti-freeze and lost profits. 
This year play it smart. You 
know you are going to need anti- 
freeze this fall, so order early to 
be sure of having all you need 
in the container sizes you want. 


And if you do this you can take 
advantage of this selling slant: 

Increase your anti-freeze prof- 
its by winterizing yourcustomers’ 
cars before the first freeze. Then 
you can pick up extra anti-freeze 
business when the first cold snap 
does come. 

And remember—your cus- 


dealers? Send it to Selling Slants (ad- 
dress below) and we'll print as many 
as we can. Your comments and ques- 
tions are also invited. 


TOP TEAM AGAIN! 
Record sales for the 1955 season show 
Du Pont “Zerone” and “‘Zerex” were 
again America’s favorite anti-freeze 
team. More motorists chose Du Pont 
brand anti-freeze than any other 
brands. 
your °56 supply now! 


Good reason for reserving 





tomers will be asking for Du MISS ANTI-FREEZE OF 1955 (Helen 


Pont “‘Zerone” or ““Zerex’’ anti- 


Olson) hopes you too had a record season 
selling “Zerone" and “Zerex”...and hopes 


freeze—so reserve your supply you're reserving your Du Pont anti-freeze 


now! 


early for an ever better '56! 


SERVICE TIP from the Du Pont Cooling System Manual* 


Here’s how to check a thermostat: remove thermostat. . . clean by 
flushing with water. Read opening temperature (marked on valve 
face, side or bottom) and hang thermostat in a deep pan or other 
container filled with water. Heat water, measure temperature with 
a thermometer, and note when valve starts to open. If the thermo- 
Stat opens at a temperature more than 10° higher or lower than 


marked, replace it. 


*This 44-page manual is available from Du Pont at the low cost of $1.95. It 
contains everything you need to know about the automotive cooling system. 
Send your check to the address below. Du Pont will pay shipping costs. 





Nemours 2420-A, Wilmington 98, Del. 
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ZERONE’ and 


ZEREX’ 


ANTI-FREEZE 


BETTER THINGS FOR BETTER LIVING ... THROUGH CHEMISTRY 








ownership, the firm, which handles 
Chevrolet-Oldsmobile-Cadillac, will 
be known as Grier Motor Co. Grier 
formerly was with Miller-Kidder 
Motor Co. at Sioux City, Ia. 


* * * 


Ranes Adds Willys Jeep 
To DeSoto-Plymouth Deal 


Appointment of Ranes Motors, 
Ine. (DeSoto-Plymouth), Dallas, as 
authorized retail dealer for the 
Willys Jeep line of commercial ve- 
hicles has been announced. 


Ranes will operate the Jeep deal- 
ership as a separate division, ac- 
cording to George Ranes, president. 
It will continue its DeSoto-Plym- 
outh operations as another division. 
Paul Gorham will act as general 
manager of both with L. H. John- 
son jr. in charge of Willys retail 
sales. 


8 New Dealerships 
Sign Franchises 


With Nash 


Eight new Nash dealerships have 
signed franchises, it has been an- 
nounced. They are: 


Leslie R. Sebring, Morgan Coun- 
ty Nash, Inc., Jacksonville, IIL; 
Charles and Savino B. Trione, 
Waverly Nash Sales. 1066 N. 40th 
St., East St. Louis, Il. 

William D. Reynolds, Bill Rey- 
nolds Co., Branson, Mo.; W. and 
E. D. Leiske, Mantica, Calif.; Lorin 
D. Lacey, 298 Pearl St., Monterey, 
Calif. 

Samuel Myers, president. Cantree 
Sales, Inc., Smithton, N. Y.; IL A. 
Buechner, Cross Plains, N. Y., and 
Frederick C. Oswick and Lewis L. 
Johnson, Olean Nash, Inc., 1606 W. 
State St., Olean, N. Y. 


* * * 


Coons Signs with GMC 


Coons Sales & Service, Cobleskill, 
N. Y., has been appointed a GMC 
dealer. Willard R. Coons is owner. 


* * = 


Dodge Signs 8 Dealers; 


Only Three Are Duals 


Dodge has announced that it 
has signed eight new dealers. 
Three are Dodge-Plymouth and 
truck deals, the others are ex- 
clusive Dodge tar and truck 
franchises, Dodge said. 

They are Holt-North Holly- 
wood Co. (Dodge-Plymouth), 5949 
Lankershim Bivd., North Holly- 
wood, Calif.; James E. Mizell, Inc. 
(Dodge), 623 Center St., Taft, 
Calif.; Hardy Motor Co. (Dodge), 
Beach, N. D.; Price Motors Co. 
(Dodge), 1010 Broad St., Newark, 
N. J.; Tunimac Motors, Inc. 
(Dodge), Laurel Ave., Northport, 
N. Y.; Lou Bielli Motors, Inc. 
(Dodge), 2036 S. Park Ave., Buf- 
falo; Main Street Garage (Dodge- 
Plymouth), Main St., Hindman, 
Ky., and Aikin-Case Motors 
(Dodge-Plymouth), 243 West St., 
Healdsburg, Calif. 


* * x 


W. W. Truck Sales Opens 


Carl Wendel and Glenn Wagner 
have opened W. W. Truck Sales 
(International-Harvester), Warsaw, 
Ind. 


* as * 


Haskin, Inc., in New Home 


C. L. Haskin, Inc. (White), has 
moved into new headquarters at 
701 W. Westwood Ave., Toledo. 


* * * 


Mercury for Nutmeg 


Nutmeg Auto Service, West Hart- 
ford, Conn., has been appointed a 
Mercury dealer. William Fetzner 
is owner. 

+ * 


Wolfe Ford Opens 


Wolfe Ford Sales has taken over 
the Ford franchise in South Port- 
land, Me., formerly owned by the 
late Henry J. Boland. 


* * * 


Laursen Buys Goodhue 


Goodhue Motors (Ford), Pine 
Island, Minn., has been taken over 
by Russ Laursen and is known as 
Laursen Motors. Laursen formerly 
was associated with Milltown Mo- 
tors and Tresven Auto Co. in Mill- 


town, Wis. 
a * x 


Paugh Buys Pontiac 
Jim Paugh, who has been gener- 
al manager of Goffe Motor Co., 
Pueblo, Colo., the past 12 years, 
has purchased Chief Pontiac Co., 
(Continued on Page 27, Col. 1) 
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Across the Nation... 








Auto Dealer Changes 


(Continued from Page 26) 


211 N. Seventh, Salina, Kans. The 
firm’s name now is Jim Paugh 
Pontiac Co. 

Clark Coburn, owner of the com- 
pany the past eight years, has 
announced no plans for the future. 

+ * * 


Buntings Sells to Hudson 


Buntings Pontiac, Clatskanie, 
Ore., has been sold to Ward Hud- 


son, St. Helens, Ore., and Oren 
Tweet, Wesport, Ore. 
* * + 


Studebaker Signs Fraser 

William A. Fraser has been ap- 
pointed a Studebaker dealer in 
Bend, Ore., and has opened at 
134 Greenwood Blvd. as Fraser 
Motors. 

+ aa * 
Preston Opening Held 


An open house has been held for 
Preston Auto Co., a new Hudson 





dealership in Bluffton, Ind. Kenneth 
Preston is the owner and manager. 
« * + 


O’Neal Buys L-M Deal 


Dutch O’Neal, who owns a Ford 
dealership in New Orleans, has pur- 
chased Ark-Lin Motor Co. (Lincoln- 
Mercury) in Little Rock, Ark. Oren 
L. Adams will manage the Little 
Rock company. 


* * * 


Cave City Sold 


Cave City Motor Company, Cave 
City, Ark., which started in 1924, 
has been sold by founder W. F. 
Laman and associates to Jack 
Patterson of Maxsville and Owen 
J. Laman of Cave City. The name 
of the firm has been changed to 
Cave City Ford Sales Co. 


* * * 


Montgomery Buys Bradley 

H. P. Montgomery has purchased 
G. W. Bradley Motor Co. (Buick), 
Independence, Mo. He formerly 
was associated with his brother, 
Elbert Montgomery, as coowner 
of Montgomery Motor Sales Co. 
(Cadillac-Olds), Lebanon, Mo. 


* * * 


Nielson Buys Big Horn 


DeMar Nielson has purchased 
Big Horn Chevrolet Co., Worland, 
Wyo., from Earl T. Bower. The 
firm will continue to operate as 
Big Horn Chevrolet Co. 


* x * 


Feeser Buys Out Hiser 


John Feeser has bought the inter- 
est held by Walter Hiser in Hiser- 
Feeser, Inc. (Ford), 3902 N. Illinois 
St., Indianapolis. Margaret Brinkley 
will serve as secretary-treasurer of 
the dealership. 


* * * 


Paden Takes Zang L-M 


Paden Motor Co., Jefferson City, 
Mo., has taken over the Lincoln- 
Mercury deal formerly operated 
by Frank Zang, who has opened 
a@ new company to sell Mercurys 
in St. Louis. Members of the new 
company are John Paden, Jack 
Brumback and Otto Ortmeyer. 
Paden and Ortmeyer formerly 
were with Sexton Motor Co. 
(Ford), and Brumback was with 
Todd-Hogue Ford Co., California, 
Mo. 

oe * 


Car Imports Opens 


Car Imports, Inc., a new foreign 
and sports car sales and service 
firm has opened in Seattle’s Belle- 
vue district. It is headed by William 
H. Blackford and Raymond H. 
Rairdon, president and vice-presi- 
dent. 


* * * 


Commercial Takes GMC 


Commercial Truck Sales, Rose- 
berg, Ore., has been granted a 
GMC franchise. Frank W. Wick- 
ham is manager. 

+ * * 


3rd Hammes Takes Over 


Gerald G. Hammes has taken 
over ownership of the Romy 
Hammes Co. (Ford), 227 N. 
Lafayette Blvd., South Bend, as 
the third generation of the 
Hammes family to become a Ford 
dealer in the last 50 years. Jack 


Guzicki, service manager, and W. 
H. Fisher, parts manager, have 
been with the dealership for 28 
years and will continue under the 
new ownership. 

* * ok 


Golden Ford Opens 


Golden Motors, Inc. (Ford), has 
opened at 1018 Washington, Golden, 
Colo. Officers of the firm are Lou 
Dubravac, president, and Edward J. 
Dubravac, vice-president. 

aa * * 


Barnwell-Moore Pontiac 


Opens in Montrose, Calif. 


A new Pontiac dealership has 
been opened in Montrose, Calif., 
according to H. C. Pratt, Pontiac 
zone manager. Hugh C. Moore is 
president, and John Barnwell sec- 
retary-treasurer. The new firm has 

















Bendix* Folo-Thry Starter Drive ge Bendix* Aytomotive Electric Fuel Pump € Stromberg* Carburetor 
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been named Barnwell-Moore Pon- 
tiac. Until its new showroom is 
completed, the firm is operating 
from a “tepee.” 

* * + 


Gunn Olds in New Home 


Gunn Oldsmobile, Inc., San An- 
tonio, has moved into its new build- 
ing at Olmos Drive and San Pedro 
Ave. C. C. Gunn is president and 
general manager of the dealership. 

+ * * 


Von Davidson Opens 


Von Davidson Auto Sales has /|- 


held a grand opening at its new 
location in Albuquerque, N. M. 
* * + 


Packard-Clipper Lists 


10 New Dealerships 


The appointment of 10 new 
dealerships has been announced 
by Donald R. Stuart, general 
sales manager, Packard-Clipper 
division. The new dealerships are: 

City Motors, Brookfield, Mo.; 
Miller Motors, Napa, Calif.; A. 
Grobecker, Greenfield, Mass.; 
Johnson Motors, Iron River, 
Mich.; Thaler Motors, Inc., Brook- 
lyn, N. Y.; Shikles Motor, Jeffer- 
son City, Mo. 

Mallory Motor Co., Thomaston, 


~ 
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“_and newly engineered with 
jet-action lining—a lovely hat, 
Mrs. Jones—gear housing—” 





Ga.; Penrose Garage, Inc., S. Bur- 
lington, Vt.; Vizard Motor Sales, 
Decatur, Ind., and Smith’s Tri- 
angle Motors, Cumberland, Md. 
* * * 
Allen Shifts Dealership 
Fred F. Allen, a Grand Prix 





competitor and dealer in sports 





27 


cars, has closed his Sports Car 
Sales, Inc., in Pittsford, N. Y., and 
opened F. A. Sales, Inc., in Roches- 
ter, N. ¥. He said he will con- 
centrate on Volkswagen sales, 
while continuing service for all 
sports cars. At Pittsford, he also 
handled MG, Mercedes and Austin- 
Healey, among others. 

od * + 


Johnson to Retire 


Henry L. Johnson, who has 
been an auto dealer in Utica, 
N. Y., for 30 years is retiring soon 
because of poor health. He sold 
Hudsons until 1935 when he 
switched to Dodge-Plymouth. 


* * * 


Mid-State Motors Opens 


A new Ford dealership, Mid-State 
Motors, has been opened at 3535 N. 
Ashland Ave., Chicago. 


© + * 
Allen Gets Pontiac 
Nick Allen, operating as Allen 
Motor Co., is the new Pontiac dealer 
in Virginia, Minn. 
* * * 
Jacobson Opens Doors 
Jacobson Motor, Inc., is the new 


Pontiac-Buick dealership in Austin, 
Minn. A. R. Jacobson is the dealer. 


_ performance 
proven by millions 


of installations 


You're right from the start when you specify 
Bendix Folo-Thru Starter Drive. 


ECLIPSE MACHINE DIVISION 0, Gende” 


@ “No Kick-Out” feature wins overwhelming approval 
from car, truck and tractor manufacturers 


Although a comparatively new advancement in starter drive 
design, the Bendix* Folo-Thru Drive has already proven 

itself in millions of installations to be the most efficient starting 
equipment under all operating conditions. 


The Folo-Thru type is specially designed to follow thru 

the weak explosions until the engine actually runs on its own 
power. Thus, quicker and more dependable starts are 
assured even under the most extreme weather conditions. 


AVIATION CORPORATION 


ELMIRA, NEW YORK 


Export Sales: Bendix International Division, 205 East 42nd Street, New York 17, N. Y. 


Costs less—tike the millions of Bendix Starter Drives manufactured for the 
industry, the new Folo-Thru Drive requires no actuating linkage, and the less expensive 
solenoid may be placed in any convenient position. Result is lower installation and 
maintenance costs. Complete detailed information is available on request. 


*REG. U.S. PAT. OFF. 
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Here is the fast-rising automobile air conditioner with up-front 
cooling that reaps rewards in customer appreciation as well as 
profit. Because it can be transferred easily, economically from 
car to car, it means that depreciation on the line is on.the run. 
It can mean future new car sales, a “clincher” in many fleet 
contracts and a premium that means no great cash outlay. Your 
letterhead or post card will bring you full information. 


AUTO AIR CONDITIONERS 
ebilette with the Warner Magnetic Clutch 
MOBILAIRE MANUFACTURING COMPANY 

a Division of the National Gas Equipment Co., Ine. 


Denison, Texas 














TRY THIS AMAZING NEW 


MIRROR ON YOUR OWN CAR! 


See why you’ll want fo install it 
on all your better models for 


BIGGER PROFIT! 


It’s the mirror with the gearshift—the E-Z-I® 3-Way Mirror. 
An extra accessory loaded with sales appeal! And profit! 

It assures strain-free vision and safer, more relaxed 
driving night and day. With the control knob in daylight 
position (1), you get a restful yellow-green reflection. In 
normal night position (2), reflection from headlights be- 
hind is substantially reduced. When headlights behind are 
on blinding high-beam, shift to (3) and they’re tamed. 

Yet you see clearly to judge speed and distance of cars 
behind. Less blocking of forward vision than with ordinary 
mirrors. Safer because of shatter-resistant backing on glass. 


No other mirror approaches it. Try one on your personal 
car. You’ll soon be equipping your better models with them. 
To order one—or more if you wish—write on your dealer 
letterhead specifying car make and model. Sold to fran- 
chised dealers only. 


: Standard size—8 " wide, $8.00 list. 
King size—10.3”’ wide, $9.95 list. Dealer discount 40% 3 





3. High-beam Glare Reduced 


E-Z-1 3-WAY MIRROR 








i O LIBERTY MIRROR DIVISION 
ig Libbey-Owens:Ford 
GLASS BRACKENRIDGE, PA. 
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Sales Conditions in Various Areas... 





Auto Market Reports 


Buffalo 
Improved new-car sales are being 


noted by some dealers in the Buf- 
falo area. 


This follows a sharp and sudden 
drop that began late in 1955. But 
comparisons with 1955 figures gen- 
erally show declines. 

Chevrolet sales the first 10 days 
of February jumped more than 50 
percent above the same January 
period in some sections. 

A major Ford dealer reported 
sales 25 percent better than in Jan- 
uary. The Plymouth trend was not 
as clearly defined. One large Plym- 
outh dealer reported an upturn 
with the help of strong promotional 
effort, while another noted a slight 
downturn. 


One large Buffalo dealer re- 
ported sales of 40 new cars and 
63 used cars in the first four 
| days of a February week and 
said this volume topped the cor- 
responding week a year ago. 
Previously he had been running 
behind or just about matching 
1955 figures. 

Few dealers said they expect to 
equal their 1955 volume during 
| March. A number of dealers report 
| they are still continuing to lag be- 
hind 1955 sales figures and are not 
optimistic about overtaking these 
sales objectives. 

The trade as a whole looks for 
a pickup in business with arrival 
of warm weather, but few dealers 
believe 1956 will be as big a year 
as 1955. They are adjusting their 
|sales goals accordingly. —(George 
|E. Toles.) 





* * * 

Clevelan 
Commercial vehicle sales paced 
automotive transactions in the 


Cleveland area for the week ended 
Feb. 18, according to figures re- 
leased by Leonard Fuerst, clerk of 
courts. 

New-truck sales were 102, about 
50 over the same week a year ago, 
but slightly under the previous 
week. Used-truck sales of 56 were 
ahead of the same week a year ago 
as well as the previous seven-day 
period. 

In new-car sales, total of 1,433 


ahead of the previous seven days. 
—(Sanford Markey.) 
* 


€ * 


Ottawa 
| Most new-car dealers here are not 


|more sales than they expected in 
view of the widespread publicity 
being given now to discounting in 
nearby cities. 

“Business picked up since the 
end of the GM strike and we’re 
getting the biggest number of 
enquiries for new cars that we’ve 
had for many weeks,” said the 
sales manager of one firm, add- 
ing, with emphasis, “but we have 
to fight for it.” 

Another dealer said that he has 
told his salesmen to sit down and 
talk it over patiently when cus- 
tomers come in asking for a major 
discount. 

“Only today,” he said, “a cus- 
tomer came into our showroom 
and told us how he was offered 
a $300 price cut off a new car by 
another dealer in a nearby city. 
However, after he was explained 
what he is getting, he was sold 
one of our cars. The whole deal 
took less than an hour.” —(M. L. 
Schwartz.) 





* * * 


Milwaukee 
New-car registrations in Milwau- 
kee picked up in February after 
getting off to a shaky start with 
the worst January showing since 
1954. . 
A total of 1,340 new-car regis- 


Minden, Anglen and Caylor 


Form M. A. C. Mercury Deal 


Three businessmen of Osawa- 
tomie, Kans., have formed M. 
A. C. Motor Co. (Mercury). The 
owners are Melvin Minden, Ray- 
mond Anglen.and Everett Cay- 
lor. This is the first Mercury 
dealership in Osawatomie. Caylor 
is manager. 


‘ 


was under the previous week, while | 
used-car sales of 1,656 were well | 


shaving prices but are completing | 


trations were listed for the first 
half of February, compared with 
a full-month total of 1,769 for Jan- 
uary. At that level, January trailed 
the previous month, December, by 
58 percent. 

Chevrolet ran counter to the 
January trend, registering more 
cars than it did in the same 
month of 1955 and moving out 
ahead of Ford. 


New-car registrations in January 


Pure Oil Trophy 


To Ford Division 


CHICAGO. Pure Oil Co’s. 
Manufacturer’s Trophy, which goes 
to the company amassing the most 
points during NASCAR’s Speed- 
week events at Daytona Beach, Fla., 
has been presented to Ford division. 


Receiving the award was W. E. 
Burnett, executive engineer, Ford 
car engineering. It was presented 
by Lisle Sweet, Pure Oil’s retail 
marketing vice-president. 


By Joseph M. Callahan 
Staff Writer 
DETROIT.—During a period of 
slow sales, two attractive sales- 
women have given Dameron Motor 
Sales, (DeSoto- 
Plymouth) a 
boost by moving 
into second and 


its sales staff of 
eight. 

In November, 
Mrs. Corrine 


second place by 





Lyda Hood 


third by selling seven. Both women, 

who are in their mid-thirties, sold 
eight in October. 

Mrs. Hood, a former secretary, 
| joined Dameron several months 
after completing an Alemite “Gas- 
kets and Glamour” course held at 
|the dealership to acquaint women 
|with the workings of an automo- 
bile. 

She said, “It’s really been en- 
joyable. We do most of our work 
in the showroom and the biggest 
problem for me is the bartering 
—almost everyone’s main inter- 
est is what kind of a deal you 
can give them. Everyone that 
comes in has been to at least six 
other places. 

‘T’ve found that men don’t drive 
as hard a bargain as women. Some 
of these women are pretty tough 
bargainers. Although, in two cases 
I sold cars to couples by appealing 
directly to the woman.” 

Mrs. Schwartz, who formerly 
managed an interior decorating 
store, said she joined Dameron 


Mexico Refuses 


Car Price Hike 


MEXICO CITY.— Mexican auto 
and tire companies have lost their 
campaign to induce the Govern- 
ment to permit 20 percent price 
hikes to compensate for the devalu- 
ation of the peso. 

Prof. Raul I. Simancas, director 
general of prices, said the Govern- 





third place among} 


Schwartz took} 


selling eight cars| 
and Mrs. Lyda| 
Hood came in| 


were: Chevrolet, 380; Ford, 352; 
Buick, 258; Oldsmobile, 179; Plym- 
outh, 115; Mercury, 93; Pontiac, 
80; Dodge, 75; DeSoto, 50; Nash, 
46; Cadillac, 46; Chrysler, 24; Lin- 
coln, 21; Hudson, 19; Studebaker, 


16, and Packard, 11.—(John E. 
Hubel.) 

* + t 

Omaha 


Once again Chevrolet outsold all 
other makes in the Omaha market 
during January. 

Chevrolet registered 385 new cars 
in January, compared with 279 for 
second-place Ford. Buick, in third 
with 171, was only four cars ahead 
of hard-pressing Plymouth, which 
registered 167. Pontiac was in 
fifth with 103 registrations. 

Total registrations for January 
were 1,475. 

Several new gimmicks have been 
added here. One group of dealers 
gives a popcorn popper with each 
test drive. Another gives a cigaret 
lighter with every tradein ap- 
praisal.—(Arthur R. Oleson.) 








‘Gaskets and Glamour’ Grads .. . 





Women Spark Sales 


| because “I just got tired of selling 
|wall paper and I’ve found selling 
|cars much more interesting.” 

| Explaining her selling technique, 
Mrs. Schwartz said, “When a cus- 
tomer comes in I give him a big 
greeting. I ask him what kind of a 
car he’s driving and what kind he 
might be interested in. 

“I make a big effort to try sell 
him a car from stock, taking him 
to the lot and showing him those 
we have on hand. 

“Then I coax him into taking 
a demonstration ride — almost 
every prospect will at least agree 
to take a ride. Casually, I'll drive 
the car away from the curb, dem- 

onstrate the push-button trans- 

mission and then I slide over and 
let him try it.” 

She brings the customer back 
and begins talking price. She also 
|agrees that the “figure is the big- 
| gest factor in selling cars.” 
| Charles J. Dameron, head of the 
| firm, has cautioned both women to 
| be careful and look the prospect 
|over before going on a demonstra- 
| tion ride. 

Says Dameron, “If a dealer can 
|find women with the proper back- 
|ground, I think it’s worth trying, 
| particularly if there’s a shortage of 
|salesmen, as there is in Detroit. 
These women have turned out very 
satisfactorily for us. 

“But you have to pick high cali- 
ber women because the public is 
extremely critical. You have to 
make sure you don’t get any fast 
operators.” 


ment had made an exhaustive study] | a 


of the question and concluded 
that the companies should be able 
to sell profitably in the present 
market because their costs are in 
pesos and not dollars. 

He added that these firms have 
been granted the use of facilities 
by the Government and that they 
enjoy excellent tariff protection. 

The manufacturers then with- 
drew their petition for a price 
increase and requested that their 
representatives be allowed to par- 
ticipate in the Government’s probe 
of ways to cut the prices of cars 
jand prices. 


A New Saleswoman— 


Mrs. Corrine Schwartz, one of two new 
saleswomen hired at Dameron Motor 
Sales (DeSoto-Plymouth) in Detroit, getting 
acquainted with the record player in the 
‘56 Plymouth. Homer Lamb, sales mana- 
ger, looks on. 
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More Firms Get Together owe 


On the Merger Front 


DETROIT. — Purchase of the 
assets of Tracto-Lift Co., Kansas 
City, has been announced by N. D. 
Ely, president, L. A. Young Spring 
& Wire Corp. 

The company manufactures 
Tracto-Lift, a fork truck designed 
for moving bulky materials over 
rough or muddy terrain. Produc- 
tion has been transferred to 
Young’s Ottawa (Kans.) steel di- 

vision. 

Other recent mergers, acquisi- 
tions and consolidations concerned: 


Eaton Mfg. Co. 


Eaton Mfg. Co., Cleveland, has 
acquired Automotive Gear Works, 
Ine., Richmond, Ind., through an 
exchange of stock, according to H. 
J. McGinn, Eaton president, and 
Cc. E. Hamilton, Automotive Gear 
president. 

Eaton will operate the Indiana 
firm as a subsidiary. Hamilton will 
continue as president and G. W. 
Frame as general manager. 


Pressed Metals 


Shareholders of American Ban- 
tam Car Co., Butler, Pa. have 
voted to merge with Pressed Metals 
of America, Inc., Port Huron, Mich. 
The new firm will adopt the Pressed 
Metals name. 


John D. Leighton, Pressed Metals 
president, and his father, John W. 
Leighton, board chairman and vice- 
president, will continue in those 
posts in the new operation. Bantam 


Excise Tax Cut 


In Canada Urged 
By GM’s Wecker 


OTTAWA. — The need for Cana- 
dian Government assistance for the 
automobile industry in its efforts to 
benefit further 
Canada’s pros- 
perity, has been 
stressed by Wil- 
liam A. Wecker, 
president of Gen- 
eral Motors of 
Canada, who pre- 
dicts another rec- 
ord year for GM 
despite the long- 
est strike in Can- 
adian auto his- 
tory. 

Wecker called for abolition of, or 
at least a sharp cut in, the 10 
percent excise tax now imposed on 
automobiles. Such a tax reduction 
would accelerate the sale of cars 
which would lead for the rest 
of Canadian industry to another 
record-breaking year, he said. 

“The passenger automobile is in 
itself a creator of economic activ- 
ity, employment and purchase of a 
multitude of goods and services,” 
Wecker said. 

He said that Canadians have rear- 
ranged their whole lives, cities, bus- 
inesses and homes to accommodate 
the automobile so that it in turn 
would accommodate them. 

He predicted that the record of 
more than 451,000 vehicle sales in 
1955 could be exceeded this year. 


Plymouth, Fargo 
To Fete Cabbies 


DETROIT.— The Plymouth and 
Fargo divisions of Chrysler Corp. 
will play host to some of America’s 
top taxicab drivers June 3-5 on a 
visit to Detroit. 

The Four-Star Drivers, to be 
chosen by the taxicab industry, also 
will receive cash awards. 

John P. Mansfield, president of 
Plymouth, noted that 24 drivers 
were honored last year. The number 
will be larger this year, he said. 

The drivers will be chosen by an 
awards committee on their records 
of service, citizenship, courtesy and 
safety. The awards committee will 
be made-up of representatives of 
the American Taxicab Assn., the 
National Assn. of Taxicab Owners 
and safety groups. 

N. W. Seidel, vice-president of 
Fargo, and G. E. Brugman, Plym- 
outh director of fleet sales, are 
coordinating chairmen. 





W. A. Wecker 





More than 100,000 persons read AUTO- 
MOTIVE NEWS every week! 


shareholders also voted to sell the 
firm’s Butler plant, idle the past 
year, to Armco Steel Corp. 

In East Detroit, Mich, Acorn 
Products Corp. has been reorgan- 
ized as Acorn Products division of 
Pressed Metals, its parent company. 


American Brake Shoe 


American Brake Shoe Co., New 
York, has announced consolidation 
| of its American Brakeblok and Sin- 
|termet divisions. The new division 
|is operating under the American 
Brakeblok name. 

M. B. Terry continues as presi- 
dent of American Brakeblok divi- 
sion, and D. K. Rennie continues as 
operations vice-president. Sales will 
be under the direction of J. D. 


Hinton. 
Union Carbide 


Silicones division, Union Carbide 
& Carbon Corp., New York, has 
been formed to manufacture and 
market silicone products. 

The new division will assume re- 











sponsibilities in the silicones field 
formerly handled by Linde Air 
Products Co. Silicones which have 
been marketed under the Linde}: 
trade mark now will be called 
Union Carbide Silicones. 

William B. Humes, vice-president, 
Union Carbide, Canada, Ltd., has 
been named president: of the new 
division. T. J. Coleman, general 
manager of the Linde silicones de- 
partment, has been appointed gen- 
eral manager. 


Rotary Seal 


Muskegon Piston Ring Co., Mus- 
kegon and Sparta, Mich. an- 
nounced last week acquisition of 
Rotary Seal Co., Chicago. Rotary 
Seal makes shaft seals for use in 
diversified fields. 


R. C. Haskins 


R. G. Haskins Co., Chicago, man- 
ufacturer of flexible shaft grinding, 
polishing and capping equipment, 
has announced the purchase of N. 
A. Strand division, Franklin Bal- 
mar Corp. 

Strand, which manufactures 
equipment similar to Haskins’, will 
be operated as a wholly owned, in- 
dependent subsidiary. E. P. Grismer 





Stanfrank Opens New Sales-Service Center— 


Hundreds turned out for the grand opening of the new sales and service center at 
| has been appointed Strand general | Stanfrank of Seaford (Lincoln-Mercury), Seaford, L. I., N. Y. Those attending were 
| manager. He will continue as Has-| treated to a stage show and hundreds of “Lucky Money” balloons released from a 





| kins chairman. fishnet. 





Carburetor Service is a Science... 









College of 
Carburetor 
Knowledge... 
Ready to Serve You! 


Higher learning means higher earnings! 
You can’t stump the experts on carburetion 
service. But you are the expert when you 
finish the complete course now being 
offered at GM Training Centers throughout 
the country. Factory-trained technicians, 
using up-to-date methods and materials, 
teach you the fundamentals of today’s ‘ 
highly specialized carburetor design . . . 

the fine points of service that make you 
master of Rochester Carburetor jobs. 

Take advantage of this opportunity to 

learn more... and earn more! Write the 
United Motors Service distributor in 

your area for further information, today! 
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ROCHESTER PRODUCTS DIVISION, GENERAL MOTORS CORP., ROCHESTER, N.Y. 
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a highways — over 
which some 60 million of us in 
the twelve months just ended drove 
our motor vehicles, though we 
killed more than 35,000 persons and 
injured some 750,000 others—are 
human arteries. They are not just 
concrete, gravel or packed clay rib- 
bons across our cauntry. 

Fifty-four thousand communities 
in the United States have no rail- 
road connection at all. Roads must 
serve them completely. If a high- 
way is not an all-weather road, a 
child—or father or mother—may 
die, because the doctor cannot get 
there in time. 

Our American highways carry 
food to the markets and our 
tables, milk to our children and 
our children to school. They are 
the magic threads to relaxation 
and vacation. They widen hori- 
zons and bring people together 
for a better understanding of 
each other. They unite the United 
States. 

And, the highway has quite a 
history. 

+ * * 

QWWHEN Hannibal crossed the Alps 

to descend on Rome, he poured 
hogsheads of vinegar on the rocks 
to make a roadway for his troops 
and his elephants. First, the Cartha- 
ginian general heated the boulders 
with huge bonfires. 

The cold vinegar made the hot 
rock contract quickly—and crumble. 
Cold water would have been as 
good. But they knew nothing then 
about the physics of heat and cold. 

While Hannibal was having his 
vinegar on the rocks the Romans 
were busy building the Appian 


Attention 
Auto Dealers!! 
J-u-s-¢ P-u-b-I-i-s-h-e-d 


Complete Book containing 
true Factory invoice prices of 
ALL 1956 Automobiles includ- 
ing list and price of all major 
accessories. 


@ COMPLETE 
@ CONCISE 
@ ACCURATE 


[= A Must for Every 
Dealer in The Automotive 
Field 


Save Time! Save Money! 


Price .. . $5.00 


Send for your copy Today 
Enclose Check or M.O. 


AUTO COSTS 
PUBLICATIONS 


Box 224 New York 1, N. Y. 


Quick Change 


Dealer License Plate Holder 


Guaranteed 


Safe, fast and easy to use. 
Holds license plate secure to 
slotted bumper, plain and 
channel brackets. 

$1.00 per set of 4 

L. J. HOWARD 

2154 9th Street Akron 14, Ohio 
(JOBBERS WANTED) 
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Way. Portions of it still exist 
today. In the palmiest days of the 
Roman Empire 50,000 miles of 
roads fanned out from a golden 
pillar in the center of Rome as 
far as the heel of Italy’s boot. 
Rome’s greatest gift to civilzation, 
next to law, was the art of road- 
building. 

When they built the Appian Way 
they ran into the Pontine Marshes. 
Twenty-three centuries later Musso- 
lini made his biggest bid for popu- 
larity by draining them. Today’s 
Italian road system is notable for 
its adaptation to strategic military 
use, 

The saying that all roads lead to 
Rome was literally true for the 
Romans during the Third Century 
B. C. They didn’t know that on the 


other side of the world the Chinese | Potala Palace, home of Tibet’s 
Emperor, Tsi-Shi-Whang Ti had/| Dalai Lama, during a ceremony 
become a national hero by building! marking the completion of two 
roads and starting the Great Wall| roads linking Tibet with Red China 


of China, 1,400 miles long with a 
13-foot wide road along its ridge. 
* * + 
A FEW weeks ago on the other 
side of the world from America, 
350 trucks parked outside Lhasa’s 


L. A. DeSoto Service Club 


Elects Gillam President 


LOS ANGELES.—The Los An- 
geles area’s newly formed DeSotto 
Dealers Service and Parts Mana- 
gers Club has elected Tom Gillam, 
Redondo Beach, as president. 

Vice-president is Al Green, San 
Fernando, and secretary-treasurer 
is Spence Krager, Pasadena. 


. . . 2,722 miles and crossing 14 
mountain ranges and 100 rivers... 
human cost: 500,000 laborers for 
three and one-half years — 50,000 
dead from accidents, exhaustion 
and cold. 

Kinda makes you wonder if the 
American Road Builder’s Assn. 
didn’t have something when at their 
54th annual convention they 
stressed the importance of Federal 
aid to roads as a national defense 
measure. 

So far American highways have 
been a result of the peaceful de- 
mands of pleasure, the national 
economy and the rapid modern- 


ization of motor vehicles — not 
| military expediency. 

Take a look at a map of the 
world. There’s a lot of blue water. 
Those blue barriers gave us time 
to develop into the world’s leader. 
But today, largely because of our 
own contributions to transportation 
|and communication, the beautiful 
| blue seas are no longer much pro- 
| tection against aggression. 
| P. S. Wa-ll, Elizabeth Arden was 
merchandising her high-powered, 
| high-priced aids to beauty in the 
|heart of Tibet, long before Lowell 
| Thomas got there. So, asking for 
| permission to enter Tibet was like 
asking for the moon, even before 
| the Communists took over. Maybe 
| the State Department ought to get 


' into a huddle with Elizabeth Arden. 


SPICER ENDS 


Spicer Thornton POWR-LOK Keeps Power 


CER THORNTON 
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ONTROLS "WILD WHEELS” 


Cee ie) CO) R Oe 8 























AUTOMOTIVE NEWS, MARCH 12, 1956 


31 





Lawsuits Affecting Dealers ... 





Court Decisions 


By Leo T. Parker 
Attorney at Law 

UITE a few inquiries have been 

received from automobile deal- 
ers and officials of finance com- 
panies regarding validity of sale 
by auction of a repossessed automo- 
bile. 

An automobile dealer in Miami 
wrote: “Last month we sold a 
repossessed automobile at an 
auction sale having only a very 
few bidders. There was a defici- 
ency of $600 between the amount 


due and the sale price. Can we 
collect this deficiency from the 
defaulted buyer? 

“He claims the auction sale was 
not fair because of so few bidders. 
Also, this buyer claims we promised 
him verbally to not foreclose with- 
out giving him four weeks notifica- 
tion. Is this testimony likely to 
cause us to lose the suit, as we 
foreclosed 10 days after default?” 

A higher court decision has rend- 
ered answers to all these questions. 
For example, in Bowden vs. Part- 


ner’s Finance, 278 S. W. (2d) 866, 
the testimony showed facts as fol- 
lows: 

Bowden purchased a 1950 model 
used Studebaker automobile from 
Patton Brothers, a dealer. He de- 
sired to finance this automobile 
with appellees, Partner’s Finance, 
which refused to finance the auto- 
mobile without an additional maker 
on the promissory note. 

+ + + 


3 Payments Made 


eo finally induced Merrell 
to execute the note for the 
automobile as a joint maker. Three 
payments were made by Bowden 
who then brought the automobile 
to Patton Brothers. Partner’s Fi- 
nance was advised and took 
possession of the automobile. Then 


Partner’s Finance, in an auction 
sale, sold it under the provisions of 
the chattel mortgage and sued 
Merrell for the balance due on the 
note. 


Merrell defended the suit on 
two grounds. First, he contended 
that the auction sale was not 
legal because only three persons 
or bidders attended the sale and 
that, under such circumstances, 
the price at which the automobile 
was sold was not its true value. 


The higher court refused to agree, 
saying: “Upon the issue of whether 
the appellee (Partner’s Finance) 
conducted a fair sale of the Stude- 
baker automobile, Bowden was 
behind in his payments and Part- 
ner’s Finance sent out notices of 
the impending sale of the automo- 





SPICER PRODUCTS: 


Geared to BOTH Driving 


HE Thornton POWR-LOK principle is 

another in the ever-growing list of safety- 
and power-transmission innovations developed 
by Dana engineers and Dana resources. It is 
a new concept of controlled driving-wheel 
power ... the most revolutionary rear axle 
design in volume production since the inven- 
tion of the differential itself! 


The Thornton POWR-LOK Differential in Spicer 
Axles now makes possible the automatic deliv- 
ery of controlled torque to BOTH driving 
wheels under all tractive conditions, and ends 
“wild wheels” often occurring in ordinary axles. 


No more “wild wheels” that spin uselessly in mud, 


















a 


Wheels! 


ice, sand or snow. The Thornton POWR-LOK 
Differential enables the wheel with the better 
traction to apply the major driving force to 
the road, thereby enabling the vehicle to move. 


No more “wild wheels” that spin at high speed 
when bounced into the air by bumps or holes 
and then come down with sudden stoppage, 
causing dangerous car swerve or destructive 
tire scuffing. 


The Spicer Thornton POWR-LOK keeps deliv- 
ering safe, controlled torque to BOTH wheels 
at all times, adjusting itself instantly to vary- 
ing road conditions, and assuring steady pro- 
pelling action to the vehicle. 


Write for brochure illustrating and describing 
the efficiency and safety aspects of the new 
Thornton POWR-LOK Differential as now 
offered exclusively in Spicer Axles. Available 
for passenger cars, and light and medium- 
duty commercial vehicles. 








bile. The evidence is wholly uncon- 
troverted that there were three 
bidders who appeared at the time 
and place of the sale and that the 
automobile was sold for $100.00 as 
the highest bid made for the same.” 

This court, also stated that the 
holder of chattel mortgage provid- 
ing for private sale of an automo- 
bile is not required to secure an 
adequate price or to have many 


bidders present. 
* * * 


The Appeal Fails 


N OTHER words, it seems to be 
sufficient if the testimony shows 
that the contemplated sale was 
advertised according to state laws, 
irrespective of the number of bid- 
ders who appeared at the sale. 

Further testimony showed that 
the lower court held Merrell per- 
sonally liable to pay $341.41 to the 

Partner’s Finance, which repre- 

sented t he difference between 
what Bowden owned on the car 

and the price at which it was sold. 

Merrell appealed to the higher 
court and requested permission of 
this court to introduce witnesses 
who would testify that before he 
signed the note, certain employes of 
Partner’s Finance verbally had 
promised that if he signed the note 
he would not become bound thereon 
unless he failed to “keep up with 
the whereabouts” of Bowden. 

The higher court refused to listen 
to this testimony saying: “An un- 
conditional written instrument can- 
not be varied or contradicted by 
parol (oral) agreements or by rep- 
resentations of the payee that the 
maker would not be held liable 
according to the tenor of the instru- 
ment.” 


$250,000 Fire Damage 


Listed by 2 Dealers 

DETROIT. — Fire caused an esti- 
mated $250,000 damage at two deal- 
erships last week. 

Thirty new cars were destroyed 
or damaged when a blaze struck 
Judd Motor Co. (Chrysler-Plym- 
outh), Cincinnati. Total damage was 
put at $175,000. A second fire, at 
Randel Chevrolet Co., Panhandle, 
Tex., leveled the building, with dam- 
age estimated at $75,000. 
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driQuik 
INFRA-RED BAKING OVEN 


that does every 
AT Tae al Me a) 






in Your Shop 


3 EASY WAYS TO BUY 
© CASH © EASY TERMS © LEASE PLAN 


Now there’s no excuse for continuing 
to tie up valuable space slowly air dry- 
ing jobs. It’s actually cheaper to bake 
them quickly and get them out of the 
way so twice as much work can- come 
into the shop. This new driQuik oven 
economically and quickly bakes fend- 
ers, hoods, after decks, complete panels. 
It teams up with our Model 16 to cut 
overall baking times in half. Each sec- 
tion of the oven is controlled by an 
individual switch. It rolls on free 
wheeling casters. 


WRITE OR WIRE TODAY FOR A 
DEMONSTRATION 


DRY CLIME 
LAMP CORP 


Greensburg, Indiana 





Mail This Coupon 


Ory Clime Lamp Corp., Dept. D, Greensburg, ind. 
CD | would tke © demonstration on (dete) 
CF Pleore send me more mtormeton on the driQvit leering pion. 


Neme__. pepeantnsiiniantouns vintrcnancin TN, 





; Three out of five are from 20 to 44 years of age Over half a million own their homes-—the largest 
id —in the peak buying period of their lives. audience of home-owners of any full-size New 
ip York newspaper. 





Pe 
- 


More than 600,000 are in the $5,000 to $10,000 They own far more automobiles than the readers a5! 
income group. of any other full-size New York newspaper. | 
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SEND FOR THIS INVALUABLE SELLING AID... | 
h Just off the press is the Journal-American’s analysis of New York 
iy new car registrations for the year 1955. Borough by borough, subur- 
oy ban county by suburban county, this detailed information will show 
i you where new car sales were concentrated in 1955...where to aim 
¥ your selling efforts during the year ahead. | 
iB 
t t Be sure to obtain your copy of this helpful market material by writing | 
Hy er phoning your nearest Hearst Advertising Service representative. | 
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The New York Journal-American Brings 
You Dominant Multiple Home Reader- 
ship Where “Consumerism'" is at its Peak 


oo a huge new buying power loose in America. Some call it ‘‘consu- 
merism.’’ Others say “‘consumer capitalism.’’ Whatever the name, it’s the 
best ‘‘ism’’ ever to hit the country’s economy...the backbone of our present 
prosperity. And New York has more than its share. 


Where are the new automobiles and other products for better living now 
going in volume? To the middle-income families. To the butcher, the baker, 
the candlestick maker. And the decision about what make of new automobile 
goes to what family is invariably a family affair. 


Any economist will verify that New York’s new middle-income market is 
today’s greatest market of opportunity for you. It’s the most concentrated 
on-the-way-up market, looking-for-something-better market in the world. 
And it’s the market you can sell best in the New York Journal-American. 


The Journal-American goes home to many more of these all-important 
middle-income families than any other New York evening newspaper...and 
always has. But better still, for advertisers who want impact, is multiple family 
readership. According to a recent independent survey, the Journal-American 
has more than 1,600,000 readers daily in the New York metropolitan area 
—nearly 500,000 more than New York’s second evening newspaper. 


For more families, more home readers, more new car sales...buy your New 
York advertising on the Journal-American ‘‘family plan.’’ 


You can’t cover New York without the 





NATIONALLY REPRESENTED BY HEARST ADVERTISING SERVICE 











went ae BC oe 





34 


AUTOMOTIVE NEWS, MARCH 12, 1956 








TWIN-SADDLE JACK—The Whiz twin- 
saddle service jack is designed for easy 
positioning in close quarters, and has a 
capacity rating of 1% tons, it is claimed. 
Weighing 77 pounds, the unit is said to 
feature fixed twin saddles, ‘spring tor- 
sion" positioning roller, positive safety 
lock, and a redesigned handle that re- 
duces lifting effort 20 percent. Hein- 
Werner Corp., 1200 National Ave., Wau- 
kesha, Wis. 





VACUUM CLEANER—The Doyle model 
15 vacuum cleaner features a 13-gallon 
tank, and a 400-square-inch inside filter 
bag that is said to prevent dirt from 
packing up. A % h.p. multi-stage motor 
and fan assembly are shock-mounted in 
rubber. The machine can be converted to 
a blower for filtered air, it is claimed. 
Doyle Vacuum Cleaner Co., 250 Stevens | 
St., S. W., Grand Rapids 2, Mich. 

.s 2 »*® 





Two Types of Masking Tape 
Added to Permacel Line 


Two new all-purpose masking 
tapes now are available from Per- 
macel Tape Corp., Highway 25, 
New Brunswick, N. J. 


Designated Permacel 708 and 
Permacel 718, they utilize kraft- 
paper backings, specially processed 
and impregnated to give flexibility 
and internal stretch. 

. o * 


* 





METAL REPAIR KiT—The Permatel kit 
for sheet metal repairs contains 38 square 
feet of Fiberglas cloth, matching quanti- 
ties of Permatel epoxy resin and hardener, 
and rubber gloves. Designed for body 
repair shops, Permatel is similar to mate- 
rials being used in the construction of 
truck delivery bodies, and affords repairs 
to car bodies, it is claimed. Laurens Lab- 
oratories, Inc., P. O. Box 4, Laurens, N. Y. 

og te 


Brake Actuators Designed 
For Emergency Application 
Talco has introduced “Packaged 
Power” brake actuators said to 
provide an independent power sys- 
tem for emergency application of 





air operated brakes should the 
normal air service system fail. 
Simple in design, these actua- 
tors may be readily installed with 
only minor modification to exist- 
ing service braking system, it is 
claimed. Talco Engineering Co., 
Inc., 2685 State St., Hamden, Conn. 


* x * 





SPRAY GUN—The P-CGA spray gun 
features a pressure-cast aluminum gun 
body, stainless steel fluid needle and a 
hardened alloy steel fluid tip. Equipped 
with a one-quart metal cup, it is said to 
produce good spray painting results even 
when operated from a %4-horsepower com- 
pressor. It can be converted from a suc- 
tion-feed type to a pressure-feed gun, it 
is claimed. DeVilbiss Co., 300 Phillips 
Ave., Toledo 1, O. 

+ 


Hand-Powered Rod Cleans 
Plugged Sewers, Drains 


The new Miller Rod House is a 
hand-powered, flexible rod de- 
signed for cleaning out plugged 
floor drains, toilets or wash basins. 

The rod comes in 50, 75 and 
100-foot lengths. A_ catalog is 
available from Miller Sewer Rod 
Co., 4640 N. Central, Chicago 30, 


Ill. 
* 
Ai 


x * 





TIRE PATCH—The Jet vulcanizing patch 
is designed for repair of bruise breaks in 
tubeless tires. The patch is constructed 
to compensate for the elimination of pres- 
sure against the repair which is provided 
by the tube in a conventional tire, it is 
claimed. This construction, combined with 
a specially compounded rubber, causes 


the patch to flex with the tire, eliminating 
the tendency of the repair to pull loose, 
it is said. Available for various types of 
tire injuries up to 1% inches. H. B. Egan 
Mfg. Co., Muskogee, Okla. 





SEAT COVERALL — The Sta-Dri seat 
coverall is made of crystal-clear vinyl. 
Designed to slip over the seat, the cover 
is said to provide full protection from 
food, stains and dirt. Sta-Dri Products 
Co., 147 Sixth Ave., Whitestone 57, L. I., 
N. Y. 
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PLASTIC SIGN KiT—Specially prepared 
for the automotive industry, the Advertis- 
ing Sign Kit is said to consist of easy-to- 
read, interchangeable, self-adhering plas- 
| tic letters and numerals. The kit contains 
| 184 white 6-inch letters and numerals on 
| 8-inch- red plastic backgrounds. Letters 
can be reused to make different signs as 
required, it is claimed. E. Z. Mfg. Co., 
1783 Eastern Parkway, Brooklyn 33, N. Y. 
.° = 





* 











COLOR SELECTOR—Designed by Wil- 
| liam Melish Harris Associates, Greenwich, 
Conn., the Color Selector consists of a 
| shadow box with a built-in light source 
| and uses translucent plastic slides to give 
an actual full-color image, it is claimed. 
The unit is being used by Buick dealers 
to demonstrate 4,913 different blendings 
of exterior paint in one, two or three-tone 
plans. The sales tool is adaptable for use 
|in many product fields, it is claimed. 

ae eee 


|\Office Products Announces 


|New Index Label Holders 


A new line of Slip-On Label 
| Holders for indexing all types of 
|open-back post binders has been 
announced by Office Products, Inc., 
Detroit. | 

The holders are made of vinyl} 
plastic and come in three standard 
sizes. The insertion lock portion 
of the holder is treated to grip 
|firmly, but can be removed with-'! 
}out marking or adhering to the 
| ledger sheets, the company says. 





| 
| 


| | 











LUBRICATING EQUIPMENT — The Wall 
Alemiter, available in three or two-pump 
units, is said to feature a clean, effortless 
method of changing drums. A pull of the 
“lift” control raises the entire cover as- 
sembly and pumps automatically as a 
unit. Equipped with both high and low 
pressure pumps, the unit is 4034 inches 
high, 18 inches deep, and 60 inches long. 
It provides 27% inches clearance for 
changing drums. Stewart-Warner Corp., 
1826 Diversey Parkway, Chicago 14, Ill. 
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Hood-Insulation Kit Offered 
For Do-It-Yourself Trade 


A do-it-yourself kit to control 
heat and absorb road and engine 
noises of automobiles is being mar- 
keted by Fibre Glass Evercoat Co., 


NEW PRODUCTS 


7220 Vine St., Cincinnati, O. 
The kit, which retails for $1, con- 
tains Fibreglas Aerocor insulation, 
glue and a brush. Installed beneath 
the hood, in the trunk and on 
package trays, along inner fender 


panels and under floor boards or 


floor mats, it is said to absorb 
noise and serve as a barrier to heat. 
* o> + 





SHOCK DEMONSTRATOR—Monroe Auto 
Equipment Co., Monroe, Mich., is making 
the above shock absorber demonstrator 
available to dealers with the D-20 shock 
absorber package, containing 20 of the 
most popular shock numbers, merchandis- 
ing material and a display carton. The 
demonstrator is a lever device which 
allows the car owner to test the control 
exerted by worn shocks as compared with 
the control 
absorbers, it is claimed. 

, © 


Champion Introduces Plugs 
For °56 Chrysler Lines 


Two new replacement spark 
plugs, designed for Chrysler 
Corp.’s 1956 cars, have been an- 
nounced by Champion Spark Plug 
Co. 
Both 14-mm. types, the plugs 
have insulator firing ends extend- 
ing slightly below the end of the 
shell. The %<th-inch-reach J-18Y 
is for the V-8 Plymouth, Dodge, 
DeSoto and Chrysler Windsor. 
The %-inch-reach N-16Y is for 
all Chryslers except Windsor 
models. 

The Champion J-11 continues 
to be used for six-cylinder Dodge 
and Plymouth engines. 


* * * 


* 





FLEXIBLE SCREWDRIVER — This flexible 


shaft screwdriver is made of hardened 
tempered steel, and works around corners, 
it is claimed. The handle is said to be 
unbreakable and shockproof. David Freed- 
man, 1848 Merribrook Rd., Philadelphia 
31, Pa. 





HOIST—The FM-27 Floor-Mount model 
has been added to the Globe line of 
“Frame-Kontact" hoists. The hoist can be 
installed anywhere by simply bolting its 
base plate to the floor, no excavation is 
required, it is claimed. The unit will han- 
dle all cars, including foreign models and 
sports cars, it is said. Comes equipped 
with Globe designed ‘continental Adapt- 
ers."" Globe Hoist Co., E. Mermaid Lane 
at Queen St., Philadelphia 18, Pa. 


available with Monro-Matic | 





HEAT WARNING SYSTEM—The Signal 
Bolt is a warning system designed to pre- 
vent costly damage caused by engine 
overheating. The unit replaces any head 
bolt in the engine and attaches by wire 
to the horn. When the engine reaches a 


| pre-set temperature, below the _ point 
where damage sets in, a heat-sensitive, 
bi-metal insert makes electrical contact 


and sets off the horn, it is claimed. The 
| bolt is supplied to fit any year, make or 
| model, internal combustion engine, includ- 
ing diesels. Signal Bolt, Inc., 23 W. 
Henry St., Indianapolis, Ind. 








| 

| RING MIRROR—The No. 59 Gyro-Ring 
mirror, for body and fender mount, fea- 
tures a patented Roto-Swing arm with 
| decorative gold band, which allows a 
360-degree movement of mirror head, it 
is claimed. Adjustable spring tension at 
|mirror head can be tightened to fixed 
Position, and the 42-inch mirror head is 
| replaceable. Supersite Corp., 300 Seymour 
Ave., Derby, Conn. 











DISPLAY SIGN—Designed for Pontiac, 
this Indian chieftain profile, vacuum 
formed of 20-gauge Mirro-Brite butyrate 
product of Coating Products Co., Engle- 
wood, N. J., is mounted on a circle (24- 
inch diameter) of white imprinted 30- 
gauge styron. The head is silhouetted by 


flashing light from a hidden electrical 
attachment, giving it day and night effec- 
tiveness. Chanal Plastics, Inc., Brooklyn, 
N. Y. 

ae oe 


Dry Freight Van Carries 


Third More Payload 


A standard production dry freight 
Volume Van that is said to carry 
35 percent more payload than the 
average has been announced by 
Fruehauf Trailer Co. It is 93 inches 
wide inside and has a capacity of 
2,200 cubic feet. 


The 4000 series van is basically 
a 35-foot lube-free tandem with an 
aluminum corrugated panel drop 
frame body. Fruehauf Trailer Co., 
10941 Harper Ave., Detroit, Mich. 
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Few cars had Lou, few buyers too, ns But wise old Lee, with Fidelity, 
His profits hung real low. Has made a wad of dough! 
1g 
th 
Fidelity Check and Title I bri bi 
; idelity Check and Title Insurance bring you bigger 


-d 


. consignments, more buyers...greater protected profits! 


MORE SELLERS, MORE BUYERS ... that’s the happy turn GREATER PROTECTED PROFITS... that’s the happiest 


of events at every auction that turns to Fidelity for check and turn of events at auctions with Fidelity Check and Title 
‘ 
title insurance. The buyer finds a bigger selection of cars where Insurance. If you’re self-insured, bad checks and faulty titles 
sellers are protected against bad checks. The seller finds more might take a big bite out of your profits. If you’re Fidelity- 
buyers where buyers are protected against faulty titles. insured, your profits have the greatest possible protection. 
4 FIDELITY PAYS CLAIMS DIRECTLY TO DEALERS WITHIN 48 HOURS. 
| Ask any of the auctions listed here. Then write, wire, or call for the full story. 
AIRPORT AUTO AUCTION* Friday DAYTON DIXIE AUTO AUCTION, INC. Monday MONTPELIER AUTO AUCTION CO. Monday THRUWAY AUTO AUCTION, INC.* Monday 
U. S. Truck Route 22, Weirton, Ohio 5300 North Dixie Drive, Dayton, Ohio R. F. D. #1, Montpelier, Ohio 2224 Union Road, Buffalo, New York 
: APTCO AUTO AUCTION Wed. & Fri. DECATUR AUTO AUCTION* Monday MUNCIE AUTO AUCTION Friday TOLEDO AUTO AUCTION Co. Thursday 
, 19241 Dix-Toledo Hwy., (U.S. #£25), Melvindale, Mich. Highway 48, N., Decatur, Illinois 3344 So. Madison St., Muncie, Ind. 5902 Telegraph Rd., Toledo, Ohio 
2 BEREA AUTO AUCTION, INC. Tuesday DIXIE MOTORS AUTO AUCTION* Tues. & Fri. QUINCY AUTO AUCTION Friday TRI-STATE AUCTION CO. - Thursday 
4 799 Front Street, Berea, Ohio 718 Angier Ave., Atlanta, Ga. 3220 Broadway, Quincy, Illinois 3021 W. Front St., Fargo, North Dakota 
, CAPITAL AUTO AUCTION, INC.* Thursday GREATER SHREVEPORT AUTO AUCTION Thursday ROCKFORD AUTO AUCTION, INC. Tuesday TRI-STATE AUTO AUCTION, INC. Friday 
Ohio State Fairgrounds, Columbus, Ohio 1310 N. Market St., Shreveport, La. 6402 Forest Hills Rd., Rockford, Ill. Valley Springs, S. Dakota 
CENTRAL STATES AUTO AUCTION* Wednesday JOHNSON AUTO AUCTION* Friday SOUTH GEORGIA AUTO AUCTION* Friday TULSA AUTOMOBILE DEALER AUCTION** Thursday 
' 211 South Delaware, Mason City, lowa Jordan Lane, Huntsville, Alabama 3 Mi. South U. S. 41, Valdosta, Ga. Tulsa State Fairgrounds, Tulsa, Okla. 
CHATTANOOGA AUTO AUCTION* Thursday LEBANON AUTO AUCTION, INC. Wednesday | SOUTHERN AUTO SALES, INC.* Wednesday art WATSON MOTOR CO. Wednesday 
35th & 36th St., Rossville Blvd., Chattanooga, Tenn. Highway 22, N. Plainfield, N. J. 9 miles N. of E. Hartford, Route 5, E. Windsor, Conn. 2979 N. W. 36th St., Miami, Fla. 
COFIELD AUTO AUCTION* Monday LEITCH MOTOR SALES, INC.* Thursday SYRACUSE AUTO AUCTION* Wednesday WESTCHESTER AUTO DEALERS AUCTION, INC. 
Boaz, Alabama 1450 F. Main St., Owosso, Michigan R. D. #1, La Fayette, New York Albany Post Road, Croton-On-Hudson, New York 
CONCORD AUTO AUCTION, INC.* Mon. & Fri, | MIDDLE GEORGIA AUTO AUCTION* Wednesday = THOMASVILLE AUTO AUCTION* Thursday Wednesday 


*auctions offering both check and title insurance. 


, 
, Hosmer Street, Acton, Mass. Eastside Highway, Macon, Georgia U. S. Air Base, Thomasville, Georgia 
. 
**title insurance only. 
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FIDELITY INSURANCE COMPANY OF TENNESSEE 


Stahlman Bldg., Nashville, Tenn. 
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Studebaker Dealers Hear Progress Report— 


William Catlin sr., Jacksonville, Fia., and Rush Stallings, Montgomery, Ala., stand- 
ing, from left, joined 100 other Studebaker dealers for a progress report on the 
strengthened competitive position of Studebaker. The Atlanta zone conference, set 
up by Alford Christian, seated left, zone manager, led off a 20-city series of meet- 
ings at which William A. Keller, seated right, Studebaker general sales manager, 
will make his report and map out merchandising campaigns. 
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international and tractor styling 
studio headed by W. P. Dahlberg as 
executive stylist has been an- 
nounced by George W. Walker, 
Ford Motor Co. director of styling. 

The new studio provides styling 
| services covering tractors produced 
|by Ford’s tractor and implement 
division, and passenger cars and 
|trucks manufactured by Ford Motor 
Co. of Canada, Ltd. It also provides 
| some styling services for Ford sub- 
sidiaries in England and Germany. 

* + a 


Martin-Senour Shifts 2 


Sim manager of its New York ter- 

ritory. T. R. 

Sim in the Alabama territory. 
* * * 


Ammco Tools Appoints 
Cardon in Detroit 





Ammco Tools, Inc., Chicago, has 
named H. P. Cardon as its car 
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PLUS Millions of 
impressions in these 
great national 
magazines! 


FRAM DEALER TIE-IN KIT! 


© ANIMATED WINDOW DISPLAY 
© EYE-CATCHING STREAMER 
© ENTRY BLANK FOR FRAM GIANT 


$110,000 SWEEPSTAKES 





FRAM GIANT $110,000.00 SWEEPSTAKES 


See your FRAM man for entry blanks. 
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Automatic FREE delivery 
Franchise Dealers! Ties in 


FRAM CORPORATION, Providence 16, R.I., 


Creation of a separate Canadian, | 


Martin-Senour Paint Co.’s auto- | 
motive division has named Robert 


Latimer has replaced | 





T- Taare 


peieel Toe 





factory liaison representative in 
Detroit. 

Ammco said he will be backed 
up by its 25 technicians, each of 


whom operates a mobile training | 


unit. Factories wishing to hold 

clinics for dealers should get in 

touch with Cardon, Ammco said. 
* + * 


Johnson Named to Head 


Dunwoody Auto Department 
Allen L. Johnson has been named 

head of the automobile department 

of Dunwoody Industrial Institute, 


Minneapolis. He succeeds William | 


P. Pharis who has retired. 
Johnson has been serving with 


Training Institute, Bandung, Indo- 


| Ford Foundation. 
* * ad 


Perfect Circle Picks Martin 


As Assistant Sales Manager 


Blair T. Martin has been ap- 
pointed assistant sales manager 
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to FRAM 
with FRAM 
Clean Oil Month advertising every- 
where. If you haven't signed up...see 
your FRAM wholesaler salesman NOW! 


Win one of 14 new cars 
wm... 1204 other prizes! 


Fram Canada Ltd., Stratford Ont. 


the Indonesia Technical Teacher : 


nesia, under a grant made by the| 





of Perfect Circle Corp., manufac- 
turer of piston rings. 

Martin has been associated with 
Perfect Circle since 1927. He has 
been acting as assistant to the 


| sales manager since 1950. 
* * * 


|Ford Appoints Collins 


|\To Special Products Post 


| Appointment of Robert L. Collins 
jas manufacturing manager of the 
|Special Products division, Ford 
Motor Co. has 
been announced. 
Collins formerly 
was supervisor of 
the manufactur- 
ing engineering 
services section 
for Ford division. 

A native of Mt. 
¥GENGS, Fi. Ze 
Collins joined 
Ford division in 
1949 and held var- 
ious supervisory 
positions there until his recent ap- 
pointment to the special products 
division. 





R. L. Collins 


+ * * 


Mauck Announces Retirement 


From John Wood Co. Board 


Victor Mauck, 82, dean of the 
automatic water heater industry 
and associated with John Wood Co., 
New York, for 65 
years, has retired 
from its board of 
directors. 

Mauck joined 
John Wood as of- 
fice boy in 1891, 
and eight years 
later, at the age 
of 26, bought the 
company from his 
uncle, John Wood 
jr. His retirement 
from active par- Victor Mauck 
ticipation in the affairs of the com- 
pany, brings to a close a career 
which began in 1891 and culminated 
upon his election as board chairman 
in 1900. 


* * * 


Sadoff Succeeds Frankel 
As President of Airtex 


Airtex Products, Inc., has an- 
nounced the election of Ben Sadoff 
as president of 
the company. He 
succeeds Eugene 
V. Frankel, who 
has sold his inter- 
est in the busi- 
ness. 


Since 1929, 
Sadoff had been 
president of Wells 
Mfg. Co., Fond du 
Lac, Wis. Airtex 
manufactures au- 
tomotive fuel 


pumps and other replacement parts. 
« of ~ 





Ben Sadoff 


United Motors Service Ups 





Walker, Dupy and Orr 


Three executive appointments in 
the United Motors Service division 
of General Motors has been an- 
nounced by Ro- 
land S. Withers, 
general manager 
of the division. 

William M. 
Walker jr., ad- 
ministrator of 
government regu- 
lations for the 
procurement and 
schedules section 
of GM Central 
Office since 1951, iA. 
was named opera- W. M. Walker jr. 
tions director of purchasing, inven- 
tory controls, warehousing and per- 
sonnel. 

Vernon A. Dupy, director of pro- 
curement, scheduling and merchan- 
dising for UMS since last June, was 


appointed executive assistant to 
Withers. 





V. A. Dupy 


Samuel A. Orr, assistant general 
merchandising manager, was made 
general merchandising manager of 

(Continued on Page 37, Col. 1) 
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(Continued from Page 36) 


the division. All appointments are 
effective immediately, Withers said. 
* + + 


Brakeblok Appoints Hinton 


General Sales Manager 


John D. Hinton has been ap- 
pointed general sales manager of 
the American 
Brakeblok divi- 
sion, American 
Brake Shoe Co., 
New York. 

Formerly sales 
assistant to the 
president of 
Brakeblok, Hin- 
ton joined the di- 
vision in 1943 as 
sales representa- 

se tive. He will con- 
John D. Hinton tinue to be locat- 
ed at division headquarters in De- 
troit. 
+ a + 





Plymouth Transfers Powell 


To Evansville (Ind.) Plant 


John H. Powell has been ap- 
pointed operating manager of the 
Plymouth assembly and body 
plants in Evans- 
ville, Ind. 

Formerly Plym- 
outh planning di- 
rector, Powell 
will coordinate 
the activities of 
the two Evans- 
ville plants. 
George H. Rum- 
ford and Ken- 
neth S. Crawford 
will continue in “ 
their capacities John H. Powell 
as plant managers of the assembly 
and body plants, respectively. 

* a = 


AMC Names Moore to Head 


Product Planning Activity 
James T. Moore has been ap- 
pointed supervisor of American 
Motors’ newly created automotive 
product planning 
and information 
department. 
Moore also will 
become a mem- 
ber of the com- 
pany’s automotive 
product planning 
committee. 
Moore, former- 
ly technical ad- 
visor for Ameri- 
can Motors, join-! 











J. T. Moore 


ed the corpora- | 
tion in 1946 as an expediter at. 
the Kenosha plant. He was named 
technical advisor at the Detroit 
headquarters in 1950. 


Willys Expands Fleet Office; 


Puts McMahon in Charge 


Richard M. McMahon has been 
appointed fleet sales manager of 
Willys. 

McMahon, who 
has represented 
the company in 
Washington, D.C., 
in government 
sales and develop- 
ment work for 
the past four 
years, will head 
an expanded fleet 
sales division 
with regional rep- 
resentatives in 
strategic locations 
throughout the country. 

McMahon said that the new pro- 
gram is aimed at increasing the 
company’s commercial vehicle fleet 
volume substantially above the 
present level of 25 percent of Wil- 
ly’s domestic sales. 


* * * 


GM Promotes Shafer 
Leslie L. Shafer has been ap- 
Pointed assistant sales manager of 
General Motors’ central foundry 
division. He formerly was person- 
nel director at the division’s plant 
in Defiance, O. 


* * * 


Valk Named Assistant 
To Auto-Lite’s Hasemeyer 





R. H. McMahon 


Robert E. Valk has been |! 


named administrative assistant 
to H. E. Hasemeyer, production 





Myron L. Buck, secretary. Colyear 
is president of Colyear Motor 
Sales Co. which owns and operates 
the Pacific coast NAPA warehouses. 
Looney is president of Genuine 
Parts Co., operating NAPA ware- 
houses in the southeast, New York, 


vice-president, Electric Auto-Lite. New England and Nebraska. 
Valk formerly was works man- eae da 
ager of National Supply Co.’s 
Toledo and Houston operations Souchuk Heads Sales 
and directed construction and Daniel Souchuk has been ap- 
pointed sales manager of mill 


management of the firm’s : AP 
Gainesville (Tex.) plant. operations for Burton-Dixie Corp., 

* * «* |Chicago. The firm makes bedding 
and upholstery products. 


Bernstein, Sur Boosted 7. @ 


Henry Bernstein has been named | ‘ i 
manager of GMC’s Los Angeles re- | Callahan Joins Willett 
tail store. He replaces Urban F.| James J. Callahan jr., engineer 
Sur jr. who has been appointed|and trucking analyst, has joined 
manager of GMC’s Denver zone. the sales staff of Willett Trucking 
. w. o Co., Chicago. He will be available 
Colyear to Head NAPA | to make surveys and analyze trans- 
‘ . | portation problems in metropolitan 
During Coming Year 


Chicago. 
R. C. Colyear has been elected $$ 
president of the National Automo- ° 
tive Parts Assn. and Wilton J. | Hudson Names Diener 
Looney is the new vice-president. Diener Motor Sales, 4544 Monroe 
Other officers were reelected as|St., Toledo, has been appointed a 
follows: Henry Lansdale, board)| Hudson dealer. Edward J. Diener, 
chairman; R. L. Stacey, vice-|head of the firm, said he also 
president and general manager, and’ would continue as a Willys dealer. 





Hack Heaven 


Automatics, Air Coolers 


Sold by Plymouth 

DETROIT.—The _ 140,000-vehicle 
taxicab industry gradually is mov- 
ing toward a preference for auto- 
matic transmissions and is growing 
interested in air-conditioned cabs, 
according to William J. Bird, Plym- 
outh sales vice-president. 

He said that more than 1,200 Plym- 
outh cabs were shipped to the New 
York area and 90 percent were 
equipped with automatic transmis- 
sions. Bird told of experimental 
operations of air-conditioned taxis 
in Florida and other southern 
states. 

Some companies, he said, which 
combine rentals and cabs have 
bought ‘air-conditioned Plymouths 
with automatic transmissions. 

According to Bird, tests have 





shown that fuel consumption is 
about the same in the automatic| 
transmission equipped cars as in 
conventional models. He said some | 
firms report an increase in revenue | 
on automatic-equipped cabs. This | 
is attributed to less driver fatigue, | 
Bird said. 


| 
| 








Exclusive Plymouth Dealer— 


First exclusive Plymouth dealer in South- 
ern California, Jack Idiart, center, Pacific 


Motors, La Jolla, Calif., shows off new 
Plymouth sign to Tom Newell, left, Plym- 
outh district manager, and Joe Mautz, 
Pacific sales manager. Idiart formerly was 
a Dodge-Plymouth dealer 












Where are filters used? Why are filters used? How do 
filters save money? Now for the first time Purolator’s 
new “Filtration Manual for Designers” has all the 
answers gathered together in one place. 


Some typical section headings 


* space requirements 

filter costs 

selection of type of element 

¢ deciding flow capacity needed 

* economics of filtration 

* how Micronic® and metal edge filters are made 


“Filtration Manual for Designers” spells out applica- 
tion considerations in detail including degree of 


The first 
comprehensive 
filtration guide ever 
edited specifically 
for designers. 





filtration, flow rate, contamination to be removed, 
viscosity of fluid, plus a complete glossary of terms 
that apply to filtration. Printing of this manual is 
limited so please send in coupon for your copy today. 


(-------------------- 





| PUROLATOR PRODUCTS, INC. 

| Dept. D8-333, Rahway, N. J. 

Please send my copy of your “Filtration Manual for Designers.” 
| I'm enclosing 25¢ for postage and handling. 

| NAME dys 

COMPANY lll 

| STREET ___ 

, or STATE ___ 
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(Compiled by Automotive News from auction reports. ) 













Oct. Nov. 
'48s dropped. 









duly Aug. 
* Prices of 


Sept. 
’56s added; 


also hit ’53s, but it was a more 
modest $6. 

All other prices advanced, as 
follows: ’51s, up $22; ’50s, up $18; 
52s, up $7; ’54s, up $6; and "49s, 
up $2. 

The retreat of ’56s and ’55s 
carried the average prices for 
those two models to new lows. 

The average auction last week 
had a consignment of 153 cars, 


Market Trend 


A radical reduction in the aver- 
age price of the two latest model 
years pulled down by $8 the 
overall average of all used cars 
sold at wholesale auction last 
week, according to Automotive 
News’ index. 

The average price of ’56s was 
slashed $84 and the average of 
55s was trimmed $31. A decline | 


Average Used-Car Auction Prices 






| BUICK 





1956 













Feb. March, 


to Date 


of which 74.5 percent were sold. 
A week earlier, some 75.6 per- 
cent of 143.5 cars were sold. 
Prices marked with an * indi- 
cate a unit equipped with an au- 
tomatic transmission or overdrive 
and (ps) indicates power steering. 


DENVER 


(Colorado Auto Auction. Sale every Mon- 
day. Prices are for sale of Feb. 27.) 

(Sold 265 cars out of 350 offerings.) 
-'56 RM Riviera, $3,330* 


(ps); | 


| CHEVROLET —'56 Bel Air (8) Handyman, 
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Super Riviera, $3,090* (ps), $2,855* 
(ps); Century Riviera, $2,840* (ps), $2,- 
795* (ps), $2,750* (ps), $2,655*; Special 
Estate wagon, $2,710*; Riviera, $2,480*, 
$2,450*, $2,415*. ‘55 RM conv., $2,355* 
(ps); Century Riviera, 2 at $2,095*, 
$2,045*, $2,030* (ps); Special 4-dr., $1,- 
775*, $1,700* (ps). ’54 Super 4-dr., $1,- 
610* (ps). 

CADILLAC—’56 (60) Special 4-dr., $5,- 
050* (ps); (62) club coupe, $4,550* (ps), 
$4,500* (ps), $4,415* (ps). °55 Eldorado 
conv., $4,075* (ps); (62) coupe de Ville, 
$3,870* (ps). °54 (62) coupe de Ville, 
$3,350* (ps), $3,050* (ps). °53 (62) 4- 
dr., $665*. 


$2,475°*; 
960; Two-ten 


Hardtop, $2,320*, $2,255*, $1,- 
(6) 4-dr., $1,770, $1,765; 
One-fifty (6) 4-dr., $1,670, $1,695. °55 
Bel Air (8) Sport coupe, 2 at $1,690*, 
$1,560*; Two-ten (8) 2-dr., $1,430*, $1,- 
335. °54 Two-ten 2-dr., 3 at $900, $790. 
’53 Bel Air Sport coupe, $925*. °52 SL 
Deluxe 4-dr., $500, $480, $325. ’51 SL 


Deluxe 2-dr., $390. °50 FL Deluxe 2-dr., 
$165 $145. 

CHRYSLER_ "55 NY St. Regis, $2,460* 
(ps), $2,350* (ps); Windsor 4-dr., §$1,- 
800* (ps). ‘54 Imperial 4-dr., $1,490* 
(ps). °53 NY Newport, $1,155* (ps); 
4-dr., $975*, $880*; club coupe, $815*. 

DeSOTO—’'55 Fireflite (8) 4-dr., $1,935* 
(ps); Fire Dome (8) Sport coupe, $1,- 
925*, $1,750. '51 Powermaster Hardtop, 
$395. °49 conv., $110*. 

| DODGE—'55 Royal (8) Hardtop, $1,740*; 
4-dr., $1,560*. °53 Coronet (8) station 

| wagon, $815*. 

FORD—’56 Country sedan, $2,280*, §$2,- 
175*; Fairlane (8) Victoria, $2,270; Main 
(8) Ranch Wagon, $2,160, $2,100. ’55 
Fairlane (8) Country Squire, $1,995"; 
Victoria, $1,810*, $1,735*, $1,725* (ps), 
$1,720*; Custom (8) 2-dr., $1,210, $980. 
’54 Custom (8) 4-dr., $1,060*. ’53 Crest 
(8) Country sedan, $1,165. °52 Custom 





UNITED ANNOUNCES 
NEW DC-6A CARGOLINERS 


Five new DC-6A Cargoliners® are joining the 
United Air Lines fleet — increasing our all-cargo 
space by nearly 70%! Each of the new DC-6As 
carries up to 30,000 pounds of cargo, at 300 miles 
an hour. . . and accommodates single pieces up 
to 76” x 81” x 115”, and up to 8000 pounds. 

Each is equipped with radar, a United cargo- 
plane “exclusive” for smoother flight and better 
on-time performance—plus many other improve- 
ments of special interest to shippers. 

In addition, all of our regular passenger 
Mainliners® carry cargo to the 80 cities on our 
route. And only United offers you these extra 
services: 





New, Exclusive Features 
for your benefit... 





Tie-Down Strength Greater than any other airline. 
All rings in the main cabin between doors are 5,000- 
lb. Twelve 10,000-Ib. rings. All metal floors. 


Aluminum Pallets allow preloading, speed handling, 
protect cargo. 


Motorized Tug Bar enables United to handle the 
heaviest pieces of any airline. 


—A—3 


For service 


or information, call or write the nearest United Air Lines Representa- 
tive. Write for new booklet on air freight tailored to your needs! Cargo Sales 


oR 


Telemeter Air Bill. Special new equipment and 
United’s vast communications system makes pos- 
sible the handling of complete air bills by wire. 
Advance notice of expected arrivals is possible 
while shipments are still in the air. This means 
the consignee can have pickup arrangements 
completed when the plane arrives. No “time 


out” for your shipment! 


Reserved Air Freight Space. Space can be 
reserved on any United plane, or connecting 


world-wide carrier! 


It all adds up to a completely new standard of 


air freight service for you! 
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AIR LINES 


Division, Dept. AS-3, United Air Lines, 5959 S. Cicero Avenue, Chicago 38, Illinois. 











(8) 2-dr., $470. °’51 Custom (6) 4-dr., 
$405. 

HUDSON—’55 Hornet 4-dr., $1,725*; Ram- 
bler 4-dr., $1,150*. 

LINCOLN — '56 Premiere coupe, $4,150* 
(ps), $3,900* (ps), $3,850* (ps). ’54 
Capri coupe, $1,950* (ps). °52 Capri 


Hardtop, $820*. 

MERCURY — ’'55 Montclair Sport coupe, 
$2,250* (ps), $2,195* (ps), $2,140* (ps), 
$2,100*, $2,065*; Monterey conv., $2,075* 
4-dr., $2,000*, $1, 835*, $1,800* (ps). 54 
Monterey coupe, $1,480, $1,440* (ps); 
4-dr., $1,365*. °53 Monterey Hardtop 
$1,205; 4-dr., $1,075*, $1,040, $960". 

NASH—’55 Rambler station wagon, §$1,- 
645*. °'54 Ambassador 4-dr., $1,590*, 
$1,225°. 

OLDSMOBILE—’56 (88) Super Holiday, 
$3,120* (ps); Deluxe Holiday, $2,560*, 
$2,490*. ‘55 (98) 4-dr., $2,280* (ps), 
$2,160* (ps). ‘54 (98) conv., $2,020* 
(ps); Holiday, $1,945* (ps); (88) 2-dr., 
$1, 360*. ‘53 (88) 4-dr., $1,220*, $805 
"52 (88) 2-dr., $600*. 

PACKARD—'53 4-dr., $650*. 

PLYMOUTH—’55 Belvedere (8) conv., $1,- 
650*; Plaza (6) Suburban, $1,265; 2-dr., 
$1,025. °53 Cambridge club coupe, $450. 
’51 Cranbrook Savoy, $585; Cambridge 
club coupe, $320. ’49 Special Deluxe 2- 
dr., $265. 

PONTIAC—’56 Chieftain (8) Catalina, $2,- 
410*, $2,305*; station wagon, §$2,350*. 
"55 Star Chief (8) Catalina, $1,900* 
(ps), $1,835* (ps); Chieftain (8) 2-dr., 
$1,375, $1,330; station wagon, $1,435. 
53 Chieftain (8) station wagon, $1,090*. 

STUDEBAKER — ’'50 Commander 4-dr., 
$165*. 

WILLYS—’56 station wagon, $2,345; 
$1,970. °55 station wagon, $1,745. 

MISCEL LANEOUS "53 GMC %-ton pick- 
up, $660, $500. 


MINNEAPOLIS 


(Minneapolis Auto Auction, Sale every 
Thursday. Prices are for sale of Feb. 29.) 
(Prices are going up on older models. 
The new-car business still is off 35 to 
40 percent, cutting our consignments from 
new-car dealers. Sold 75 cars out of 

103 offerings.) 

BUICK—’56 Special Riviera, $2,500*. °55 
Century Hardtop, $1,710* (ps). ’°54 RM 
4-dr., $1,475* (ps). °50 Special 4-dr., 
$250*, $170. '49 Super 4-dr., $150*, $130. 

CADILLAC—’54 (62) coupe, $2,850* (ps). 
"53 (62) 4-dr., $1,725*. ’50 (62) coupe, 
$925". 

CHEVROLET—’55 Bel 
wagon, $1,645*; Two-ten 
360*, $1,335, $1,305. 
$975*, $920; Two-ten 4-dr., $875, $870; 
One-fifty 4-dr., $790; 2-dr., $780. ’53 
One-fifty 2-dr., $535. '52 SL Special 4-dr., 
$400. °51 SL Deluxe 4-dr., $395, $390, 
$375. '50 SL Deluxe 4-dr., $325*, $250, 
$220; conv., $250. '49 SL Deluxe 2-dr., 
$210. 

CHRYSLER—’53 Windsor 4-dr., $680* (ps). 
50 NY 4-dr., $175*. '49 NY 4-dr., $240*. 

DODGE—’53 Meadowbrook 4-dr., $535. 

FORD—’55 Main (8) Ranch Wagon $1,- 
545*; Custom (8) 4-dr., $1,275*; $1,- 


Model Breakdown 
Of Auction Averages 


Jeep, 





Air (8) station 
(8) 4-dr., $1,- 
’54 Bel Air 4-dr., 














March, 1956 Feb., Jan., 
Model To Date 1956 1956 
$2,225 $2,309 $2,338 
1,581 1,612 1,632 
1,068 1,062 1,077 
742 748 154 
515 508 484 
348 326 320 
258 240 240 
185 183 195 
Overall _—_- —_— 
Average... $ 865 $ 873 $ 880 
260*, $1,240. '54 Custom (8) 4-dr., $960*, 
$900, $890. 53 Custom (8) 2-dr., $740*; 
Main (6) 2-dr., $480. °52 Custom (8) 
4-dr., $565, $540; 2-dr., $500. ’51 Cus- 
tom (8) Victoria, $470*; 4-dr., $295. ’50 
Custom (8) 4-dr., $270. 
| MERCURY — '55 Montclair Hardtop, $1,- 
900*. °52 Custom 4-dr., $720. 
OLDSMOBILE — ‘55 (98) Holiday, $2,- 
375* (ps); (88) Super Holiday, $2,110* 
(ps). '54 (98) Holiday, $1,820* (ps). ’51 
(98) Holiday, $570*. ’49 (98) 2-dr., $150*; 
(76) 2-dr., $145. 
PACKARD—’'51 4-dr., $285*. 
PLYMOUTH—’54 Plaza 2-dr., $720. ’53 
Cranbrook 4-dr., $565. ’52 Cranbrook 4- 
dr., $360. °49 ‘Deluxe 4- dr., $175. 
| PONTIAC—'54 Chieftain (8) 2-dr., $975. 
53 Chieftain (8) 4-dr., $820*, $805. °52 
Chieftain (6) 2-dr., "$450. ’51 =~=Silver 
Streak (8) 4-dr., $345*, $325*, $300. 


STU DEBAKER—’52 Champion Sport coupe, 
$405*. °50 Champion 4-dr., $160. 


ALBANY 


(Tim Anspach Auto Auction. Sale every 
Monday. Prices are for sale of Feb. 27.) 

(Everybody was smiling at today’s 
sale. Sellers were smiling at the high 
prices received; buyers were smiling at 
the clean autos offered; and auctioneers 
were smiling at the high percentage sold. 
Sold 146 cars out of 171 offerings.) 


BUICK—’56 Special Riviera, $2,660*, $2,- 
580* (ps). °54 RM Riviera, $1,550*; 
conv., $1,530* (ps); 4-dr., $1,485* (ps); 


Super Riviera, $1,450. °53 Special 2-dr., 
$835. °52 Super Riviera, $690*; Special 
Riviera, $675*. '51 Super Riviera, $410. 
"50 RM 2-dr., $200*; Specia] 4-dr., $200. 
"49 RM 4-dr., $160*. 

CADILLAC—’56 (62) 4-dr., $4,200* (ps). 
"55 (62) coupe de Ville, $3,900* (ps); 
4-dr., $3,500* (ps); coupe, $3,500*. ‘54 
(62) coupe, $2,975* (ps); 4-dr., $2,825* 
(ps). ’53 (62) 4-dr., $2,375* (ps); conv., 
$1,900* (ps). ’50 (60) Special 4-dr., 


$870* (ps). 
CHEVROLET — ’56 Two-ten (6) station 
wagon, $2,090*, $2,040. '55 Bel Air (8) 4- 
(ps); Two-ten (6) station 


dr., $1,590* 
wagon, $1,560; 4-dr., $1,350; Two-ten (8) 


2-dr., $1,150; Bel Air (6) 2-dr., $1,300. 
"54 One-fifty 2-dr., $815; 4-dr., $685, 
$660, $650; Two-ten 4-dr., $800; %-ton 


pickup, $780. ’53 Bel Air 4-dr., $800*; 
coupe, $600; Two-ten 4-dr., $610; One- 
fifty Business coupe, $400; 2-dr., $550. 
°52 SL Deluxe Bel Air, $645; club coupe, 


$580*; 4-dr., $590*; SL Special 4-dr., 
$320; %-ton "pickup, "$420. *51 SL Deluxe 
4-dr., $500, $430°, $410*; 2-dr., $475*, 
$290*. °50 SL Special 2-dr., ree 


Deluxe Bel Air, $310, $210; '2-ar. 
49 FL Deluxe 4-dr., $195, $190. 
CHRYSLER—’54 Windsor Newport, §$1,- 
250* (ps). ‘53 Windsor 4-dr., $960*; 


(Continued on Page 39, Col. 1) 
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$1,700; Fairlane (8) Victoria, $1,620*; | PACKARD—’52 (300) 4-dr $650°. ’51 $1,410*, $1,380*; 2-d a 

° ’ ; “9 . , ’ , ; #-ar., ’ , , ; 
Custom (6) 2-dr., $1,330; Custom (8) (200) 4-dr., $375*. ’50 4-dr., $140. Handyman, $1,395; Bel Ke th) bane 
2-dr., $1,250. ’54 Crest (8) Country se- | PLYMOUTH—’55 Plaza (6) station wagon, $1,305; Two-ten (6) 4-dr., $1,210; 2-dr., 
dan, $1,500, $1,475, $1,450; Victoria, $1,530*. '54 Plaza 2-dr., $760. '53 Cran- $1,195. °54 Bel Air 4-dr., $1,100* (ps), 





* * 
Used-Car Auction Prices $1,335; Main (8) Ranch Wagon, $1,500,| brook Savoy, $430, '50 Special Deluxe| $995; Two-ten 4-dr., $915*, $905", $820. 











$1,400, $1,345; 2-dr., $820; Custom (8) 4-dr., $205. °53 Two-ten 2-dr., $795; Bel Air 4-dr. 
$005, "53° Custom (a) 4-df,, $860; %-ton | 950", "54 Star Chief (8) Catalina, Si-| eos,» Deluxe station wagon, 
pickup, $680. 52 Custom (8) 4-dr., $695; 635* (ps); station w $ +’ ) Y vSi —’ 

(Continued from Page 38) 2dr. $680. '51 Custom (8) club oom “63. Chieftain (8) “eotaling. $1,060", “tous Wineser de 61,7055." 52° NY 
conv., 9888°; -dr., 9000°; NY 4-¢r,, 800° (ps); coupe, $8,670° (ps). °54 (62) = ; 4-dr., $425, $420; 2-dr., $290. ’50 $955*, $905*; 2-dr., $820°. 51 Silver club coupe, $500*. ‘51 Imperial 4-dr., 
$870° (ps),. $780, 52 Imperial 4-dr.,| coupe de Ville, $3.285* (ps); 4-dr., $2,- $300, $295; Ga con ie) cna ncane. Gan’ | ‘ap aauie meen’ cos aetlan aidee "46 (Bae ee on ae eee Se 
$560* (ps). 950° (ps); (60) Special 4-dr., $3,000* $230; 2-dr. $210. 49 Custom (8) ca giver Dureake (3) ‘ar g220." Prot Te ~gnees? (ee) "ne ve Sen "ey aoaee 

: «| (ps). '53 (62) coupe, $2,095* (ps). ’ 20° > aon ; ’ : ie couna : sa re Dome -ar., 
es os $880*, $865*. '49 (62) 4-dr., 2 at $580*. $120. ’ ” . 6 panel, on, 3 ,040. '51 Champion sedan, $230. tom Sportsman, $520*; 4-dr., $350. 
DODGE—’55 Royal (8) Lancer conv., $1,- vai (62) 4-ds., $330° » ; ; 49 %-ton pickup, $295. DODGE—’55 Royal (8) Lancer, $1,885*; 
800*. °54 Coronet (8) station wagon, "” ‘ HUDSON—’53 Wasp, 4-dr., $630*. '51 Hor- | WILLYS—’51 (6) station wagon, $380. ’49 4-dr., $1,450*; Coronet (8) ‘Diplomat, 
$1,000, °52 Coronet 4-dr., $450*, 50 CHEVROLET—’56 Bel Air (8) coupe, §$2,- net club coupe, $270; Super 2-dr., $145. (4) station wagon, $195. $1 595%. '54 Coronet (8) 4-dr., $1 030°. 
etateiicesh bae., Ti76. 260*. °55 Bel Air (8) coupe, $1,870*, $1,- | KAISER — ‘53 Manhattan 4-dr., $775*, | MISCELLANEOUS — '50 %-ton pickup,| °53 Coronet conv., $700°: 4-dr.. $580°. 

; : 830; conv., $1,860*; 4-dr., $1,700*: Two-| $590. '52 Manhattan 4-dr., $495*. ‘51| $330. P "| FORD—'56 Fairlane (8) ¢ "$2, 250°. 
FORD—'55 Thunderbird, $2,250; Custom] ten'(8) Hardtop, £1,670*; 4-dr., $1,625%,| Deluxe 4-dr., $380*. ‘49 Deluxe 4-dr., "55 Fairlane (8) 4-dr., $1,565 (ps); 
(8) station wagon, $1,560; Main (8) $1,600*; 2-dr., $1,550*, $1,450, $1,445; $325. , CHICAGO 2-dr., $1,445*: Custom “a 2-d $1 ge 
Ranch Wagon, $1,500; Custom (6) 2-dr.,| coupe, $1,450; Two-ten’ (6) Deiray, $1, | LINCOLN — ’56 Premiere coupe, $3,750* ea Creme 6) Counter sedan.” $1,400*; 
$1,190. '54 Crest (8) Victoria, $1,200*;| 490; 2-dr., $1,425, $1,330; Bel Air (6)| (PS). '55 Capri Hardtop, $2,780* (ps).| (Arena Auto Auction. Sale every Tues-| Custom (8) 4-dr $910: 2-dr., $830, 
2-dr., $940, $850; 4-dr., $1,050*; Main 2-dr., $1,445. °54 Two-ten (6) station ’53 Capri Hardtop, $1,395* (ps). °51|day. Prices are for sale of Feb. 28.) $725 $700; Cu tom (6) ca, 745: 
(8) "Ranch Wagon, $1,100; Main (6)| wagon, $1,350, $1,280; Delray, $1,200; | Lido coupe, $520°. (Sold 273 cars out of 364 offerings.) Main (8) 2-dr *'3690 O53 Cust . @ 
2-dr., $690. '53 Custom (8) conv., $930/ 4-dr., $995; 2-dr., $830; One-fifty station |MERCURY—'56 Monterey 4-dr., $2,450*. | RUICK—'56 Cent °¢ cunv,, 6000"; club coupe, OR 
(ps); 4-dr., $710, $675; 2-dr., $700;| wagon, $1,220; Bel Air 4-dr., $1,160*; ’55 Monterey club coupe, $2,250* (ps);| 9.4 $9 ve5° ury Riviera, $2.910° (ps); | TNSGN. 55 ‘Hornet otter d, $1,770* 
Main (8) 4-dr., $620; %-ton pickup, 2-dr., $1,000, °53 One-fifty Handyman, station wagon, $2,190, $2,100; Hardtop, a ree aeee =: Soe ee 9 $1 625°; Rambler statior waa 1 $1.550°. 
$570. '52 Custom (8) 2-dr., $590; %-ton $1,005; 2-dr., $650, $535; Bel Air 4-dr., $2,035*. (ps). °54 Monterey Hardtop, $1,- Coat - § - 55 Century Riviera, $2,240 54 Hornet Hollywood 1 s06°, 53" 3S . 
panel, $480. ’51 Custom "(8) Victoria,| g985*,"$950°; Two-ten 4-dr., $675; club| 625° (ps); Custom 4-dr., $1,210. "53 sEiides teen, e000 — oe!) aie. a  . aa 
$440; 4-dr., $400; 2-dr., $325*. '50 Cus-| Coupe. $650,'°52 SL Deluxe 4-dr.. $590, | Custom Hardtop, $1,090; ' 4-dr., $955;  32,1d0e; Ler $1:pe0*. 41 905° "ba | LINCOLN —'56 Premiere coupe, $3,855* 
tom '(8) 2-dr., $270, $200; 4-dr., $180.| 51 SL Deluxe Bel Air, $580*, $405; 2-| Monterey 4-dr., $845. '°52 Custom Hard-| Gentury sta rGt., G1,000', 52,005". “St | Tips). 66 Capel 4-4r., $8,076" (ped, * 
49 144-ton wreck, $870. "48 %-ton lek-| dr., $530", $500; d-dr., $4854, "50° SL| top. $845. "51 Z-dr., $250. "49 4-dr., $170. Se ean oe. eee can 6?) Cape comme, 61 150° tee) hae. cee 
up, 5 Deluxe Bel Air, $390*; 2-dr., $245. '49 | NASH—’53 R ee ge 94 ake ae 
DS —'51 et clu +, - ” , . NAS ambler station wagon, $930*, : — ° (ps). 
HUDSON—'51 Hornet club coupe, $370. | SL Deluxe conv., $150; 2-ton truck, $450. | $825; Hardtop, $660. 'S1 Statesman 4- CATS NODS Cone an Ville,’ $3'ra5¢ (ba); | MERCURY—'56 Montclair coupe, $2,585° 
TINCOLN "55, Cosmopolitan coupe, $2,-| CHRYSLER — ‘53 Windsor 4-dr., $865*| dr., $345; Ambassador 2-dr., $310. '50 . © (pe): ¢ Ba. | (PS), $2,570* (ps). "55 Montclair coupe, 
3 0: politan pe, ; . — $3,690* (ps), $3,620* (ps); coupe, §$3,- e *. 
B00" (pa). 33 Capri conv. $1.270° (ps).| (PS). '51 Windsor Newport, $540°. '49| Ambassador 4-dr., $190. 535* (ps), $3,525° (ps); 4-d Lee| So, oo), ae a. 
at Gace Ge, tek Windsor 4-dr., $305*. 48° NY 4-dr., | OLDSMOBILE — ‘55 (88) Super Holiday,| (pe), $3275" (pe), $2200 (pe). saisse | $1-995%: station wagon, §1,995°; 2-dr., 
MERCURY—’56 Monterey coupe, $2,200*. $150°. $2,400* (ps); 4-dr., $2,250* (ps). '53 (ps)! °54 (62), coupe’ de Ville, $3,135° SaaS ae 
54 Monterey conv., $1,270°. ’53. 4-dr., | DESOTO—'S1 Custom 4-dr., $445. '49 Cus-| (88) Super 2-dr., $1.205° (ps); Deluxe| (ps), $3,055" (ps), $2,940° (ps); (60) | _ COUPE, $1,130°. 
$660 (ps). ‘51 4-dr., $245. a, leu” $220°. 4-dr., $890, '52 (98) Holiday, $1,210*| Special 4-dr., $2,960° (ps), $2,915° (ps). | NASH——’55 Rambler station wagon, $1,- 
NASH—'53 Ambassador 4-dr., $510*. ’52| FO 56 Fairlane (8) Victoria, $2,575*.| (ps); (88) Holiday, $1,125*. '51 (88) | CHEVROLET—'55 Bel Air (8) 4-dr., $1,-| 530°; 2-dr., $1,280°. '54 Rambler club 
Statesman 4-dr., $430, $390; Rambler 55 Thunderbird, $2,580° (ps); Country| Super conv., $860*. ‘50 (98) sedanet, 735* (ps), $1,560*, $1,455*; Sport coupe,| Coupe, $1,100*; Ambassador 4-dr., $1,- 
sedan, $1,775; Main (8) Ranch Wagon, $210*. °49 (88) 4-dr., $300*. $1,615*, $1,480° (ps); Two-ten (8) 4-dr., (Continued on Page 42, Col. 4) 


station wagon, $390*. 51 Rambler 2-dr., 
$340; Ambassador 4-dr., $230, $170; 
Statesman 2-dr., $170. 
OLDSMOBILE—’56 (88) Holiday, $2,560* 
(ps); 2-dr., $2,050*. °’53 (88) Super 
conv., $1,225* (ps). '52 (98) 4-dr., $620* 
(ps), $620*. ’51 (88) 4-dr., $410*. 
PACKARD — ’52 (200) 2-dr., $320*. ’51 
conv., $440*; 4-dr., $360*. 
PLYMOUTH — ’54 Plaza station wagon, 
$980; 2-dr., $785. °53 Cranbrook Belve- 
dere, $830*; 4-dr., $300; Cambridge 4- 
dr., $610; club coupe, $550, $440. ‘50 
Special Deluxe 4-dr., $170. 
PONTIAC—’53 Chieftain (8) 2-dr., $840, 
$600; 2-dr., $750*. °52 Chieftain (8) 2- 
dr., $670*; conv., $520*. ’51 Silver Streak 
(8) 4-dr., $420*. ’50 Silver Streak (6) 
2-dr., $230; Silver Streak (8) 4-dr., 
$210*, $160*. 
STUDEBAKER — '52 Commander 4-dr., 
$310*. °50 Champion coupe, $160. 
WILLYS—’53 Jeep, $700. '52 station wag- 
on, $650; Aero 2-dr., $210. ’50 station 
wagon, $440. 
MISCELLANEOUS—’55 Jaguar 4-dr., $2,- 
200. ’°51 Frazer 4-dr., $180. 


FLINT 


(Flint Auto Auction, Inc. Sale every 

Wednesday. Prices are for sale of Feb. 29.) 
(Ne decided change in prices from 
the previous week, except on an occas- 
sional sharp auto. Sold 105 cars out of 
149 offerings.) 

BUICK—’55 Super Riviera, $2,000* (ps); 
Special 4-dr., $1,700*, $1,630*°. ‘54 Su- 
per Riviera, $1,400*; Special Riviera, 
$1,275. °53 Special 4-dr., $850*. 52 Special 
2-dr., $625*, $535; Super Riviera, $605°, 
$515*. °51 Special 4-dr., $360*; Super 
Riviera, $420; conv., $330*%; RM 4-dr., 
$300*. ’50 Special 2-dr., $200, $180; Su- 
per 4-dr., $120*°, $115. 

CADILLAC—’53 (62) club coupe, $1,905°*. 
*52 (62) club coupe, $1,160*. ’51 (62) 
club coupe, $955*; 4-dr., $900*. 

CHEVROLET — ’'56 Two-ten (8) station 
wagon, $2,250*. '55 Bel Air (8) 4-dr., 
$1,350; 2-dr., $1,335*; club coupe, $1,310. 
’54 Bel Air conv., $1,105; club coupe, 
$1,050*; 4-dr., $900; Two-ten 2-dr., $820; 
%-ton pickup, $630. '53 Two-ten 2-dr., 
$650, $610; 4-dr., $555; One-fifty 2-dr., 
$580. ’°52 SL Deiuxe Bel Air, $625; sta- 
tion wagon, $610; 2-dr., $440. °'51 SL 
Deluxe 2-dr., $340, $230*; %-ton panel, 
$215. °50 FL Deluxe 2-dr., $115; SL 
Deluxe 2-dr., $100. 

CHRYSLER—’53 Windsor 4-dr., $775*. 

DeSOTO—’51 Custom 4-dr., $450*. 


DODGE — '53 Meadowbrook 4-dr., $510, 
$390; Coronet 4-dr., $475*. °51 Coronet 
4-dr., $215. 


FORD—’56 Fairlane (8) 4-dr., $2,020*. 
’55 Fairlane (8) station wagon, $1,- 
600* (ps); Victoria, $1,575; Custom (8) 
4-dr., $1,300, $1,240. 54 Crest (8) conv., 
$1,250*; Victoria, $900; Custom (8) club 
coupe, $975; Main (6) 2-dr., $715; %- 
ton pickup, $675. ’°53 Crest (8) Victoria, 
$875*, $810; Custom (8) 4-dr., $700*, 
$500, $480; Custom (6) 4-dr., $500. °52 
Custom (8) 2-dr., $420, $410*; 4-dr., 
$400*. °51 Crest (8) conv., $415; Cus- 
tom (8) 4-dr., $355. 

KAISER—’52 Deluxe 4-dr., $255. 

LINCOLN—’55 Capri conv., $2,410* (ps). 
’53 Cosmopolitan club coupe, $800. ’50 
club coupe, $225. 

MERCURY—’55 Monterey club coupe, $1,- 
785°, $1,585*; 2-dr., $1,305. ’°52 Custom 
4-dr., $575. 

NASH—’53 Ambassador 4-dr., $620*. 

OLDSMOBILE—’55 (88) 2-dr., $1,765*. ’51 
(88) Super 4-dr., $400*. ’50 (98) 4-dr., 
$155°. 

PACKARD—’51 Clipper 4-dr., $230*. 

PLYMOUTH—’55 Savoy (8) 4-dr., $1,- 
285*; Plaza (8) station wagon, $1,275*. 
’54 Belvedere conv., $1,005; Suburban, 
$780. °53 Cranbrook 4-dr., $400*. ’51 
Cranbrook Suburban, $430. 

PONTIAC—’55 Star Chief (8) club coupe, 
$1,710*. '54 Chieftain (8) 4-dr., $1,120*. 
’53 Cheiftain (8) Catalina $950* (ps), 
club coupe, $905*; 2-dr., $750*. °51 
Chieftain (8) 4-dr., $300, $255. °'50 
Silver Streak (8) 2-dr., $160. 

STUDEBAKER — ’'50 Commander 4-dr., 
$100°. 


PORTLAND, ORE. 


(Portland Auto Auction. Sale every Tues- 

day. Prices are for sale of Feb. 28.) 
(Today’s sale was the largest ever held 
in the Northwest.) 

BUICK—’56 Special Riviera, $2,450*. '55 
Super Riviera, $2,155* (ps); Special Rivi- 
era, $1,860; 2-dr., $1,510*; Century Rivi- 
era, $1,665. '54 RM conv., $1,710* (ps); 
4-dr., $1,625* (ps), $1,580* (ps); Super 
Riviera, $1,710*, $1,690*. "53 RM Riviera, 
$1,180 (ps); 4-dr., $1,100*%, $1,085* 
(ps); Super conv., $1,050*; 4-dr., $950*; 
Special 4-dr., $950*, $895*. '52 Special 
Riviera, $655*. ‘51 Super Riviera, $605*; 
RM 4-dr., $550*. ‘50 Super conv., $320; 
Special sedanet. $210*. "49 RM 4-dr., 
$205* 

CADILLAC— 55 ‘62) coupe de Ville, $3,- 








a on YOUR CHASSIS 


By Combining Sales Power: Two products . . . an Oneida the quality field. The Oneida “Cradle of Steel from Wheel 
School Bus Body and Your Chassis will be immediately to Wheel” is stronger than ever and is custom engineered 


recognized for their outstanding quality, superb craftsman- to custom fit and enhance the ruggedly constructed chassis. 
ship and proven performance! . Oneida’s new 1956 progressive styling is priced right too! 

: Investigate the full possibilities of the all new 1956 Oneida 
Every year Oneida successfully adds new quality to a safety Safety School Bus Body . . . on your chassis . . . TODAY 


school bus body that is already famous as THE leader in ... TODAY ... TODAY! 


(0) G 2) Y NEW “Cradle of Steel from Wheel to Wheel.” 
KSLKEKES Y NEW Full interior headroom . . . From front to rear. 
HAS THAT EXTRA / NEW Bigger, wider, safer entrance door. 
SALES Y NEW Solid steel one-piece wheel housing. 
PUNCH Y NEW Strength engineered into vital spots. 
Y NEW Wrap-around “Oneidaramic” windshield. 
Y NEW Wrap-around “Oneidaramic” theme applied to rear as 





Write your nearest Oneida 


distributor di tf to 
Oneida for net, ee ar well as to f ront. 
colorful literature. 
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PROMOTION PLUS 


ONEIDA PRODUCTS DIVISION 


HENNEY MOTOR COMPANY, INC. 
CANASTOTA, NEW YORK 
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PACKARDS AND CLIPPERS 
WITH TORSION-LEVEL RIDE W M | 


en roa 


iat ey 


New 1956 PACKARD... 
The Greatest Packard of them all 


st, 


New 1956 Clipper Series 
by PACKARD... 
America’s Finest Medium-Priced Car 





Wherever you find the Packard name you find F 


A New Era in Dealer-Factory Relations} 


; 





IN RESALE VALUE! 


Official used car figures 
prove that the resale 
value of Packards 
and Clippers with 
TORSION-LEVEL RIDE 
has increased faster 
than any car in America 


Rerention vALUE reports on 1955 model cars are in. 
Figures show that 1955 Packards and Clippers made 
the most outstanding gain in resale value . . . the first 
Packard-built cars with Torsion-Level Ride. 


More .. . the 1955 Packard 400 Hardtops show 
the greatest increase in retention value of all 
1955 hardtops, including the luxury car field! 





Here is one more important reason for you to write for 
information on the Packard and Clipper Franchises. . . 
without delay! 


1956 Packard, 
1956 Clipper Series 
by Packard... 


Only cars in America with 


TORSION-LEVEL RIDE 


Also with these additional 1956 Packard-built exclusives 
ee to the cream of the luxury ahd medium-price 
markets: 


Electronic Touch-Button Control 
Ultramatic Transmission 
Twin-Traction Safety Differential 


310 horsepower (Packard) ... with the greatest driving 
force to the rear wheels of any car in America. 


275 horsepower (Clipper) . . . the highest horsepower of 
any car in the medium-price field. 





PACKARD-CLIPPER DIVISION « struvDEBAKER-PACKARD CORPORATION © DETROIT 32, MICHIGAN 


Where Pride of Workmanship Still Comes First 


ATLANTA—370 Peachtree, N. E.; BOSTON—20 Webster Place, Brookline; BUFFALO—1274 Main; CHICAGO—1640 N. LaSalle; CINCINNATI —2336 lowa; DALLAS—1922 Cedar Springs; DENVER—1147 Broadway; 

DETROIT—574 E. Jefferson; KANSAS CITY—2735 Main; LOS ANGELES—1000 S. Hope; MEMPHIS—830 S. Bellevue; MINNEAPOLIS—333 W. 78th; NEW YORK CITY-—1861 Broadway; PHILADELPHIA—1237 N. Broad; 

PHOENIX— 400 W. Washington; PITTSBURGH — 5560 Centre; RENO — 300 S. Virginia; ST. LOUIS —2311 Hampton; SALT LAKE CITY—345 S. 2nd, East; SAN FRANCISCO—901 Van Ness; SEATTLE—1907 7th; 
SPOK ANE— 330 S. Howard; WASHINGTON, D. C.—1242 24th, N. W. 
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specifications. 





now's the time 


25 TON 


Hand Operated Hydraulic 


ARBOR PRESS 


A versatile, speedy press of 25 
ton capacity for numerous uses in 
automobile shops, machinery over- 
haul departments, tool rooms and 
laboratories. Features include 
quick work contact and return, 
adjustable and reversible bolster 
with “Vee” blocks attached to one 
side of plates, and adjustable 
pump handle conveniently located 
to place the operator in the best 
position to use the press with 
minimum effort. Write for bul- 
letin giving complete details and 


DIVISION OF 
HOUDAILLE INDUSTRIES, INC. 
341 BABCOCK STREET 
BUFFALO, NEW YORK 















Discuss Sales Plans— 
M. Boylan Carr, left, manager, textile 


yarn sales, American Enka Corp., dis- 
cusses Enka's 1956 Jetspun seat cover 
Promotion with R. D. Pence, president, 
S. E. Hyman Co., ot the National Assn. 
of Auto Trim Shops show in New York. 
C. H.. Pickard, right, Hyman vice-president, 
looks on. 





Chevrolet Unit Elects 


Delaney in Boston 
BOSTON.—John J. Delaney jr. 


has been elected president of the | 


Boston Metropolitan Chevrolet 


Dealers Assn. He succeeds Milton | 


Herman. 


Clay, vice-president; George Rowe, 
treasurer, and Nathan Weiner, 
clerk. 





to hang your hat 


on a new peg! 


HERE'S WHY: CURRENT FACTORY REFORMS ARE MAKING 
DEALERSHIPS MORE ATTRACTIVE THAN EVER BEFORE! 


Many of the problems that have burdened new car dealers 

are fast being cleared up. Recent headlines announce . . . 

e elimination of phantom freight rates, largely responsible 
for the bootleg problem! 

e curtailment of unsound credit terms, which raise Cain 
with future markets! 


@ factory agreement to buy back obsolete parts! 


@ new long-term dealer agreements, making your invest- 
ment far more secure! 


LACK CAPITAL? 
DON’T LET THAT STOP YOU! 


You will be surprised at the small amount of capital it takes 
to get into the automobile business! If you have the neces- 
sary qualifications, a modest outlay is all that’s needed to 
swing your deal! WRITE US TODAY! 


WE CAN HELP YOU! 


If you're looking for a profitable change . . . whether a new 
dealership or a different dealership . . . we know of many 
good spots for you. Daily, from all parts of the country, we 


For complete details, 
in strictest confidence, 


write, wire or ‘phone... 10600 Puritan Ave. 


hear from dealers who want to sell or move up to larger 
operations. Available across the U. S. are all sizes of dealer- 
ships for all makes of cars. WRITE US TODAY! 


THERE’S NO GAMBLE IN IT! 


The help you can get from AUTOMOTIVE ENTERPRISES 
needn't stop after you've found. your dealership. Our GEN- 
ERAL ASSISTANCE PROGRAM assures you a profitable 
Operation . . . by furnishing you UNLIMITED ADVISORY 
SERVICES, ranging from merchandising counsel through 
credit and collection systems from acting as your confiden- 
tial “right hand” here in the Motor Capital to quick bulk 
disposal of used cars in foreign and domestic markets. 


AT YOUR SERVICE! 


AUTOMOTIVE ENTERPRISES, the first and only automo- 
bile dealership service is not a broker. It is a personal, 
confidential service for automobile retailers. The company 
is headed by R. J. Young, whose 30 years’ experience in 
every phase of automobile retailing . . . through both good 
times and bad . . . is your assurance of knowledgeable and 
understanding assistance. 


AUTOMOTIVE ENTERPRISES 


e Detroit 38, Michigan © UNiversity 4-7886 


A COMPLETELY CONFIDENTIAL SERVICE FOR ALL AUTOMOBILE DEALERS 







































Other new officers are Howard | 





025, $1,005*. ‘53 Ambassador 4-dr., 
$805*. ‘52 Rambler club coupe, $560, 
$485. 

OLDSMOBILE ’56 (88) conv., $2,825* 
(ps), $2,800* (ps); Holiday, $2,600*. 
*55 (98) Holiday, $2,355* (ps); (88) 


Holiday, $2,235* (ps), $2,050* (ps). °54 


(98) Holiday, $1,825* (ps), $1,695* (ps); | 


(88) 4-dr., $1,600* (ps); Holiday, $1,580* 
(ps), 

PACKARD ’55 Clipper 4-dr., $525. ‘52 
4-dr., $330*, $250* 

PLYMOUTH—’55 Belvedere (8) 4-dr., $1,- 
595*; Plaza (6) station wagon, $1,295, 
$1,160; Savoy (6) 2-dr., $1,205. ‘54 
Savoy 2-dr., $880; 4-dr., $825; Belvedere 
2-dr., $715; Plaza 2-dr., $700. ’53 Cran- 
brook 4-dr., $620*, $610, $590, $510, 


PONTIAC—'55 Star Chief (8) conv., §2,- 
035* (ps); Catalina, $1,955*, $1,945"; 
4-dr., $1,715*; Chieftain (8) station 


wagon, $1,965*; Catalina, $1,790* (ps), 
$1,745*, $1,675*. 54 Chieftain (8) 4-dr., 


$1,175*, $905*. °53 Chieftain (8) 2-dr., 
$750*. 
| STUDEBAKER "53 Commander 4-dr., 
| $400. '52 Champion 2-dr., $305. 


DYER, IND. 


| (Dyer Auto Auction. Sale every Friday. 

Prices are for sale of Feb. 24.) 

(Market steady with sharp autos still 
| getting very good prices. Sold 164 cars 
| out of 258 offerings.) 

BUICK—’55 Special Riviera, $2,000* (ps), 
$1,975*. ‘54 Super Riviera, $1,390*, $1,- 
385*. °'53 Super 4-dr., $1,175*, $800*; 
Riviera, $1,055*, $1,015*, $960*; Special 
Riviera, $810. °52 Special Riviera, $380*. 
"51 Super Riviera, $550*; Special Rivi- 
era, $365*, $305*. 

| CADILLAC— "53 (62) coupe de Ville, $1,- 
875* (ps), $1,640* (ps). '47 (62) 4-dr., 

| $125*. 


| CHEVROLET—'55 Bel Air (6) 2-dr., $1,-| 


300; Two-ten (8) 4-dr., $1,395*, $1,350*; 


Two-ten (6) station wagon, $1,445; 2-dr., | 
$1,170, $1,140, $1,115. °54 Bel Air 4-dr., | 


$1,045*, $990; Two-ten 4-dr., 2 at $895*, 
$840. ’53 Bel Air 4-dr., $800; Two-ten 
Sport coupe, $860; club coupe, $645; 


2-dr., $625, $585. ‘52 SL Deluxe Bel Air, | 
$585, $550; 4-dr., $545*, $480, 2 at $470. | 


*51 FL Deluxe 2-dr., $260. 

| CHRYSLER—'55 Windsor coupe, 
(ps). '53 Windsor 4-dr., 
sor club coupe, $290*; 4-dr., $175*. 


$2,665* 


"50 Coronet 4-dr., $195. 
FORD—'56 Country Squire, $2,455* (ps); 
Fairlane (8) 2-dr., $2,045*, $2,035* (ps); 
Main (8) Ranch Wagon, $1,865. '55 Fair- 
lane (8) Victoria, $1,650* (ps); 2-dr., 
$1,500*, $1,390*, $1,350*; Custom (8) 
2-dr., $1,290, $1,165, $1,080. 


$945, $820*; conv., $775. '53 Crest (8) 
Victoria, $840*; Custom (8) 4-dr., $700*. 
HUDSON—'53 Super Jet 2-dr., $370*. ‘52 
Wasp 4-dr., $205*, $200*. 
LINCOLN — '56 Premiere 4-dr., $3,700* 
(ps). °54 Capri coupe, $1,380* (ps). °53 
Capri coupe, $1,210* (ps). 


MERCURY—'56 Montclair 4-dr., $2,215*. 
*55 Montclair 4-dr., $1,970* (ps). ‘54 
Monterey coupe, $1.305* (ps), $1,235*; 


4-dr., $1,075*, $1,025, $935*. °'53 coupe, 
$945*, $755*. '52 4-dr., $455°. 
NASH—’'54 Statesman 4-dr., $950*. 


$2,475* (ps). °55 (88) Super coupe, $2,- 





065* (ps); Deluxe Holiday, $1,985*. °54 
(98) coupe, $1,850* (ps); (88) Super 
4-dr., $1,550* (ps), $1,475* (ps). ‘52 
(98) 4-dr., $690*, $650*; (88) 2-dr., 
$500*. °51 (98) 4-dr., $405*, $390*. 

PACKARD—’51 Clipper 2-dr., $280. 

PLYMOUTH — '55 Belvedere (8) Sport 
coupe, $1,620*; Plaza (6) 2-dr., $1,075. 
‘54 Plaza 2-dr.. $505. ‘53 Cranbrook 
4-dr., $615*. °51 Cranbrook 4-dr., $270. 

PONTIAC — '51 Silver Streak (8) 2-dr., 
$405*. ‘50 Silver Streak (8) Catalina, 
$335*. 

STUDEBAKER — ‘55 Commander 4-dr., 
$1,250*. ‘52 Commander 4-dr., $310*, 
$255*; Champion 4-dr., $275*, $235*. "51 
Commander 4-dr., $225*. "50 Champion 
2-dr., $175*, $135*. 


JENISON, MICH. 


(Grand Rapids Auctions. Sale 
Tuesday. Prices are for sale of Feb. 28.) 
(Sales percentage was off a little to- 
day, but nice autos still sold for a good, 
solid price. Demand for dogs off. Sold 
122 cars out of 186 offerings.) 
BUICK—’55 Century 4-dr., $2,160*; 2-dr., 
$2,065*, $1,985* (ps); Super Riviera, 
$2,100* (ps); 4-dr., $2,075", $2,060* 
(ps); Special 4-dr., $1,845*; 2-dr., $1,- 
805*. °54 Special Riviera, $1,515* (ps), 
$1,490*; 4-dr., $1,425*, $1,375*. '53 Spe- 
cial 4-dr., $900*; 2-dr., $845*; Super 
Riviera, $880* (ps); RM Riviera, $835* 


(ps). °52 RM Riviera, $495*. '51 RM 
Riviera, $470*; Super Riviera, $465*, 
$415. 

CADILLAC—’51 (60) Special 4-dr., $950*, 
$850*. 

CHEVROLET — '56 Two-ten (8) station 


wagon, $2,215*; 2-dr., $1,975*. '55 Two- 
ten (8) station wagon, $1,650*; $1,650*; 
Bel Air (8) club coupe, $1,615* (ps), 
$1,605*; Bel Air (6) conv., $1,540; Two- 
ten (6) station wagon, $1,225; 2-dr., 
$1,310; Delray, $1,250. ’54 Two-ten sta- 
tion wagon, $1,150; Delray coupe, $985*. 
’53 Bel Air station wagon, $975*; 2-dr., 
$770; 4-dr., $750, $700; Two-ten 2-dr., 
$690, $660, $570; 4-dr., $525*; One-fifty 
2-dr., $500. '52 SL Deluxe 2-dr., $485*, 
$460, $455*; 4-dr., $450*; SL Special 2- 
dr., $300. ’51 SL Deluxe Bel Air, $450, 
$425*; FL Deluxe 2-dr., $450, $365*. '50 
SL Deluxe club coupe, $210. '49 2-dr., 
$125. 

CHRYSLER—'54 NY 4-dr., $1,275*. °52 
Saratoga 4-dr., $375*. 

DODGE—'53 Coronet (8) 4-dr., $600*. °51 
Coronet club coupe, $295. 

FORD—’55 Country sedan, $1,610; Fair- 
lane (8) Victoria, $1,500*; 4-dr., $1,340; 
Custom (8) 4-dr., $1,385*, $1,275; 2-dr., 
$1,225; Main (8) Ranch Wagon, $1,550*; 
Custom (6) 2-dr., $1,130. ’54 Main (8) 
Ranch Wagon, $1,150, $1,075, $1,050; 
Custom (8) 4-dr., $875, $850; club coupe, 
$950. ’53 Main (8) Ranch Wagon, $950; 
2-dr., $525*; Custom (8) 4-dr., $700, 
$690. 52 Crest (8) Victoria, $700*; Cus- 
tom (8) 2-dr., $500. 50 Custom (8) 2- 
dr., $280; Deluxe (8) 2-dr., $155. 

HUDSON—’53 Wasp club coupe, $575*. 

LINCOLN—’53 Cosmopolitan club coupe, 





(Continued from Page 39) 


$745. °51 Wind- | 
DODGE—'55 Royal (8) 4-dr., $1,600* (ps). | 


'54 Crest | 
(8) Victoria, $1,020*; Custom (8) 4-dr., | 


OLDSMOBILE — '56 (88) coupe, $2,490*, | 


every | 


$1,185*. ‘51 Cosmopolitan 4-dr., $200*. 

MERCURY—’55 Custom club coupe, §$1.- 
480. '54 Monterey 4-dr., $1,325. °50 4- 
dr., $245. '49 4-dr., $145. 

| NASH—'54 Rambler 4-dr., $850*. 

| OLDSMOBILE — ’54 (88) 4-dr., $1,700*, 

| $1,555*, $1,445*; conv., $1,500. '53 (78) 

| 4-dr., $870*. '52 (98) club coupe, $865"; 
4-dr., $820; (S88) 2-dr., $640. °51 (88) 
2-dr., $425*. '49 (98) 4-dr., $120*; (76) 
4-dr., $120. 

PACKARD—’52 4-dr., $365. 

PLYMOUTH—’'56 Savoy (6) 2-dr., $1,675 
"55 Savoy (8) 2-dr., $1,175. °54 Belve- 
dere 4-dr $850, $800*. ‘53 Cranbrook 
club coupe, $510. '50 Special Deluxe club 
conune, $215 

PONTIAC—’55 Chieftain (8) 4-dr., $1.- 
710*. °53 Chieftain (8) 2-dr.. $715*; 4- 
dr.. $680*. °52 Chieftain (8) Catalina, 
$670*; 4-dr., $525, $450*, $410. 51 Sil- 
ver Streak (8) 2-dr., $295, $285, $255. 

WILLYS—’52 (6) club coupe, $270. 


N. PLAINFIELD, N. J. 


(Lebanon Auto Auction. Sale every Weid- 

nesday. Prices are for sale of Feb. 29.) 

(Prices steady. Activity brisk. Sold 67 
cars out of 93 offerings.) 

BUICK—’55 Super Riviera, $2,080* (ps) 
'53 Super sedan, $925*, SS875*. ‘52 RM 
sedan, $610*. '51 Super sedan, $375*. °50 
RM sedan, $325*. 

CADILLAC "49 (62) 
(62) sedan, $330*. 

CHEVROLET ’54 Two-ten sedan, $840. 
"53 Two-ten sedan, $640. 52 SL Deluxe 
sedan, $580*. '51 SL Deluxe sedan, $420, 


sedan, $575*. °48 


$330. "50 SL Deluxe sedan, $290. '49 SL 
Deluxe sedan, $110. 
CHRYSLER — '53 Windsor sedan, $510*. 


"49 Windsor sedan, $230. '48 NY sedan, 
$105. 
| DeSOTO—’52 Fire Dome (8) sedan, $500*. 
| °51 Custom conv., $350. ‘50 Custom se- 
dan, $295. °49 Custom sedan, $175. 
DODGE — '53 Meadowbrook sedan, $635*. 
"52 Meadowbrook sedan, $325. °51 Coro- 
net sedan, $260. '50 Meadowbrook sedan, 


| 


| $210. 
| FORD—'56 Parklane (8) station wagon, 
| $2,325* (ps). ‘54 Custom (6) sedan, 


$820*. '53 Custom (8) sedan, $740, $720. 

’51 Custom (8) conv., $320; Deluxe (8) 

sedan, $230. "50 Custom (8) conv., $240; 

| Deluxe (8) sedan, $180. 

MERCURY—’54 sedan, $1,100. '52 sedan, 
$680. '51 sedan, $390, $360. °50 sedan, 
$250. 

NASH—’52 Ambassador sedan, $330. ’51 
Ambassador conv., $190; sedan, $170. 
"50 sedan, $125. 

OLDSMOBILE—’53 (88) sedan, $975*. "51 
(98) sedan, $520. '50 (88) sedan, $240. 

| PLYMOUTH — '55 Belvedere sedan, $1,- 

400°. ‘53 Cranbrook sedan, $650*. °'52 

Cranbrook sedan, 2 at $475; Cambridge 

| sedan, $400, $385. '51 Cambridge sedan, 
$260, $140. °50 Special Deluxe sedan, 
$250. '49 Special Deluxe sedan, $235. 

PONTIAC—’53 Chieftain (8) sedan, $820. 
"51 Silver Streak (8) sedan, $380. °50 

| Silver Streak (8) sedan, $360; Silver 
Streak (6) sedan, $320. 

STUDEBAKER—’51 Champion sedan, $210, 
$100. 


MASON CITY, IA. 


(Central States Auto Auction. Sale every 

Wednesday. Prices are for sale of Feb. 29.) 
(Excellent activity. Demand for clean 
"54s and ’55s strong. Sold 86 percent of 
consignments.) 

BUICK—'54 RM 4-dr., $1,560* (ps); Su- 
per Riviera, $1,375*; 4-dr., $1,285. °53 
RM Riviera, $1,050* (ps); conv., $980* 
(ps); Special 4-dr., $930*; 2-dr., $905. 
’52 RM conv., $550*. 

CADILLAC—’55 (62) coupe de Ville, $3,- 
750* (ps); 4-dr., $3,420* (ps). 54 (62) 


| 


sedan, $2,765* (ps). ‘50 (62) 4-dr., 
$950*. 
CHEVROLET—'56 Two-ten (8) Hardtop, 


| §$2,135*; 4-dr.. $1,950*; Two-ten (6) 4- 
dr., $1,980* (ps). '55 Two-ten (8) 4-dr., 
$1,570*, $1,335; Two-ten (6) 4-dr., $1,- 
| 200; Bel Air (8) coupe, $1,700*; Bel Air 
| (6) 2-dr., $1,500. °54 Two-ten 4-dr., 
$870*, $775; 2-dr., $735; %-ton pickup, 
| $710. '53 Two-ten 4-dr.. $775*; 2-dr., 
$600; One-fifty 2-dr., $580. ‘52 %-ton 
pickup, $690; Two-ten 4-dr., $510; One- 
fifty 4-dr., $295; 2-dr., $365. °51 SL De- 
luxe 2-dr., $415, $380*, $330; 4-dr., $365; 
FL Deluxe 2-dr., $335. '48 %-ton pickup, 








$400. 

CHRYSLER — '52 Saratoga 2-dr., $555* 
(ps). 

DeSOTO—’'53 Fire Dome (8) coupe, $765* 
(ps). 


DODGE—’56 Coronet club coupe, $1,900. 
’55 Coronet 2-dr., $1,600*. ‘53 Coronet 
4-dr., $700*, $665*. 

FORD—’55 Fairlane (8) Victoria, $1,695*; 
4-dr., $1,555*; 2-dr., $1,335*; Country 
sedan, $1,645*; Custom (8) 2-dr., $1,- 
410*. '54 Main (6) Ranch Wagon, $1,110; 
2-dr., $740; Custom (6) 2-dr., $830. ’52 
Custom (8) 4-dr., $510. ’50 Deluxe - (8) 
station wagon, $365. 

HUDSON—’50 Commodore (6) 4-dr., $110*. 

MERCURY — '56 Custom 4-dr., $2,150*. 
’55 Custom 4-dr., $1,675*. '54 Monterey 
Hardtop, $1,315* (ps); Custom 4-dr., 

. 


$900°. 

NASH—’52 (600) 4-dr., $450*. 

OLDSMOBILE — ’'56 (88) Super Holiday, 
$2,700* (ps); 4-dr., $2,515*; Deluxe 
Holiday, $2,570*. '55 (98) Holiday, $2,- 
350° (ps); 4-dr., $2,160* (ps), $2,090* 
(ps); (88) Holiday, $2,030*; Super 4- 
dr:, $1,925*. °54 (98) Holiday, $1,870*; 
(88) Holiday, $1,785*, $1,660*; 4-dr., 

Super 4-dr., $1,605* (ps), $1,- 

. 53 (88) 4-dr., $995. '51 (88) 
Holiday, $630*. 

PLYMOUTH — ’'55 Plaza station wagon, 
$1,350. °53 Cambridge 4-dr., $420. ’51 
Cranbrook Belvedere, $395. 

PONTIAC—’55 Star Chief (8) 4-dr., $1,- 
790*. °'54 Chieftain (8) 4-dr., $1,195*, 
$1,110* (ps), $990*. °53 Chieftain (8) 
2-dr., $740* $645. '51 Silver Streak (8) 
2-dr., $425*; Silver Streak (6) 4-dr., 
$470; coupe, $305. '49 Silver Streak (8) 
2-dr., $200°. 

STUDEBAKER—’55 Commander 4-dr., $1,- 
545*. °53 Champion 4-dr., $600*; coupe, 


$510*. 
OMAHA 


(Richard Abel Auto Auction. Sale every 
Thursday. Prices are for sale of March 1.) 
(Market red hot. We had one of the 
biggest sales of the year.) 
(Continued on Page 43, Col. 2) 


i i. 
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(Continued from Page 42) 


BUICK—’56 Special Riviera, $2,595*. ‘55 
Century 4-dr., $1,970*; Riviera, $1,065*; 
Special 4-dr., $1,745* (ps). °54 Special 
4-dr., $1,340*. '53 Super Riviera, $845*. 
"52 Super 4-dr., $735*. ’51 Special 4-dr., 
$285. 

CADILLAC—’56 (62) 4-dr., $4,300* (ps). 
’54 (62) coupe de Ville, $2,980* (ps). 


Announcing the 
big new name in 
motoring safety! 








- ee 
[5*; 4- 
italina, 
51 Sil- 
$255. 
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PVA) AM at 
AUTOMOBILE DEALERS! 


ym se- 





'53 (62) 4-dr., $1,750*. °50 (62) 4-dr., 
$925*. 
CHEVROLET—’56 Bel Air (8) 4-dr., $2,- 
075*; One-fifty (8) 2-dr., $1,590. '55 Bel 
Air (8) 2-dr., $1,410; Two-ten (6) sta- 
tion wagon, $1,425; 2-dr., $1,175; Two- 
ten (8) 2-dr., $1,385*, $1,320. °'54 Bel 
Air 2-dr., $1,175*, $975; 4-dr., $1,000; 
Two-ten station wagon, $1,280*; 4-dr., 
$990, $975*; 2-dr., $885, $860. ‘53 Bel 
Air Sport coupe, $1,040*; 2-dr., $1,000; 
/ 4-dr., $795*; One-fifty station wagon, 
nbrook { $895; 2-dr., $670; Two-ten 2-dr., $775, 
Ke club — ‘ $715, $695, $670; Sport coupe, $780*; 
d d club coupe, a 4-dr., $815. ‘ase’. De- 
luxe 2-dr., $535, $500; coupe, $4 ; %- 
The New an Patente ton pickup, $630. ’51 SL Deluxe 4-dr., 
$435; %-ton pickup, $445. °50 %-ton 
Control For All Cars pickup, $490. '49 1-ton pickup, $455; 
%-ton pickup, $255. ‘48 2-ton truck, 
7: $290. ’°39 Sport sedan, $225. 
With Torque-O-Matics rough CHRYSLER—’52 Saratoga 4-dr., $505. ’50 
d if b Royal (6) 4-dr., $290. 
. roads are smoothed out as if by DeSOTO — '52 Custom 4-dr., $530*. ’50 
. , Custom 4-dr., $290*. 

29. magic. Cars hug wet pavement | )opGE 55 Royal (8) Hardtop, $1,800*. 
ld 67 with ..new ..slide-resistance. ..The FORD—'56 Custom (8) station wagon, §$2,- 
: . ] | 150*; Main (8) Ranch Wagon, $2,190*; 
(ps) driver enjoys a completely new Fairlane (8) 2-dr., 2.030" (ps), $1,935. 
52 RM : sas sdi ’55 Fairlane (8) 4-dr., ‘ 5 ‘ ‘ 
kind of stabilized riding agg 54 Crest (8) conv., $1,295*; 4-dr.. $1,- 
ife! Write today for 250*: Main (8) Ranch Wagon, $1,050; 
longer = life . . y . Custom (6) 2-dr., $950*. ’53 Custom (6) 
attractive literature including price 2-dr., $660, 52 Crest (8) station wagon, 
$840. : . $960*; Victoria, $825*; 4-dr., $595*; 
Satuxe details and franchise possibilities. Custom (8) 4-dr., §790°. °S1 Custom (8) 
. $420, ¢ E i Inc 4-dr., $395*. ‘ase on pickup, = 
'49 SL neers ° %-ton pickup, $370; Custom (8) 2-dr., 
Sa ety a a $290; Deluxe (8) 2-dr., $125. '49 Deluxe 
$510°*. \ i: 4 (8) 2-dr., $195*, $190. '48 %-ton pickup, 

— (@) v1 KAISER—'S1 4-dr., $175° 

be . ‘ ne e SER—’ 4-dr., . 
$500*. orave U) by Pg LINCOLN—’54 Capri coupe, $1,725* (ps). 
TRACTION ears MERCURY — '54 Custom 2-dr., $1,350*; 
. Monterey 4-dr., $1,300*. ‘53 Monterey 
$635*. ° Hardtop, $1,030*. °52 Custom Sport 
Coro- P. O. Box 1753, Stockton, Calif. coupe, OT16*: 4-42, O06"; Monterey 
sedan, een ee - Hardtop, $735*. ’51 4-dr., $455*; club 
coupe, $395*. 


























wagon, NASH — ’52 Statesman 2-dr., $400. ’50 
sedan, Statesman 4-dr., $205*. 
$720. OLDSMOBILE—’56 (88) Holiday, $3,000* 
Ke (8) (ps). °55 (88) Holiday, $2,110*. ’54 (88) 
$240: Super Holiday, $1,775* (ps), $1,460*. ’50 
(88) 4-dr., $415*. ’49 (88) sedan, $375*. 
sedan, PLYMOUTH—’54 Savoy Suburban, $905; 
sedan, Plaza 4-dr., $770. ’53 Cranbrook Belve- 
‘ dere, $645; 4-dr., $605; Cambridge club 
0. ’5i z ae = coupe, $395*. ‘51 Cranbrook 4-dr., $395, 
$170. $225. °50 Special Deluxe 4-dr., $220. 
AUTO TURNTABLES PONTIAC—’53 Chieftain (8) 4-dr., $865*, 
, "SE f $765* (ps). ‘52 Chieftain (8) 2-dr., 
$240. No Pit—No Holes—No Anchor Bolts. As- $495*. ’50 Silver Streak (8) conv., $210*. 
, $1,- semble it yourself in 30 minutes. Plug in STUDEBAKER — '53 Commander coupe, RKS! 
~~ “Se and run—anywhere. All steel turntable, $900*. '51 Champion 4-dr., $350*. ’ HOW j e 
bridge scientifically balanced to take all cars. MISCELLANEOUS—’53 GMC %-ton pick- is 
sedan, For indoor or outdoor display. Write for up, $675. °49 Federal truck, $815. ’48 ‘. 
eeee, free literature. GMC %-ton pickup, $310. ; ; d * chance to lose your profit on factory in- 
820. Also i alers—you srTan = sas 
-% | see DANVILLE, VA. @ Automobile ein air conditioners in today's highly competitive market! 
Silver able (Danville Auto Auction. Sale every Wed- stalled automobile air con y e 
. vosts || mesday. Prices are for sale of Feb. 29.) ¢ d demand service on their 
$210, and (Very excellent sale. Demand heavy. h r customers will expect, an ‘ 
VELVET We needed far more autos than we had, @ Not only t at—you ; ‘ + + in skilled personnel; serv- 
nore Sold 118 cars out of 153 offerings.) 4 ° ditioner This means inves men S 
nvniNas || BUICK—'53 Special 4-dr., $800. '51 Spe- automobile air con “ te on a low profit accessory. 
Write cial 2-dr., $590; Super Riviera; $460, pa . + and parts; and, servicing space 
Pa $405*. °50 Special 2-dr., $400, $210; 4- icing equipment? an P ' , neatie 
prtass. or. $050. 49 Super 2-dr., $130. ’39 4-dr., these worries by letting your ' 


@ BUT, NOW—you can be relieved of 
factory-owned NOVI retail branch instal 
automobile air conditioner, the NOVI, on you 
and service, performed by factory-trained personnel. 


AMERICAN STAGE EQUIPMENT pa eo '83 (62) 4-dr., $1,640*. 
YROLET—’56 Two-ten (6) 2-dr., $1,- 

805 East 134 St., Bronx 54, N. Y. 510. ’55 Bel Air (8) conv., $1,350; ‘Two- 
ten (8) 4-dr., $1,335, $1,175. °54 Two- 
ten 4-dr., $945. '53 Bel Air 4-dr., $675*; 
Two-ten 2-dr., $700; club coupe, $630. 
’52 SL Deluxe Bel Air, $540*, $405; 2- 
dr., $530, $510, $490*; 4-dr., $360. ’51 
SL Deluxe 2-dr., $375*; 4-dr., $355, $330, 
$105. '°50 SL Deluxe 4-dr., $140. *49 SL 
Deluxe 2-dr., $245, $240. °48 FL 2-dr., 
$355; 4-dr., $250; SM club coupe, $205; 
FM 2-dr., $155. 

CHRYSLER—’51 Windsor 4-dr., $125*. 

“ao Fire Dome (8) club coupe, 

55*. 

DODGE — ’52 Coronet 4-dr., $375*. '51 
Wayfarer 2-dr., $180. 

FORD—'56 Custom (8) 4-dr., $1,800*. '55 
Fairlane (8) Victoria, $1,710*, $1,400; 
Custom (8) 2-dr., $1,355, $1,305; 4-dr., 
$1,355. °'54 Custom (8) 4-dr., $1,015; 
2-dr., $1,010; Main (8) 2-dr., $795. ’53 
Main (8) Ranch Wagon, $1,105; 2-dr., 
$635; Crest (8) 2-dr., $985; Custom (8) 
4-dr., $640; Custom (6) 4-dr., $570*, 
$510; Deluxe (6) 2-dr., $205. '52 Custom 
(8) 2-dr., $585*, $505*, $500*; Crest (8) 
Victoria, $805. ‘51 Custom (8) 4-dr., 
$605, $370; 2-dr., $465, $450, $400; De- 
luxe (8) 2-dr., $405. °50 Custom (8) 
4-dr., $350, $310, $260; 2-dr., $325, $200; 
conv., $160; Deluxe (8) 4-dr., $130; De- 
luxe (6) 2-dr., $260, $105. °49 Custom 
(8) 2-dr., $290*, $200, $105, $100; 4-dr., 
$105. '47 Deluxe (8) 2-dr., $1005. 

HUDSON—’53 Wasp 2-dr., $380*. ’52 Hor- 
net 4-dr., $410. 

LINCOLN—’54 Capri 2-dr., $1,600*. 

MERCURY—’55 Monterey 2-dr., $1,705*. 
’52 Monterey coupe, $755, $650*. ’51 4- 
dr., $360. ’50 4-dr., $125. 

OLDSMOBILE—'54 (88) Holiday, $1,630*; 
4-dr., $1,105*. °53 (88) 4-dr., §800. '51 


|. and service, America’s foremost 
, r customers’ cars. All installation, 



















Investigate Novi's 
VOLUME DISCOUNT to 


automobile dealers! 


| AUTOMOBILE 
AIR CONDITIONER 


Test-Proven by Thousands of Satisfied Customers! 


PRICED AS LOW AS 
RTE: 


*295> 








The Novi Equipment Company, a 
pioneer-leader in the automotive 
equipment industry, announces its 
expanded 1956 installation pro- 
gram. This program includes the 
addition of approximately 80 


GOOD NEWS FOR MOTORISTS! 





(98) 4-dr., $340*. '50 (88) 4-dr., $500*, 
$475*, $460*, $390; 2-dr., $370*; club 
coupe, $430*; (98) 4-dr., $220°. '49 (88) 


factory-owned retail branches—lo- 
cated in all principal cities and 
towns in the U.S.A. 


INSTALLED ...SERVICED... 


2-dr., $130*. d 
ACKARD — '52 4-dr., $345*. °50 4-dr., 











; $160. 
; PLYMOUTH—'54 Plaza 4-dr., $605, $550, 
er: | Fe PRESSURE REGULATOR a ritER |PianourE.sst ram car, won| 1 | GUARANTEED FOR ONE 
s intonty ender of diving condom, Proven moter cr | PONTIAC -'54 Chieftain (8) 2-dr.,, $855°. ts 7 
ion te ie. Soames : " eftain -dr., $550*. ° ver ; 
con, | SmutinisinanonenandOyeatresipeme | Steak (9) dr. $06, $280. “49 Biver| 01°91 ButomoDile dealers 8 close, FULL YEAR BY THE 
51 7a = arte a STUDEBAKER— ‘ss Champion coupe, $485. reliable, tactory installation station 
‘ys pindiaten Ghethttie Bhiadiiatens 5 ampion 2-dr., $340. for the famous NOVI AUTOMO- MANUFACTURER 
(8) NEW YORK CITY BILE AIR CONDITIONER. 
gs ALONDRA SALES, INC. a co ree } 
dre LOS ANGELES 19, CALIF. ee ae ai see (Written Guarantee) 
; (8) (Market strong here this week with 
MORE AUTO DEALERS SPECIFY clean, late-model cars in good demand, 
$1,- and in short supply. 49s through ’54s 


strong. Sold 87 cars out of 123 offerings.) 

BUICK—’55 Super Riviera, $1,885* (ps). 
54 Super 4-dr., $1,269*; Special 4-dr., 
$1,240*. ’53 RM 2-dr., $1,000* (ps); Spe- 
cial 2-dr., $800. '50 RM Riviera, $335*. 
49 RM 4-dr., $150*; 2-dr., $145*. '48 
FM 4-dr., $105. 

CADILLAC—'55 (62) coupe de Ville, $3,- 


(Continued on Page 47, Col. 1) 


ee PERSONALIZED NAME PLATES 
ee THAN ANY OTHER MAKE 


sear SAE SS oe 


NOVI EQUIPMENT COMPANY, Novi, Michigan 


Factory and General Offices 





only STUDEBAKER 


new family cars featuring Craftsmanship with a Flair 


BIG NEW STYLE! 

Here’s newsize, newsmartness. 
Bold beauty, distinctive lines, 
give Studebaker the touch of to- 
morrow that spells sales today! 





BIG NEW POWER! 

New Take-off Torque, new 
Sweepstakes Performance— 
plus the industry’s highest pow- 
erper poundinthe Golden Hawk! 











for the franchise with the top 
dealer benefits. Why not check 
the facts today. Your nearest Stu- ; 
debaker office has the details. 


BIG NEW MARKETS... : 


STUDEBAKER DIVISION OF STUDEBAKER-PACKARD CORPORATION —WHERE PRIDE OF WORKMANSHIP STILL COMES FIRST : 








SS 
11 4-1-4 
4d d 





| 
oL56 
! GO BIG THIS YEAR WITH THE 


_ BIG NEW STUDEBAKER 
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Fisk Unveils New Tire— 


Double beauty teams up with the 
double-strength Safti-Flight tire introduced 
by the Fisk division, U. S. Rubber Co. 
The new tubeless version is said to have 
twice the strength of ordinary tires, and 
is the first car tire with an eight-ply rating. 
The slim whitewalls are protected from 
scuffing by a patented curb guard. 
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The following advertised-delivered prices 
include the suggested base factory list 
prices, Federal excise tax amounts and 
suggested dealer delivery-and-handling 
charges. Not included are variable items 
passed on to the retail buyer, such as 
State and local taxes, transportation 
charges and optional equipment. 
BUICK—Special—4-dr. sed., 

dr. sed., $2,353; 
dr. hardtop, $2,453; conv., $2,736; 4-dr. 2- 


seat stat. wag., $2,771. Century — 4-dr. 
hardtop, $3,020; 2-dr. hardtop, $2,958; 
conv., $3,301; 4-dr. 2-seat stat. wag., 
$3,251. Super —4-dr. sed., $3,245; 4-dr. 


hardtop, $3,335; conv., $3,539. Roadmaster 


—4-dr. sed., $3,498; 4-dr. hardtop, $3,687; 
2-dr. hardtop, $3,586; conv., $3,699. (Dyna- 
flow standard on Century, Super and Road- 
master. 
and Roadmaster. ) 


CADILLAC — Series 62—4-dr. 
291; 2-dr. hardtop, 


sed., 
$4,196; 4-dr. Sedan 
de Ville hardtop, $4,748; 2-dr. Coupe de 
Ville hardtop, $4,619; conv., $4,761; 
Eldorado Seville hardtop, $6,551; 
Biarritz conv., $6,551. Series 60 Special— 
4-dr. sed., $5,042. Series 75—8-pass. sed., 
$6,608; 8-pass. lim., $6,823. (Hydra-Matic 
and power steering standard.) 


CHEVROLET — (Prices are for 6-cyl. 
models; for V-8s, add $99.)—One-Fifty— 
4-dr. sed., $1,865; 2-dr. sed., $1,822; utility 
sed., $1,730; 2-dr. 2-seat stat. wag., $2,167. 
Two-ten—4-dr. sed., $1,951; 2-dr. sed., $1,- 
908; 4-dr. hardtop, $2,113; 2-dr. hardtop, 
$2,059; cl. cpe., $1,967; 2-dr. 2-seat stat. 


$4,- 


2-dr. 





wag., $2,211; 4-dr. 2-seat stat. wag., $2,- 
259; 4-dr. 3-seat stat. wag., $2,344. Bel Air 


—4-dr. sed., $2,064; 2-dr. sed., $2,021; 4- | 
dr: hardtop, $2,226; 2-dr. hardtop, $2,172; 


conv., $2,340; 4-dr. 3-seat stat. wag., 


Watch Out for This One 


Used-Car Dealer Pays $1,200 to Get Back Car; 
Technicalities Free Thief 


ST. LOUIS. — It’s not news that 
justice doesn’t always triumph and 
the bad man doesn’t always land in 
jail, but it may be news that—un- 
der certain circumstances—a man 
can drive off with one of your cars 
and eventually go free. 


John F. Read, a used-car dealer 
at 9850 Gravois Ave., lost a 1955 
Oldsmobile that way and it cost 
him $1,200 to get it back and put 
it in good shape. 

Here is what happened: 


Reed entered into an agreement 
with Russell Lewis Turner, who— 
it turned out later—had served four 
prison sentences for various crimes, 
to deliver a 1955 Oldsmobile within 
six days to a purchaser in San 
Raphael, Calif. 


Turner and the automobile dis- 
appeared. Reed hired private de- 
tectives to trace the car. This cost 
$800, but produced the car and 
Turner in Los Angeles. He was 
turned over to police and held un- 
der a warrant charging embezzle- 
ment by bailee. 

The detectives had arrested 
Turner in the car. Papers indicated 
that he had taken it to Georgia 
and had obtained an owner’s title. 
Also in the car was the agreenient 
with Reed. 

Failure of the circuit attorney’s 
office here to file proper papers 
resulted in eventual dismissal of 
the case. 

Henry J. Fredericks, assistant 
circuit attorney, said he issued a 
warrant for Turner under the im- 


pression that he had been arrested 
by the Los Angeles city police. 


He said he did not learn that the 
arrest had been made by private 
detectives until a few days before 
the trial. The detectives had not 
been subpenaed to appear. Fred- 
ericks did not think he had a case 
without them. 


Fredeticks asked Reed to pay 
traveling expenses for the detec- 
tives. He refused to do so, saying 
he had spent $800 on the case al- 
ready. Fredericks said that had a 
city policeman arrested Turner, 
Los Angeles would have paid his 
expenses as a witness. 


Turner resisted extradition and 
remained in Los Angeles jail four 
months. Then he was brought here 
and held in the St. Louis jail for 
an additional five months when the 
case was dismissed. 

Reed finally got his gar back 
but it needed $400 in repairs 
which, plus the $800 he spent in 
catching Turner, made a total 
cost of $1,200. 


Turner went free. His police rec- 


ord shows he was convicted on a 
stolen auto charge in Ohio in 1931; 
of grand larceny in Carthage, Mo., 


in 1938; auto theft in El Paso, Tex., | 
in 1947, and auto theft again in| 


Cincinnati in 1952. 


Warning to auto dealers: Watch | 


out for Turner and others like him. 


Wondering how new-car and truck pro- | 


duction and sales are making out? AUTO- 
MOTIVE NEWS gives you the entire story 
every week throughout the year. 


$2,412; 2- 
4-dr. hardtop, $2,524; 2- 


Power Steering standard on Super 


Eldorado 


tom Sierra V-8, $2,864; 4-dr. 8-pass. Cus- | sed., 














conv., $3,026. Series 98—4-dr. sed., $3,- 
° | 293; 4-dr. hardtop, $3,546; 2-dr. hardtcp, 
| $3,475; conv., $3,735. (Jetaway Hydra- 
urrent Prices on New Cars Bate ged ower "serine “ahaa 
Series 98.) 
$2,478; 2-dr. 2-seat Nomad stat. wag., | sed., $1,971.66; 2-dr. sed., $1,925.48; 2-dr. 100. 200 -2-4r hardtop, $4.90. Caribbean 
$2,604. Corvette—Conv. (V-8 only), $3,145. | hardtop, $2,064.83. Fairlane—4-dr. sed.,| __ 9-qr, hardtop $5,495; conv. $5,995 
CHRYSLER—Windsor—4-dr. _sed., $2,- | $3, 00A 9.10, Bee eae ee Ae an ae, | (Umramatio standard.) — a 
as, "Naweurt Mandeep, SS TA3.TE, tae | CHOW Vieloria 2-Gr., 62,906.05; conv.,| SLY MOUTE—Suem 04-47, od, $1,- 
Newport hardtop, $3,036.75; conv., $3,- | $2330.97. Station Wagons — 2-dr. 2-seat | $17,000” Biase Wig “4-ar. sed., $2,025 75; 
331.25; 4-dr. stat. wag., $3,503.50. New | Ranch Wagon, $2,156.96 oer. Fito oeat Shp aed. GL9089S; bua. ope.” BI SOR IY 
aaien as : -", cs dia _| tom anc Jagon, » .50; 2-dr. 2-sea See > , aoe e a ** gees (De 
ous homie Sale; bar, towpedk New | Parklane, $2,399.95; 4-dr. 2-seat Country | Savey 6—4-dr. sed., $2,021.50; 2-dr. Sed., 
top, $3,946 50: ‘oar st * Rests nardtes Sedan, $2,267.77; 4-dr. 3-seat Country wip em: 2-dr. hardtop, $2,125.75. Savoy 
$3990.50: conv., $4,287.75; -4-dr. stat, | 00am, $2,399.95; 4-dr. 3-seat Countey| US A-dr. sed.. $2,124.75; 2dr. sed. $2,- 
aves ‘pa bib ee seen -3-ar ee Be Squire, $2,504.50. Thunderbird — Hardtop | 981.75; 2-dr. hardtop, $2,228.25. Belvedere 
414.25, '(PowerFlite standard on’ New | a. ES ere Sen eae Gas tan “eae Se 
.25. s : 062.50; 4-dr. hardtop, $2,277.50;  2-«r. 
Yorker. ) HUDSON — Wasp 6 Super — 4-dr. sed.,| hardtop, $2,209.75. Belvedere V-8 — 4-cr. 
CLIPPER—Deluxe — 4-dr. sed., $2,731. | $2,380. Hornet 6 Super—4-dr. sed., $2,729.| sed., $2,208.75; 2-dr. sed., $2,165.75; 4-cr. 
Super—4-dr. sed., $2,866; 2-dr, hardtop,| Hornet 6 Custom—4-dr. sed., $2,978; 2-dr.| hardtop, $2,381; 2-dr. hardtop, $2,313; 
$2,916. Custom—4-dr. sed., $3,069; 2-dr. hardtop, $3,095. Hornet V-8 Custom—4-dr. | conv., $2,473.50. Fury—2-dr. hardtop, $2,- 
hardtop, $3,164. sed., $3,245; 2-dr. hardtop, $3,388. 862. Suburban 6 — 2-dr. 2seat Deluxe 
aD her a. IMPERIAL—Imperial — 4-dr. sed., $4,-| stat. wag., $2,192.50; 2-dr. 2-seat Custom 
Gcke lait und gota cniiinn aeaind 5 827; 4-dr. hardtop, $5,220.50; 2-dr. hard-| stat. wag., $2,263.50; 4-dr. 2-seat Custom 
top, $5,089.25. Crown Imperial—4-dr. 8-| stat. wag., $2,309.75; 4-dr. 2-seat Sport 
DeSOTO — Firedome — 4-dr. sed., $2,-| pass. sed., $7,597.50; 8-pass. lim., §$7,-| stat. wag., $2,479.75. Suburban V-8—2-<r. 
673.25; 4-dr. Seville hardtop, $2,828.25; | 731.50. (PowerFlite and power steering | 2-seat Deluxe stat. wag., $2,296; 2-cr. 
Sonbiedaaen tae eat taba, tt 4-dr. | standard. ) | 2-seat Custom stat. wag., $2,367; 4-dr. 
man ‘harden, $2,849.75: conv “33 ove 75, LINCOLN — Capri — 4-dr. sed., $4,185; a cae, wane Qn508.28. ere 
4-dr. stat, wag., $3,366.25. Firefiite—4-dr, | 24%. hardtop, $4,092.50. Premiere—4-dr.| “Por ON. WEG) Osa 
sed. $3,114.50; 4-dr. Sportsman hardtop, | 8¢4-; $4,575; 2-dr. hardtop, $4,575; conv.,| | PONTIAC—Chieftain 860—4-dr. sed., $2,- 
$3,426.50; 2-dr. Sportsman hardtop, $3,.| $4,720. (Turbo-Drive and power steering | 294; 2-dr. sed., $2,236; 4-dr. hardtop, §2,- 
341.50; ‘Adventurer 2-dr. hardtop, $3. - standard. ) io rs AESOP, 4,200;  2-dt. S-seat 
723.50; conv., $3,539.50; Pace Car conv.,|, MERCURY—Medalist—4-dr. sed. $2,907; | es “edenatn O00 d-de men th 
$3,610.50. (Fower®ite standard on Vine: | Oe ei Gr med, $2.04;  b-ar, cod.,| 2-42. hardtop, $2,530; 2-dr. hardtop, $2,476; 


‘ : 4-dr. 2-seat stat. wag., $2,744. Star Chief 
DODGE — Coronet 6 — 4-ar. $2,334.50; 4-dr. hardtop, $2,539; 2-dr. hard- € 


sed., $2,- ae _|—4-dr. sed., $2,523; 4-dr. hardtop, $2,731; 
263.50; 2-dr. sed., $2,190.50. Coronet 'V-8— | top, $2,450; f-dr. G-pass. stat. wag. $53. |2-dr. hardtop, $2,661; conv. $2,853; 2-dr. 
4-dr. sed., $2,371.25; 2-dr. sed., $2,298; Monterey—4-dr. sed., $2,539; 4-dr. "spt, | 2-seat Safari stat. wag., $3,124. 
$2517.00, Leak? Patdton $2435 50. noP | sed., $2,635.50; 4-dr. hardtop, $2,684; 2-dr.| RAMBLER—Deluxe—4-dr., sed., $1,795. 
$2773.50 Royal — nm —. = 508.75. | hardtop, $2,614; 4-dr. 8-pass. stat. wag.,| Super—4-dr. sed., $1,905; 4-dr. stat. wag., 
ade "haodnen $2,692 75: oa caraten $2,961. Montclair—4-dr. spt. sed., $2,770; | $2,199. Custom — 4-dr. sed., $2,025; 4-dr. 
$2,578.75 Gauchos "Sina r. ana . $2. 4-dr. hardtop, $2,818.50; 2-dr. hardtop, | hardtop, $2,190; 4-dr. stat. wag., $2,295; 
618.75: “4nd nacdien $2 802 ae 2-dr. $2,748.50; conv., $2,883.50. | 4-dr. hardtop stat. wag., $2,460. 
hardto} 688.50: 2- 500 h “| METROPOLITAN — Hardtop, $1,445;| STUDEBAKER — Champion 6 — 4-dr. 
top, $2,688.50; 2-dr. 500 hardtop, | P, , ; 
$2,876; conv., $2,908; 500 conv., $3,096.40, | COMV., $1.469 (both prices at coastal ports| sedan, $1,993; 2-dr. sedanet, $1,841; 2-dr. 
Station Wagons — 2-dr. Suburban 6, §$2,-| °f entry). sedan, $1,943. Hawk 6—Flight Hawk 5- 
487.25; 2-dr. Suburban V-8, $2,595; 2-dr.| NASH—Statesman Super 6—4-dr. sed.,| P455- Cpe-, $1,982. Commander V-8—4-dr, 
Custom Suburban V-8, $2,724; 4-dr. 6-| $2,345. Ambassador Super 6—4-dr. sed.,| 5©44n, $2,121; 2-dr. sedanet, $1,970; 2-dr. 
pass. Sierra V-8, $2,712.25: 4-dr. 8-pass. | $2644. Ambassador Super V-8—4-dr. sed. | %¢4@n, $2,072. President V-8—4-dr. sedan, 
Sierra V-8, $2,817.75; 4-dr. 6-pass. Cus- | $2,956. Ambassador Custom V-8 — 4-dr. | $2,251; 2-dr. sedan, $2,184. President Clas- 
$3,195; 2-dr. hardtop, $3,338. | sie— -dr. sedan, $2,485. aw -8— Power 
tom Sierra V-8, $2,969.50. Hawk 5-pass. cpe., $2,097; Sky Hawk 


OLDSMOBILE — Series 88 — 4-dr. sed., | 2-dr. hardto $2,473; Golden Hawk 2- 
FORD—(Prices are for 6-cyl. models; | $2,483; 2-dr. sed., $2,418; 4-dr. hardtop, | hardtop, $3,057, Station Wneune denen 


for V-8s, add $99.98.) — Mainline — 4-dr. | $2,667; 2-dr. hardtop, $2,595. Super 88— | 6-cyl. 2-dr., $2,229; Parkview V-8 2-d 
sed., $1,867.38; 2-dr. sed., $1,821.20; busi-| 4-dr. sed., $2,635; 2-dr. sed., $2,569; 4-dr. | (0; Pinehurst V-8 2- wen 
aan San, Sanaa Geaneeiaae -- Gao. , $2, ; 4-dr. | $2,350; Pinehurst V-8 2-dr., $2,525. (Over- 





hardtop, $2,876; 2-dr. hardtop, $2,803; | drive standard on Golden Hawk.) 


New Commercial Car Registrations, 


42 States for January, 1956-1955 


Truck registrations by states 
are released here weekly, as 





Inter- 


— Mack 


Dia- G 
Chev. P 
rolet 7 Dodge! Ford a 


Brock- 


Stude- 
way 


baker 


compiled by R. L Polk repre- 
sentatives in state capitals. 


Reo White | Willys | Misc. 






























28 States Previously "56| 24| 7824) 126; IS5i1| 7239; 2658; 3440! 455 98 | 327) 510 | | 
Reported for January 55 33} 6706) 76;  1906' 6570) 1871; 3379) 237 97; 270) 436} 763 139 73523 
Alabama 56 | 630] 2 60; 402; ~—=«188) 88 | " I 10) 20) 4 3; 1420 
55) | 470) ‘| 92}_—«388)~—st02|_—sizz} Sg i| 8) 9} 8| 1| 1208 
Indiana 56) 795 | 22; «159|—Ss«i38) Sid 4| SCG 25) 2 75 v1 20) 19| 2426 
‘55 | 672| 4; 171 582; 132) 382 4) 13) 50) $5 | 32| 32) 2129 
lowa "56| | 363] 12| 65; -404/ 9%| 268) 2) 1| 16 | 5 8; 125! 
55 | 423 S| 8S| 3901 ~=Ss73)—=—«#309 | i 8 13 19| 8} 1335 
Kenrucky 56) 302 | 79; «203; +~=—«105)~S—«WNC2S 9 l 6 I} 10 25 885 
i ‘55 496) 85} 365) —sH|_Ss«137 10) 16) 3] 28} 10 «126 
Louisiana ‘56 837) 15) 68; 659, +264) ~S—«WL‘| 8] l 18| hy 10| 3| 2060 
55 654| Hi 101! 664 139) 19! 3 2| 42| 12| 24| | + 1833 
Maryland ‘56 3) 282] | 1e2; 253,490] 6 5 15) 7| 3; 921 
55| 2 196) 63| 169} 38; 104] 4) 1 6 14] 10) 2 609 
Massachusetts "56| 2) 83] 6) 53! —«*178| 61) 69) 8) 9 12} 3| 15; 499 
an ‘55 2} 219 13) 55| 281 34) 62) 15} 4 5) 16} 30) 7 743 
Michigan "56 | 770 29; —«196| S914) S263) ~—S—201| 15) 8| 30) 66) 47| 21; 2560 
ts 55 609 | 16 206 9721 272) ~—Ss«159} 7| 7 21 17| 34) 21| 2541 
Mississippi ‘56 | 380) 2) 36) 252 | 114} 114) | 14 2) a | 928 
55! 406 | | 55 388) 96 | 91 3| | 16| 4| i | 1070 
Missouri ‘56 969| 8} 120; 796, 261 359) 7 3| 30 30| 2 23| 2630 
55! | 86! 3) 155 813 215 430| 5| 4 19 38) 17 13) 2598 
Nebraska "56 | +192) 7 43, 218) 84, —«*184) 1] I i 16| 17| 6 780 
55 | 403) 10) 77 344 76| 229) 4) | 13) g 41 43} 1250 
New Mexico 56 | 176 l 16) 120) 49) 33] 9) | 3] 2 13! 2| 423 
55 | 443 42! ‘101 53| 45| 1| 7 2 36! 431 
Pennsylvania ‘56 | 789) 10 209; 809) +=«255| +459) ~S«w: 35 WW 31 124] 94) 30| 2967 
55) 20 504) 12 223) 584; 138) 393) 84! 21 38 39| «107 16| 2179 
Texas 56) 1643| 14) +148) «1170 304; 362 20) 3 22 63| 29) 6| 3791 
55 2001 | 10 378! 1630! 300 662! 22| 3 65 85 85 10} 5251 
42 States Reported "56| 40| 16036) 253; 29451 14265) 4955, 6368) 723+ 134) 614, 984) 822) 404) 48543 
To Date for January ‘55! 57| 14988) 151i 3694) +1424) 3649| 6695) 406! 156 584) 753! 1265 322! 4696! 


“The information contained in this report has been compiled from official state documents. Every reasonable precaution has been 


ea _— accuracy of this report to the extent of the registrations received and tabulated at the time the report is published. 


cannot assume any liability by reason of inaccuracies or omissions.""—R. L. Polk & Co 





New Passenger Car Registrations, 42 States for January 1956-1955 


































































































Car onions by sete an 
are relea ere weekly, as Impe-| De- Plym- Mer- | ao” 
compiled by R. L. Polk rep- * LER ‘ tinen- 
per leg . ttle aapttah. rial Soto | Dodge! outh | 7OTAL| Ford |Lincoin| cury tal 
29 States Previously ‘56 1551 2883 4434, 4217 399 3975| 7921| 18304) 34816] 42265 1541 9305 108| 53219) 22236) .6263| 54371| 18613| 13986| 115469 1510; 3300; 4810! 1544! 214292 
Reported for January “55 1360 2216 3576 5731 473 4154 9576) 21858) 41792) 41158 102! | 9611 51790| 23698 6339| 34554) 18536 13888 100015 | 820} 2794) 3614) —1205/ 201992 
Alabama ‘56 20 30 50 88 6 47 182 498 82! 1435) 25) 265 2| 1727 636 76 2206 | 432) 413! 3763 16 73; 89 29 6479 
“55 26 46 72 89 9 65 204 620 987| 1644 20) 250 1914 569 93 913) 377) 401! 2353 12 63 75 23 5424 
Arkansas 56) 32 43 75} 98 5 63 217) 682 1065 1552 35) 315) | 1902 | 449) 90 1884 531 415 3369 12 104) 116) 6 6533 
"55| 33 27)| 60 103 4 66 202) 536 911 1350! 16} 241 1607 | 36! 61} 1152| 375) 395 2344 | 2| rt 63} 12} 4997 
Indiana " 102 221 323) 304 38) 301 653 1422 2718 3223 102) 779 3} 4107 1751 360 3763 1405 1122| 8401} 114) 541 655 48; 16252 
el 86) 165) 251 406 33 367 oor 1581 3086 3030 60; 550 3640} 1577 36! 482 1128} 1115) = 6663; 41) 451) 492! 47' 14179 
lowa ‘ | 36 80 116 116 iW 8I 238 480 926! 1328) 4\| 280) “ 1653 629 117 1876 488 367 3477 33) 126} 159) 22; 6353 
55 39) 51} 90) 171] 21 137) 420 697 1446| 1583 29) 361 | 1973 690 143) = 1635 646 608 3722} 16) 82) 98! 18| 7347 
Kansas 56| 46 109 155 87 6 60 170) 359 682 1144 21 297 3) 1465) 497) 101 1509 466 347| 2920 46| 78 | 124 17; 5363 
55) 4\ 90} 131 142 14 110 260! 565) 109! 1252! 30! 314 | 1596) 6% 141 972 557 596! 2962! 23) 89 | 1121 18! 5910 
Kentucky ‘56! 13 23) 36 50 2 54) 120 303 529| 881) 12) 137) 1) 1031 | 374! 45 1362) 345 239; 2365 15) 43) 58 7| 4026 
55| 24 45 69 149| 9 88 297) 492| 1035} 1170 12| 197 1379| 550| 86 1334| 353 399| 2722 22!) Hit} 133) 13 535) 
Louisiana 56! 14 45) 59 78 i 91 197) 571 948 1602 41! 331 | 1975 597 117 2606| 624 633| 4577) 38 | 135) 173 23; 7755 
55/ 16} 20} 36 123 1} 104 223 614 1075 1551 24 | 276 | 1851 47! 116 1148) 502 55R! =. 2795! 10! 102! 112! 12 £292 
Massachusetts "56| 76| 212 288 192 13 167 312 761 1445| =: 1674) 71\ 343 1} 2089 9 207; = 1699 964 563| 4344 69 113) 182 96, 8444 
55| 77 184 261 339 22 278 440 1364 2443 2897 | 52) 519! | 3468} 1255 256| 2168 1082 884; 5645 4 120} 176 119! «12112 
Mississippi 56 9 6 15 43) 2 37 109| 304| 495 620) 10} 139 769| 264!) 49 883) 241 | 206| 1643! 18; 69) 87) 1; 3010 
55 7 15 22) 65} 1] 59 142 467 734 897 13} 151 | 1061 | 371! 72 716} 234 318] 7H} 4! 40| 44 9| 3581 
Nebraska 56) 24) 54 78 102) 6 5! 164! 367 690 928) 35 198) 2 1163) 516 99 1188 332 307 2442 43) 75| 118 8 4499 
55) 21) 42 63 143 13 76 261} 480 973 1385 17 265 | 1667) 584 117 1358 389 442 2890! 19) 75| 94) 12 5699 
New Mexico q ‘56| 3 9) 12} 29 3 18 47| tI 191 | 306 14} 77\ I 70 184) 28) 454 100 126| 892 4) 21) 25 5| 1523 
3 55! 8 13) 21} 50} 2 21 81 156 310 373) 7} 90} 470 202 44) 296| 170 186; 898 5| 27) 32) 5| 1736 
Pennsylvania "56! 179 366) 545! 665) 57| 632; 1146) 3309) 5809) 5201 148; «1114 10! 6473) 2902) 588 5742 2247| = =1652| =—13131! 260! 463) 723) 227| 26908 
55| 148] 225 | 373 729| 50) 578} 1289] 3270) 5916 3838 97) 988 | | 4923) 2664 583! 3292 1952 1854! 10345) 89! 309! 398 139! 27094 
Texas 56) 46 103) 149 244 33) 209 536; 1383| 2405! 4376 116! 909! 12 5413) 2183 494; 6313} 1715) 1441| 12146} 51/ 249| 300) 74| 20487 
55] 47) 121} 168 406 47| 255 749| 2057| 3514] 5105) Wit | tSt] | 6367} 2461] 546] 4730) 2182) 2216) 12135 54 298} 352! 62! 22598 
42 States Reported ‘56! 2151 4184; 6335 6313 592 5786|  12012| 28837! 53540) 66535; 2212! 14489/ 148| 83384) 34129 8634, 85856] 28503) 21817) 178939 2229| 5390! 7619; 2107! 331924 
To Date for January 55] 1933 3260! 5193 8646 70? 6358; 14843] 34757| 65313] 67233 1509! 14964) | 83706; 36149! 8958] 56750) 28483] 26860! 157200 1173) 4622! 5795! 1695! 318902 
“The information contained in this report has been compiled from official state documents. Every reason- received and tabulated at the time the report is published. R. L. Polk & Co. cannot assume any liability 
able jrecaution has been exercised to insure accuracy of this report to the extent of the registrations by reason of inaccuracies or omissions.’’--R. L. Polk & Co. 
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6479 
5424 
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6353 
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Used-Car Auction Prices 





750* (ps). °53 (62) 4-dr., $1,700*; (60) 
4-dr., $1,720* (ps). °52 (62) conv., §$1,- 
600* (ps). ’50 (61) 4-dr., $710*. 
CHEVROLET—'55 Bel Air (6) 2-dr., $1,- 
300; Two-ten (8) station wagon, $1,450; 
2-dr., $1,240, $1,120, $1,115; One-fifty 
2-dr., $1,085. °54 Bel Air conv., $970; 
Two-ten station wagon, $1,160*; 2-dr., 
$840, $825, $815, $805; 4-dr., 2 at $800; 
One-fifty 4-dr., $735, $700; 2-dr., $715, 
$660, $650. '53 Bel Air 4-dr., $685*; Two- 
ten 4-dr., $710, $700; One-fifty 4-dr., 
$505, $500, $470; club coupe, $500. ‘52 
SL Deluxe 4-dr., $500. °51 SL Deluxe 
4-dr., $305; 2-dr., §280. °49 SL Special 


(Continued from Page 43) | sedan, $1,425*; %-ton pickup, $965. ’54 
Crest (8) 4-dr., $985. °53 Main (8) 

655* (ps); Deluxe 4-dr., $2,655* (ps). Ranch Wagon, $975; 1%-ton truck, §$1,- 

*55 (88) Super 4-dr., $1,950* (ps). ‘54 015. '52 Main (8) 2-dr., $490.°'51 Custom | 

(88) Super 2-dr., $1,450* (ps); 4-dr., (8) 4-dr., $460*, $370, $315; 2-dr., $340; 

$1,350* (ps). ’53 (98) 4-dr., $1,175*. Deluxe (6) 2-dr., $405, $300, $280; Busi- 


4-dr., $170; club coupe, $125. | 
DeSOTO—’'54 Fire Dome (8) sedan, $1,070* | 
(ps). } 


FORD—’55 Main (6) 4-dr., $1,075; 2-dr.,| day. Prices are for sale of March 1.) 


$975. °54 %-ton pickup, $730. ’52 Cus- 
tom (8) station wagon, $800. '51 Custom 
(8) 4-dr., $305. °49 Deluxe (8) station 
wagon, $175; 4-dr., $130. 

HUDSON—'53 Jet 4-dr., $575*. 

KAISER—’51 Manhattan 4-dr., $180*. 

MERCURY—’55 Monterey 4-dr., $1,575*. | 
’53 Monterey 4-dr., $610. °52 Custom | 
Hardtop, $725; 2-dr., $510. | 

OLDSMOBILE — ’52 (98) 4-dr., $715*, | 
$510". | 

PACKARD—’51 (300) 4-dr., $315*. 

PLYMOUTH—’55 Savoy station wagon, $1,- 
350. °53 Cambridge 2-dr., $465. '52 Cran- 
brook 4-dr., $410. ‘51 Cranbrook 4-dr., 
$275. 

PONTIAC—’'55 Chieftain (8) 4-dr., $1,610*. 
’54 Chieftain (8) 4-dr., $990*. '53 Chief- 
tain (8) 4-dr., $900*, $810*; 2-dr., $410. 
'51 Silver Streak (8) 4-dr., $500*, $260*. | 

STUDEBAKER—’53 Champion 2-dr., $575. | 
’52 Commander 2-dr., $350. '51 Champion 

. club coupe, $245; 2-dr., $215. 

WILLYS—’53 Aero sedan, $290. 


EBENSBURG, PA. 


(Ebensburg Auto Auction. Sale every 
Thursday. Prices are for sale of March 
1.) 

(Demand and prices continue strong. 
Sold 84 cars out of 98 offerings.) 
BUICK—’54 Super 4-dr., $1,380*; Special | 

2-dr., $1,310*. "53 Super 4-dr., $865*. '52 | 

Super Riviera, $570*. °51 RM 4-dr., | 

$315*. °50 Super 4-dr., $200*. '49 Super 

2-dr., $190. 

CADILLAC—’49 (62) 4-dr., $700*. °'47 
(62) 4-dr., $145*. 

CHEVROLET—’55 ‘%-ton Carryall, $825. 
'54 Bel Air 2-dr., $1,005. '53 Bel Air | 
2-dr., $850*; Two-ten club coupe, $610. 
’52 SL Deluxe 2-dr., $450; SL Special 
2-dr., $410. '51 SL Deluxe Bel Air, $490*; | 
4-dr., $380*; 2-dr., $300; Business coupe, | 
$305. '50 SL Deluxe Bel Air, $295; FL | 
Deluxe 4-dr., $290*, $155; 2-dr., $265. 
"49 SL Deluxe 4-dr., $205, $180; 2-dr., 
$160; FL Special 2-dr., $145. ‘48 FL/| 
Aerosedan, $145; SM 2-dr., $100. 

CHRYSLER — '52 Saratoga 2-dr., $600* | 
(ps). ’51 UY club coupe, $405*. 

DODGE — ‘53 Coronet 4-dr., $550. °52 
Coronet Diplomat, $505*; Meadowbrook | 
4-dr., $370. °49 Wayfarer 2-dr., $150, 
$140. 

FORD—'55 Custom (8) 4-dr., $1,240. '54 
Custom (8) 2-dr., $1,000; Custom (6) 
2-dr., $815. '53 Custom (8) 2-dr., $775*. 
’51 Custom (8) 4-dr., $350. '50 Deluxe 
(8) 4-dr., $225*; Custom (8) 2-dr., $220, 
$165. 

HUDSON—’52 Commodore (6) 4-dr., $225*. | 
‘51 Deluxe 4-dr., $110. 

KAISER—’52 Manhattan 4-dr., $225*. °51| 
Deluxe 4-dr., $110. } 

MERCURY—’55 Custom 2-dr., $1,505. '52 
Custom 4-dr., $450. '49 2-dr., $170; club 
coupe, $120. | 

NASH —'51 Statesman 4-dr., $130. °'50/| 
Statesman 4-dr., $100. 

OLDSMOBILE — ’52 (88) Super Holiday, 
$850*. °50 (98) sedanet, $350*; (88) 2- 
dr., $295*. 

PACKARD—’50 4-dr., $150*. °49 4-dr., 
$140*. 

PLYMOUTH—’55 Belvedere (8) 4-dr., $1,- 
400*. '54 Belvedere (8) 4-dr., $910* (ps). 
°53 Cranbrook 4-dr., $580. '52 Cranbrook | 
4-dr., $435. °51 Cambridge club coupe, | 
$275. °50 Deluxe 2-dr., $180. °49 Special 
Deluxe station wagon, $270; 4-dr., $225; | 
2-dr., $110. 

PONTIAC—’55 Chieftain (8) Hardtop, $1,- 
580*. 54 Chieftain (8) Catalina, $1,360*. 
"52 Chieftain (8) 2-dr., $600*, $460*. '50 
Silver Streak (8) club coupe, $210*. ’49 
Silver Streak (6) 4-dr., $160. 

STUDEBAKER—’51 Champion 2-dr., $205; 
4-dr., $180*. ’50 Champion 2-dr., $175, 
$130, $100*. | 

MISCELLANEOUS—'56 GMC }-ton pick- 
up, $1,580". 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sale every 

Friday. Prices are for sale of March 2.) 
(We had a good sale despite rainy 
weather. Sold 71 percent of 212 offer- 
ings.) 

BUICK—’56 Special 4-dr., $2,260*. '55 Spe- | 
cial 2-dr., $2,050*, $1,900*. '52 Super 
Riviera, $625*, $550*. ‘50 RM Riviera, 
$300*. 

CADILLAC—'56 (62) 4-dr., $4,350* (ps). 
’53 (62) 4-dr., $1,725* (ps). ‘52 (62) 
coupe, $1,475"; 4-dr., $1,350*, $1,250*. 
'49 (75) 4-dr., $625. 

CHEVROLET—’55 Bel Air (8) 4-dr., $1,- 
645* (ps), $1,300*; 2-dr.. $1,400*; Two- 
ten (8) 2-dr., $1,200. ’54 Bel Air 4-dr., 
$935. °53 Bel Air 2-dr., $820*; Two-ten 
4-dr., $700; club coupe, $690. '52 SL De- 
luxe Bel Air, $600*. ’51 SL Deluxe sta- 
tion wagon, $420; 4-dr., $330; 2-dr., 
$300. °50 SL Deluxe 4-dr., $300. 

DeSOTO—’55 Fire Dome (8) 4-dr., $1,775* 
Fireflite 4-dr., $1,700*. 

DODGE—’54 Royal 4-dr., $1,250*. '49 Cor- 
onet 4-dr., $255. 

FORD—’56 Fairlane (8) club sedan, §$2,- 
000*; Main (8) 2-dr., $1,580*. °55 Fair- 
lane (8) Crown Victoria, $1,600*; 4-dr., 
$1,575*; Custom (8) 4-dr., $1,260", $1,- 
150*. °54 Main (8) Ranch Wagon, $1,-/| 
200*; Crest (8) Victoria, $1,100; Custom 
(8) 4-dr.. $975. °49 Custom (8) club 
coupe, $225. 

HUDSON—’52 Wasp club coupe, $275. 

LINCOLN—’53 coupe, $1,175*. °52 Capri 
4-dr., $715. 

MERCURY—’55 Monterey Hardtop, $1,885, 
$1,860. ’°54 Monterey station wagon, $1,- 
450. ’53 Custom Sport coupe, $950; Mon- 
terey 4-dr., $805. ’50 4-dr., $250. 

NASH—’52 Rambler Hardtop, $380. 

OLDSMOBILE—’56 (88) Super 4-dr., $2,- 
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4-dr., $405. $385. °50 FL Special 2-dr., 
$315; FL Deluxe 4-dr., $200. 
DODGE—’54 Coronet 4-dr., $930; Meadow- 
brook 4-dr., $590*. °52 Coronet 4-dr., 
$330*. °51 Meadowbrook 4-dr., $280. 
| FORD—’56 Country Squire, $2,350* (ps). 
| ‘55 Main (8) Ranch Wagon, $1,725; Fair- 
lane (6) Country Squire, $1,650*; Town 





PLYMOUTH—’5: , ness coupe, $395. '50 1%-ton truck, $450, 
54 Belvedere sedan, $960.| 449: Custom (8) 2-dr., $295; Deluxe 


°53 Cranbrook 4-dr., $475. '51 Cranbrook ’ 
4-dr., $400; Cambridge 4-dr., $200. '60| {9}, %°¢r:. $190. “49 Custom (5) dn, 


Deluxe 4-dr., $375. | 
PONTIAC—'55 Star Chief (8) 4-dr., $1,- OLDSMOBILE 53 (88) Holiday, $970* 








935*; Chieftain (8) 4-dr., $1,450. °53|_ ‘PS)- 
Chieftain (8) 4-dr. $770. ’52 Chieftain | PLYMOUTH — '54 Belvedere 4-dr., $890. 
(8) 2-dr., $510. °50 Silver Streak (8) ‘51 Cambridge Suburban, $370. '49 De- 
2-dr., $200. luxe 4-dr., $210. 
WILLYS—'55 station wagon, $1,200. PONTIAC—’'55 Chieftain (8) 4-dr., $1,520*. 
’50 Silver Streak (8) 4-dr., $275*; 2-dr., | 
FARGO, N. D. = | 
wy ‘ p , Francis Adds Used-Car Facilities— 
(Tri-State Auction Co. Sale every Thurs- — Auctions in Brief — i ° 
This ‘indoor-outdoor’ used-car center is the latest addition to the facilities of Francis 


(Market good. We had another repeat | MANHEIM, PA, _ | Lincoln-Mercury in Portland, Ore. 
of the past month’s good sales, Sold 56 Manheim Auto Auction. Sale every Fri-| oo . 


cars 3. day (March 2), Another excellent sale with aati 
uate es ‘aay eae $1,960° (pe); | 322 cars offered for auction. Everyone out of every ten cars were sold. Had clean; steady. Buyers were not as selective as 
| RM 4-dr, $1.925° teas: Special aan’ seemed alert while 262 cars were sold. | C@°S by the dozens, though the total num-/| they have been in the past few weeks. 
$1,565*. °53 Super 4-dr., $915*. °51 Super | Sharp, clean units brought top dollar. sae Gaanesnee a. seine ew on WINDSOR, VA. 
caDbu ss 62) 4-4 3 ” ACTON, MASS. night before and heavy snowfall all through Windsor Auto Auction. Sale every Thurs- 
53 982) 4-dr “31.725° r., $3,330* (ps). Concord Auto Auction, Sales every Mon- | the sale. Many expressed their astonish- | 4@Y (March 1). We had a good sale today 
CuEVhOt ET 6s uahen eee day and Friday (Feb. 24-27). Sold 462 out|ment that our sale could pack such a|#S we sold approximately 83 percent of 
400. '54 Two-ten te rb: ulazin of 579 for a percentage of over 79. ‘wallop’? under almost impossible weather | "¢arly 200 cars. 
wagon, $950; 4-dr., $890; 1-ton pickup, | SYRACUSE ee HARRODSBURG, KY. 
$700; %-ton pickup, $695. °52 Two-ten Syracuse Auto Auction. Sale every Wed- INDIANAPOLIS Blue Grass Auto Auction. Sale every 


4-dr., $825; 2-dr., $620; 2-ton truck, | nesday (Feb. 29). Our Second Anniversary Ken Schaefer Auto Auction, Inc, Sale | Thursday (March 1). A lot of new buyers 
$650; One-fifty 2-dr., $465. '52 SL Spe- | sale was a terrific affair. The crowd was every Thursday (March 1), All clean autos | and dealers were in attendance today as 
cial club coupe, $455. °51 SL Deluxe’! huge and overflowing and practically nine held firm, and even average cars were 4 good percentage of 108 cars were sold. 








New Niotorola’ 





transistor 
replaces 
15 vital 
car radio 
parts 







UneRERGEERCETEeenerreryees 


MotorolaTransistor- Powered 
Car Radio. (Model 6TAS-8, 





WITH A “GOLDEN HEART 12 volt) $99.95. Other new t 
models from $39.95. ; 
THAT WON’T WEAR OUT” 
Here’s how you fit into ; 
Most trouble-free car radio ever the plus-profit car radio picture : 
built—The amazing transistor heart won’t Many car dealers are discovering that Motorola 
ever wear out. And it replaces 15 parts that Car Radios can bring big extra profits on car sales. 
do wear out in conventional sets. (Including the Motorola’s deep profit margins let you make the 
vibrator and vacuum tubes.) deal you want. And installation charges yield still $ 
Cuts battery drain 50%—Transistors use hardly at a = i os po oben Motorola. Sens : 
any power. Even with the engine off, this radio P ; g : t 
can play for hours without running down the (-------------------------5 t 
battery. | Motorola, Inc., Dept. AN-3A | f 
i f . | 4545 W. Augusta Bivd. | ; 
Fits most cars— Custom fits instrument panels j Chicago 51, Illinois | t 
of most cars. Takes just a few minutes to put in. | Attn: Car Radio Department | i 
| Please give me all facts about the Motorola Car! f 
| Radio business. Thank you. i 
; Name | t 
MOTOROLA J: kim _ sae 
World's Largest Exclusive Electronics Manufacturer On NI ae cc esp I pecentinnenenacancin 1 
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O O K at the extra support 


The Ford Family 








Extra support on Television 


Above and beyond regular radio and television advertising for 
individual cars, “Producers’ Showcase” brings Americans spectac- 
ular television entertainment. Top-drawer plays and musicals with 
top-drawer stars go into many millions of homes each month— 


plays like “Our Town,” “Cyrano de Bergerac,” “Peter Pan” — are 


winning friends for all the Ford Family of Fine Cars. 





MARY MARTIN 


as Peter Pan has twice flown straight to 

the heart of America on “Producers’ Show- 
case,” cogsponsored on NBC-TV by the Ford @& 
Family of Fine Cars. One of TV’s all-time 
favorites, it won Sylvania’s 1955 “Show of 

the Year” Award. 





With extra advertising support like this...no wonder it’s 
great to be a dealer in the Ford Family of Fine Cars. 


The Most Complete Line of Fine 


THE FORD + THE THUNDERBIRD - THE MERCURY §- 





rtyou get when you're a dealer in 


yot Fine Cars 











SPECTACULAR 
FULL-COLOR 
: 7 ADVERTISEMENTS 
eakesnen ”- The INCREAS PREMEERE The Povkts TH lina - ae ae ; fhe MERCURY NONTCLATE like this bring the exciting story 
ime sve memos sccin asco” NEW SAFETY FOR THE AMERICAN ROAD of the Ford Family of Fine Cars 
HE NUMBERED SAFETY FEATURES ABOVE Step i awh a a ae at ae vs maar exue protertion apie — soviaging = —_ oon a. too Ome of the oe important «4 oew kind af F to all America — consistently. 





T tees 


MI © dery dich 
wher! Tn protect ome driver, se hub is recessed 


oh am 2. 
Thece ore new fosh-n cont eturPieew sfety eden gee «= - WE FORD FAMILY OF FINE CARS oo . reson . sumer . vans + torreon 








E 


Extra support in Magazne Advertising 


i Above and beyond heavy advertising schedules by each of the Ford 
2 ! Family of Fine Cars, big new full-color ads like this, in the coun- 
» 7 try’s most popular magazines, are selling the whole Ford Motor 


Company line to millions. These ads do more than sell cars today — 
they’re also laying the groundwork of respect and recognition for 
tomorrow’s sales! They plant in readers’ minds this fact: Ford Motor 
Company gives people more of everything they want in a car. 


eCars on the American Road 


Y #THE LINCOLN + THE CONTINENTAL MARK II 
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Joint Effort Develops Food Pump— 


Plans and manufacturing rights for a new hospital feeding pump, jointly devel- 
oped by Chrysler Corp. and Henry Ford Hospital, Detroit, are turned over to the 
hospital by corporation officials. Looking over the pump and plans are, from left, 
Dr. James Barron, associate surgeon at Ford Hospital, who pioneered in perfecting 
the new feeding process; James C. Zeder, corporation vice-president; K. T. Keller, 





How They're Pushing Sales .. . 


Dealer Ad Ideas 


‘Overhead at °39 Level’ 


F THE dealer's overhead is low, | 
the customer saves money, | 


declared San Fernando Lincoln- 
Mercury Co., San Fernando, Calif. 
The dealership advertised, “Our 
cost to sell you a car is no higher 
than the 1939 figures.” 


It added, “Compare this with the | 


averages of other dealers who have 
more than doubled their 1939 over- 
head costs ... Let us save you lots 
of money on your new automobile.” 
* x 


No Pitch Man 


A “fast-buck” operators has been 
taken by Natzel Oldsmobile, Pasa- 
dena, Calif. 

A recent newspaper ad featured 
the pictures of 16 Natzel executives 
and salesmen, 
sketch of each. 

“You are looking at 255 years 


corporation board chairman, and Dr. Marion W. Jocz, corporation medical director.| of automotive selling experience,” 


Ist dag nicht ein 
sater brake? 


Ja. das ist 
ein Safer brake" 


Is this not a housing better? 
Yes, this is a housing better. 
Aluminum made— 

Gets heat away quick—no fade. 


Fk Sl A A EUAN TR NI a EN 
er RNA ee RN 


SPR eee 


Is this not self-energized ? 
Yes, this is self-energized. 
You start it—momentum parts it 
Ball and ramp is stopping champ. 


So ees 


PRESS 


Is this not a lining better? 
Yes, this is a lining better. 
High deceleration rate, stops straight 
Any speed or vehicle weight. 


Is this not a pedal predictable ? 
Yes, this is a pedal predictable. 
Secret ensconced in ball and ramp response 
To your braking wants. 


Yes, 


Saint Joseph, Michigan 


Plants also at Benton Harbor and Hartford, Michigan and Windsor, Ontario, Canada 
Manufacturing for the automotive and farm machinery industries since 1908. 


, 


with a thumbnail | 


| the ad said, “and not a pitch man 
| on the page. 

“We of the Natzel organization 
| believe in selling and servicing an 
| honest car — Oldsmobile — by hon- 
est and fair methods — neighborly 
methods that spring from truthful 
representation. 

“We have no use whatever for 
the ways and methods of the pitch 
man. The pitch man claims any- 
thing and everything under the sun 
to get your order.” 

* + * 


Coming and Going 


STRONG stand against the|{.XTENSIVE use of bench adver- 


tising pays dividends. That’s 
the experience of Jack Mitchell 
Nash located midway on San Anto- 
nio’s 46-block Automobile Row on 
Broadway. 

Mitchell has an ad on every 
other block from the beginning 
of Broadway, the first of which 
reads: “25 blocks to Jack Mitchell 


Is this not automatic, too? 


this is automatic, too. 


Self-adjusting screw keeps brake true 
Safer for you and children, too. 


Is this not a plate so still? 
Yes, this is a plate so still. 
Torque it takes—with housing mates 
For splash-proof brakes. 


It is ready, it is safer, it should be adopted now —Auto Specialties’ Double-Disc Brake. 


AUTO SPECIALTIES MFG. CO., INC. 


| Nash.” The next is “23 blocks” 
| and so on to the dealership. 


Then, past the firm, the signs 
|start reading: “2 blocks back to 
Jack Mitchell Nash” and so on for 
a length of some 20 more blocks. 
This is repeated on courtesy 
benches on the opposite side of the 
street so that Mitchell gets them 
coming and going. 

a * * 
Fair-Dealing Pledge 

LARKE BROS. (Lincoln- 

Mercury), Hamilton, Ont., has 
made a public pledge to serve with 
honesty, integrity and fair dealing 
at all times in a full-page news- 
paper advertisment that featured a 
sketch of an old-fashioned general 
store. 

Captioned “How Long Since 
You’ve Seen One?” the ad said: 
“Far cry from the old-fashioned 
general store is the streamlined 
supermarket of today. Times, 
conditions and situations never- 
theless do change, and we change 
with them. 

‘Every customer will receive the 
same individual personal attention 
no matter how large or small his 
problem may be. Prices quoted will 
always be fair and competitive. No 
dealing will be concluded as satis- 
factory by us until the customer 
himself acknowledges that it is so.” 


Big Idea 
Elephant Tail Is ‘Tied’ 


To Jungle Sale 


oe elephants? Call TUxedo 
9-5815” is a teaser ad that was 
used in Chicago papers to stimulate 
interest for Cole-Finder (Mercury). 
Also, TV announcers reminded 
viewers that “If you want an ele- 
phant “tail’,” call the same num- 
ber. 


When the phone rang, the 
pleasant recorded voice of Shirley 
Cole gave this message: “If it’s 
an elephant you want, we'll get 
it for you... but we think you’d 
| be happier if you came in to Cole- 

Finder ‘jungle sale’ on ’56 models.” 

Chicago dealers have been aiming 
a message to suburban motorists 
since the Sunday closing law came 
into effect in these communities. 
They are urged to come in Sundays 
because dealers need the “suburban 
cars” and are ready to trade. 


Sucall-Rusiness 
Mortality Alarms 


Senator Smathers 


JACKSONVILLE, Fla.—Senator 
George A. Smathers, Florida Demo- 
crat, has expressed concern over 
the increasing number of manu- 
facturing businesses that have dis- 
appeared in the last two years. 


“What apparently is happening 
is that the big are getting bigger 
and the small are getting smaller 

. and fewer,” he said. The sena- 
tor is chairman of the Senate 
small business subcommittee on 
military procurement. 

In his opinion, the “flood of cor- 
porate mergers” in recent years 
“bodes no good for the small pro- 
ducer.” 

Senator Smathers praised the 
Defense Department for new direc- 
tives to aid small: business, but he 
said the important thing is “how 
well and how forcefully they are 
implemented.” . 


FTC Accuses 
High Penn Oil 


WASHINGTON.—The Federal 





Trade Commission has_ charged 
High Penn Oil Co., High Point, 
N. C., with representing its repro- 
cessed oils as new and with failing 
to disclose that it is reprocessed. 


The FTC complaint alleges that 
the product is sold under the name 
“Dixie,” “Triple A,” “Motor Gold,” 
“Thrift Pride” and “Rex” and is 
“in whole or substantial part” used 
oil from motor crankcases and 
other sources which is reclaimed 
and reprocessed. 


The complaint also contends that 
the erroneous impression created 
in the minds of the public and 
dealers leads to the purchase of 
“substantial quantities” of the oil 
and that the deception and effect 
on competition violate the FTC 
Act. 
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News to Note... 


Auto World in Brief 


WAPAKONETA, O. — Construc- 
tion work is under way on a plant 
and office building to replace the 
present Wapakoneta facilities of 
Superior Tube Co. 

Scheduled for November comple- 
tion, the new mill will increase the 
company’s capacity for production 
of small tubing and electronic parts 
for customers in Midwestern and 
central states. 

+. * 
Boyertown Hiking Facilities 
For Truck-Body Output 


BOYERTOWN, Pa. — Boyertown 
Auto Body Works is constructing 
a $125,000 building which will per- 
mit a 25 percent increase in produc- 
tion of the company’s delivery-type 
truck bodies. : 

Paul R. Hafer, said the facility 
was the first wing of a new manu- 
facturing center to rise on a 16-acre 
plot. It will combine all company 
warehousing and will house new 
machinery and subassembly opera- 
tions. 


Philadelphia Autorama 
To Be Staged Nov. 10-17 


PHILADELPHIA.—The first an- 
nual International Autorama Expo- 
sition will be presented by the 
International Autorama Corp. of 
Philadelphia at Philadelphia’s Com- 
mercial Museum, Nov. 10-17. 

The International Autorama Corp. 
is composed of individuals described 
as being prominent in the automo- 
tive industry and business world 
plus motoring enthusiasts. The cor- 
poration has opened offices at 2044 
Chestnut St., here, which will serve 


as permanent headquarters. 
* . + 


Busy GM Plants Boost 


New England Economy 


BOSTON.—Expanded production 
in 1955 in the three General Motors 
plants in New England created 
approximately 2,000 new jobs and 
added $10,963,817 to the area’s pay- 
rolls. 

At the end of “1955, the three 
plants had increased employment to 
10,248 persons and total annual 
wages to $48,628,952. The plants are 
operated by the Buick-Oldsmobile- 
Pontiac assembly division at Fram- 
ingham, Mass, and the New 
Departure division at Bristol and 
Meriden, Conn. 

ok 


* * 


Globe Union Site Told 


LOUISVILLE. — Location of a 
new storage battery manfacturing 
plant here has been announced by 
Cc. O. Wanvig jr., vice-president, 
Globe-Union, Inc. The new factory 
will provide 90,000 square feet of 
office and manufacturing space and 
with equipment will cost in excess 
of $1,000,000. 

* * * 


GE Gas Pump Motors’ 


Price Trend Is Told 


FORT WAYNE.—Further price 
increases on conventional “above- 
ground” gasoline pump motors 
during 1956 have been forecast by 
a General Electric executive. 

Lisle Hodell, general manager 
of the company’s general purpose 
component motor department 
here, at the same time announced 
a price decrease of approximately 
9 percent on the company’s new 
submersible gasoline pump motor. 
He said that the demand from 





SIGNS that SELL! 


Brilliant “STOP & BUY” Colors 





= EA Z a 33 same, 


tale 


Handy “Make-A-Sign" Kit, brilliant Day- 
Glo colors on clear plastic film. Makes 
ever 2,000 sign combinations of specials, 
Prices, car names, year, etc. Clings to 
Windshield or show window. No Paste or 
tape. Reusable. 


somplestromPLASTIKON DISPLAYS 


45 Nerth Division St. * Buffale 3, N. Y. 








“above-ground” to submersible 
gasoline-vending pumps will con- 
tinue to speed a narrowing of the 
cost differential between the two 
types of motors. 

* * 


Schlegel Plans New Mill 


ROCHESTER, N. Y.— Schlegel 
Mfg. Co., maker of automotive tex- 
tiles, will build a $2 million plant 
to replace two existing factories. 

* * + 


Air Reduction Sales 


Plans An Expansion 


NEW YORK.—A $16 million ex- 
pansion program for 1956 to meet 
the demand for industrial gases is 
under way by Air Reduction Sales 
Co., a division of Air Reduction Co., 
Inc., according to J. H. Humber- 
stone, president. 

Three new producing plants are 
scheduled this year at Chicago, 


Alton, Ill, and Calvert City, Ky. 
Additional producing facilities also 
will be installed at Butler, Pa., and 
output will be increased at River- 
ton, N. J. 


* * * 


Motorola Expands 


ARCADE, N. Y.—Motorola, Inc. 
has announced a $1 million building 
expansion for its plant here. The 
building expansion will increase the 
size of the plant 50 percent. Part 
of the new plant will be used for 
manufacturing the pushbutton auto- 
matic transmission mechanism fea- 
tured in cars built by Chrysler Corp. 


* * * 


Jessar Mfg. Expands 
PHILADELPHIA. — Jessar Mfg. 
Corp. has more than doubled its 
manufacturing facilities in moving 
to new quarters at Broad and Glen- 
wood Sts., according to Joseph Jes- 
sar, president. The company’s line 
of products for infants includes 
Sit-N-Stand car seats. 

+ a * 
Hylumina Ceramic Set 


For Production Use 


OTTAWA. — Spark plugs and 
other engine parts made of Hylu- 





Donate to Olympic Fund— 


Alvan T. Fuller, left, former Massachu- 
setts g>vernor, and his son, Peter, owners 
of Cadillac Automobile Co., Boston, have 
expressed their interest in the 1956 Olym- 
pics by contributing $10,000 to the U. S. 
Olympic Committee Fund Drive. Don Allen 
(Chevrolet), New York, is chairman of the 
committee's automotive division. 


Britain, will be produced for the 
ordinary motorist. Up to the present 


craft, racing cars and speedboats, 
according to K. L. G., Ltd., Putney 
Vale, England. 

It is said to have a mechanical 
strength 20 percent greater than 
any other ceramic on the market 
and is as hard as tungsten carbide, 
with a thermal shock-resistance 
claimed to be unequalled by ceram- 
ics of equivalent strength. Hylumina 
will withstand temperatures up to 
1,600 degrees C and is impervious 
to most chemicals as well as re- 
sistant to all except hydro-fluoric 
acid, it was said. 


* * * 


Bankruptcy Sale 

HOUSTON.—(UTPS)—T he first 
sale of new and used cars, owned 
by the bankrupt U. S. Automotive 
Service, was conducted here Feb. 
15 on order of Referee J. D. 
Wheeler. Five new cars and 38 used 

ones were offered the public. 

= * * 

Jaguar Chief Knighted 
COVENTRY, England—For 
service to Great Britain, William 
Lyons, chairman and managing di- 
rector of Jaguar Cars, Ltd. was 
one of 33 knights named by Queen 
Elizabeth II in her annual honors 


mina, a new ceramic developed in| they had been used only for air- list. 





if you’re particular about your service 
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“GuIDE TO THE WEATHER” 

Folder. Tells how to forecast 

weather. Write for a copy. 

WOLF’S HEAD OIL REFINING CO., inc. 
Oll CITY, PA. 

New York Office: Glendale 27, N. Y. 


~ 








You’re known by the products you sell! 
To the vast number of car owners who want the best in 
motor oil, nationally advertised WoLF’s HEapD is known 
as the “‘finest of the fine.’’ Specially refined from nature’s 
best crude oil, WoLF’s HEap is the modern oil for modern 
motors. It cleans as it lubricates and it provides extra 
‘tall around”’ protection. 
Sell WotF’s HEaD ... 
greater value. 


100% PURE PENNSYLVANIA 
* Longer Lasting 





and you’ll give your customers 


* Superior Protection 
* Keeps Engines Clean 
* Keeps Power High 


WOLF’S HEAD MOTOR OIL AND LUBES 


100% Pure Pennsylvania — Scientifically Fortified a) Member, Penna. Grade Crude Oil Association 
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THIS BIG PROGRAM [IS UNMATCHED 
IN AUTOMOTIVE HISTORY! 


LET’S LOOK AT THE FACTS 


ONLY AMERICAN MOTORS INSURES 
BOTH OWNER AND SPOUSE 
$25,000 Di 000 Divided Equally Between Owner and Spouse if Either or Both 


Are Fatally Injured While Driving or Riding in Their 
Privately Owned American Motors Car Covered by The Insurance. 


ONLY AMERICAN MOTORS OFFERS 
$25,000 INSURANCE 


ONLY AMERICAN MOTORS PERSONAL 
AUTOMOBILE ACCIDENT INSURANCE 
COVERS OWNER AND SPOUSE 

ANYWHERE IN THE WORLD 


Y mw: INSURANCE COVERS ALL NEW 
AND UNUSED AMERICAN MOTORS CARS 
RAMBLER - NASH - HUDSON - METROPOLITAN 


(Government, Fleet and Corporation Owned Vehicles Excepted.) 


This Broad Coverage is Here’s the Big Difference That Makes It Possible 


Possible Because— i iiaihdpidisir senses: uieme epimemamanaemmnann oe.enincen aman 
maxes RAMBLER, HUDSON, NASH ano METROPOLITAN THE STRONGEST SAFEST, 6 

ONLY AMERICAN MOTORS oe 

OFFERS THE BIGGEST 

DIFFERENCE IN CARS TODAY— 

SINGLE-UNIT CONSTRUCTION 


So Strong - So Safe - So Modern 
it can be backed by 


PERSONAL 
AUTOMOBILE 
ACCIDENT 


AGAINST FATAL INJURY AND CORNERING.. nenemnabar quer amane HOt 
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Affecti 


By Martin L. Whitmyer 
Staff Writer 


General Motors Corp. and Ford 
Motor Co. ran 1-2 among the top 
100 users of outdoor advertising in 
1955, according to figures compiled 
by Outdoor Advertising, Inc., na- 
tional sales and promotion organ- 
ization for the medium. 

GM again led the list in 1955 
with an expenditure of $10,228,- 
386.15 — an increase of $2,132,- 
273.17 over the previous year, 
when it spent $8,096,112.98 in the 
medium. 

Ford placed second with an ex- 
penditure of $6,665,796.95 an in- 
crease of $20,505.99 over ’54, when 
it spent $6,645,290.96. 

Altogether, GM, Ford, Chrysler 





Leads Ford Ad Group— 


Gordon Wight, left, Griswold and 
Wight, Modesto, Calif., has been elected 


president of the Ford Dealers’ Advertis- 
ing Assn. for 1956. He succeeds Morris 
Landy, right, Morris Landy Motors, Ala- 
meda, Calif., who will be a director for 


Corp. and American Motors Corp. 
spent $19,038,302.42 on the outdoor 
medium in 1955—a $773,949.24 in- 
crease over the previous year, when 
those four car makers plus Willys 
spent $18,264,352.99. Studebaker- 














NEW BUMPA-TEL SIGNS 





“ANNOUNCING BUMPA-TEL PETITE" 


We are now offering a Bumpa-Tel sign with a panel 12x 40 inches for those adver- 
tisers who do not need as much space as is provided on our regular Bumpa-Tel Signs. 
The new Bumpoa-Tel Petite is lower and blends into the body lines of most cars 
producing a very neat appearance. It is offered at the same price. In ordering be sure 
and state Bumpo-Tel Petite. 


“Mount or Dismount Your Sign in Seconds Without 
Tools, Absolutely No Damage to Car." 


Sheet Steel Face 
Non-Visible Brackets Mounted 


Does Not Interfere with Operation of Trunk Lid 
* After original Installation. State Make and Model When Ordering. 
Now Offered in Four (4) Options, Unlettered at $12.50, 
Lettered at $16.50, Lettered and Reflectorized at $21.50, 
Lettered on Full Scotchlite Background, the Top Sign for 
Night Use at $26.50. 


F.0.B., MOUNDS, ILLINOIS 
2% Discount For Check In Full With Order. 


Available Now for 1956 Ford, Chevrolet, Plymouth, Buick, 
Dodge, DeSoto, Chrysler, Pontiac, Mercury and Oldsmobile, 
Hudson, Nash, Packard and Studebaker. 


We will accept telephone calls collect on orders 
for five or more signs. 


WARREN HASTINGS MOTOR COMPANY, INC. 
103 NORTH BLANCHE MOUNDS, ILLINOIS 
DEPT. 102 Phone No. 498 











$430 
900 ROOMS WITH BATH FROM 


Television and 
Radio Available 


No charge 
for 
Children! 


LAFAYETTE BLVD 


AT FIRST ST 








Phone 
WOodward 3-7100 





Factories and Dealers .. . 





Auto Advertising 


among the top 100 advertisers in 
either year. 


Chrysler Corp., which spent $2,- 
239,348.64 in °’54 to place ninth 
among the top 100 advertisers in 
the medium, dropped to 14th posi- 
tion last year with an expenditure 
of $1,565,239.62. The corporation’s 
reduction in outdoor advertising 
expenditures from ’54 was $674,- 
109.02. 


AMC showed the biggest drop 
from the previous year as it spent 
only $578,879.70 in ’55, as compared 
with $1,022,390.16 a year earlier. 
The result was a 45th place finish 
in 55, as compared with 28th place 
in 54. 

Willys, which didn’t place in the 
top 100 last year, spent $261,210.25 
on the medium in ’54, when it fin- 
ished in 86th place. 

The only other automotive firm 
to finish in the top 100 was 
International Harvester, which 
spent $365,571.96 and finished in 
68th place last year. In 1954, the 
firm spent $344,802.10, and fin- 
ished in 70th place. 

Shell Oil Co. led the allied fields 
with an expenditure of $2,481,865.05 
and a 7th place finish in 1955. In 
1954, the firm finished in 8th place 
with an expenditure of $2,405,777.25. 

Other members of the allied 
fields, the amounts expended, and 
the positions in which they finished 
both years were: 

Gulf Oil Co., $1,878,112.94 and 10th 
place, as compared with $1,983,- 
915.92 and the same position in 
64; American Oil Co., $1,569,640.03 
and 13th place, as compared with 
$1,501,806.68 and 14th place in ’54; 
General Tire & Rubber Co., $1,- 
319,609.31 and 18th place, as com- 
pared with $1,130,095.38 and 22nd 
place in '54; Standard Oil of Cal- 
ifornia, $1,208,002.44 and 20th place, 
as compared with $1,176,736.06 and 
21st place in °'54; Standard Oil of 
Indiana, $996,554.50 and 24th place, 
as compared with $906,474.47 and 
32nd place in ’54. 

Socony-Mobil Oil Co., Ince., 
$853,427.53 and 28th place, as 
compared with $1,060,699.11 and 
25th place in ’54; Texas Co., $786,- 
798.04 and 32nd place, as com- 
pared with $1,244,651.70 and 20th 
place in ’54; Atlantic Oil Co., 
$767,316.95 and 35th place, as com- 
pared with $702,132.20 and 39th 
place in ’54; Richfield Oil Co., 
$642,500.80 and 40th place, as 
compared with $443,227.96 and 
52nd place in ’54. 

Continental Oil Co., $511,296.48 
and 48th place, as compared with 
$541,153.20 and 47th place in ’54; 
Phillips Petroleum Co., $464,181 and 
57th place, as compared with $407,- 
008.28 and 60th place in ’54; Tide 
Water Associated Oil Co., $412,490.54 
and 62nd place, as compared with 
$391,711.18 and 61st place in 54, and 
Signal Oil Co., $289,259.40 and 84th 
place, as compared with $310,838 
and 75th place in ’54. 

Allied firms that placed in the 
top 100 in ’55, but failed to make 
the list in ’54 were: 

Sinclair Refining Co., $619,935.18 
and 44th place; Electric Auto Lite 
Co., $360,828.25 and 70th place; 
Fram Corp., $246,829.60 and 92nd 
place; DX Sunray Oil Co., $243,- 
579 and 94th place, and Olin Math- 
ieson Chemical Corp., $242,163.81 
and 96th place. 

Firms that made the list in ’54, 
but failed in ’55 were Esso Stand- 
ard Oil Co., Union Oil Co. of Cal- 
ifornia, Pure Oil Co., Sun Oil Co., 
Mid Continent Petroleum Corp, and 
Standard Oil of Ohio. 

* i ~ 


Brown Leaves Adcraft 


Don Brown, editor of the Ad- 
crafter, weekly publication of the 
Adcraft Club of Detroit, has re- 
signed to join Richardson-Shaw, 
Inc., Detroit advertising agency as 
copy writer. Brown joined the De- 
troit ad club in 1952 after several 
years as district sales supervisor 
for the Larrowe division of General 


Mills. 
* A r 


Morris, Haviland Promoted 


Richard Morris, 33, formerly pub- 
lic relations manager of Continent- 
al, has been named assistant for 
public relations on William C. 
Ford’s staff, and George A. Havi- 
land, 33, formerly a member of the 
divisional public relations depart- 


/ 


Advertising Co., 
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ment, has been named public re- 
lations manager of Continental. 


Morris joined the news depart- 
ment of Ford Motor Co. in 1952. 
Haviland joined Ford Motor Co. in 
1952, as a staff representative in 
the community relations depart- 
ment. He became supervisor of in- 
formation services, public relations 
staff, 1953, and joined Continental 
last February. 


* * * 


Simoniz Revives Promotion 

Simoniz’ Bodysheen will again 
give its customers a free Eveready 
flashlight as an inducement to get 
consumers to try the new auto 
cleaner-polish. 

Heavy advertising support will 
tell the consumer of the offer on 
Simoniz’ own NBC network show, 
“The Big Story,” through local tele- 
vision spots, national radio cover- 
age, and full-page color ads in 
Life, Saturday Evening Post and 
This Week. 


x * * 


Outdoor Ads Get Lift 


Better facilities for outdoor ad- 
vertising are the result of a drive 
just completed by Stalcup Outdoor 
Kansas City, to 


redesign and rebuild their entire 
system of outdoor boards. 

“Our drive to further improve 
the quality of outdoor advertising 
is particularly important to the 
automotive industry,” said Howard 
J. Stalcup, president. 

“We know that no matter how 
much work goes into the prepara- 
tion of an outdoor auto ad, its 
value is lost if the surrounding 
presentation is dirty and unattrac- 
tive. After all,.the essence of auto- 
mobile advertising is the attrac- 
tive presentation of style and color.” 

*~ x * 


ABP Membership Up 


Membership in Associated Busi- 
ness Publications has reached an 
alltime high in the association's 
50-year history, according to Wil- 
liam K. Beard jr., president. 

Election to membership of “Pe- 
troleum Week” and “Toys and 
Novelties” brought the membership 
count to 161, Beard said, and an- 
other new member will be added 
to the roster in a matter of weeks. 
ABP announced the addition of its 
159th member, “Building Special- 
ties & Home Improvement Dealer” 
on Jan. 6. 
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GREY Le) GASTINGS 


ONE OF THE NATION'S 
LARGEST-AND MOST MODERN 
PRODUCTION FOUNDRIES 
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CHATTANOOGA 72, TENNESSEE 


SPECIAL OFFER 


HERE’S YOUR ANSWER 
TO DECLINING PROFITS! 


Car dealers with good loss ratios can earn up to 
85% of the premium dollar! 


BE YOUR OWN INSURANCE 
COMPANY! Gibraltar pro- 
vides the capital structure 
for your company and shows 
you how to cash in on the 
extra profits. Our contingent 
commission (retrospective) 
plan of automobile insurance 
is specially formulated to 
give you increased income. 


Write Today for full details on The Gibraltar Plan 
Established 1877 


Gibraltar Mutual Insurance Company 


5820 NORTH BROAD ST., PHILADELPHIA 41, PA. 


ke MAIL COUPON TODAY! 
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A Sight for Sore Eyeballs . 
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The Ozark Boy Goes A ‘Dealin’ 


Dear Cousin Ed: 


I come up here to St. Louis to 
swap for me a car and this town, 
cousin, is shore buzzin’ with some 
of the best deals you’ve ever saw. 


Pagedale Motors, 6915 Page, used- 
car dealer, is offering 114 brand | 
new 1956 models in Chevrolets, | 
Fords, Pontiacs and Olds for only | 
$100 down. | 

But shucks, why pay $100 down, 
when all over town you can get 
’em without anything down? 
What I’m lookin’ for now is one 
without no monthly payments. It 
stands to reason if they can elimin- 
ate the down payment they can 
likewise the monthly jolt, which we | 
don’t hardly ever make anyway | 
down in our part of the woods. 

So I kept a lookin’ around and | 
I found her at Ted’s Motors, 7486 | 
Manchester, Maplewood. Their of- 
fer reads: “If you own a 1951... .| 
free of encumbrances, it is now 
possible to trade for a new 1956) 
DeSoto or Plymouth and pay no| 
additional money down and have | 
Ted’s Motors make all your pay-| 
ments, so that you end with no 
monthly payments.” 

The offer is good within a 
radius of 350 miles. That's me 
I’m within 350 miles. Shucks I’m 
right here but my present vehi- 
cle resembles a 1951 only slightly 
—namely & wheels. 

While we're in the same general | 
neighborhood, we'll look in at 
Big Bend Motor Sales (Dodge- | 
Plymouth), they aimin’ to sell a 
new '56 Dodge for $1,350, according 
to the papers. But shucks! You 
have to have a ’51 Mercury or Olds- 
mobile to qualify. Outside of that, 36 
months to pay looks like plenty of | 
time. 

But there must be a deal I can | 
make. We'll go out to Wellston 
and see Joe Simpkins (Ford), | 
his ads advised us to see him | 
first anyway. 
He’s got new '56 Ford Mainline 
Special V-8’s for $300 down or a 
tradein worth that much, for $56 
per month, including insurance and 
carrying charges. 

Now if he charged interest 
the federal bureau of you know 
what, recently ruled interest de- 
ductible but carrying charges not. 

But, by George, he has an offer 
if you’re wantin’ a used vehicle, 


Ullman 


(Continued from Page 16) 
Safety has scheduled four regional 
conferences to stimulate organiza- 
tion of community safety agencies. 
Harlow H. Curtice, president of 
General Motors, is chairman of the 
committee. 

The scheduled meetings, a 
spokesman said, will bring to- 
gether representatives of agri- 
culture, business, labor, media of 
public information, organizations, 
public officials and women’s 
groups for discussion of the ob- 
jectives, organization, and opera- 
tion of civic safety agencies, and 
encouragement of concerted ac- 
tion in their home states and 
communities. 

According to a recent survey, less 
than half of the 242 cities in the 
United States with more than 50,000 
population have citizens’ traffic 
safety organizations. 

Postoffice Solicitor Abe Goff told 
the House Postoffice Committee 
that one way to handle the problem 
of unordered merchandise is to 
throw it in the trash. He said the 
public can do much-to discourage 
the practice of mailing unordered 
merchandise by refusing to buy or 
return it. The committee is consid- 
ering whether legislation is needed 
to control this type of goods. 

The House Judiciary Committee 
has tentatively set Apr. 18-20 for 
holding hearings on bills limiting 
the good-faith defense in price dis- 
crimination cases under the Rob- 
inson-Patman Act. 

The House last week has 
passed and sent the Senate a bill 
providing approximately $14.8 





200 of ’em, five cents down, (who 
said a nickel wouldn’t buy any- 
thing anymore) and a few more 
nickels each week, 55 to be exact. 


My old jaloppy ain’t what she | This 


to swap her for a pile of down 
money. This might be the very 
place. Offer says they’ll give $900 
|for any old car on a new Dodge. 
is Metro Motors (Dodge- 





used to be and I’d be mighty proud | Plymouth) “Where a deal is a fact 





Cleveland Dealership 


Cancelled by Ford 


CLEVELAND. — A 30-day li- 
cense suspension for “bootleg- 
ging” new cars has cost Bergholz 
Motors, Inc., Cleveland, its Ford 
franchise. 

Bergholz’s license was sus- 
pended Feb. 3 as a result of an 
investigation by the Ohio Bureau 
of Motor Vehicles, which found 
new Fords on the lot of Memphis 
Auto Sales. Ford division then re- 
voked the Bergholz franchise, and 
the board lifted the suspension to 
permit the dealership to dispose 
of its stock. Bergholz, operated by 
W. H. Bergholz, had been oper- 
ating for 48 years. 











million for running various Gov- 
ernment units such as the White 
House, ODM, etc. 

The House Postoffice Committee 
has voted to consider President 
Eisenhower's request for a $406.5 
million a year increase in postal 


rates at public hearings scheduled 


to start this week. 


| SOCONY MOBIL OIL COMPANY, INC., and Affiliates: MAGNOLIA PETROLEUM CO., GENERAL PETROLEUM CORP, 





|—not a fiction,” 1085 N. Kirkwood 
| Road. 


According to the book dealers, 
|it says in the book in plain print 
|that my particular car is worth 
$90 if you can get it, so a $900 
offer looks mighty good to this ol’ 
Ozark hillbilly. 

But if I hold on a little longer 

maybe I can get $910. 

By George, wouldn’t a discount 
|be ‘bout as good? Three factory- 
franchised dealers for Nash are 
offering brand new, (factory-fresh, 
they call ’em) ’55 V-8 Nash cars 


for $1,300 discounts, with your car | 
taken as a trade whether paid for 
or not and three years time to 
make the payments. 

There are Compton Motors, Inc., | 
2207 Big Bend, Wright Motor Co., 
Riefling Automobile 


6111 Delmar, 





Engineers Laud Wolfram— 


Jack F. Wolfram, right, Oldsmobile gen- 
eral manager, receives a plaque from the 
| Grand Valley Chapter, Michigan Society 
|of Profession Engineers, for his contri- 


| butions to the engineering field. The 
| presentation is made by J. Gardner Martin, 
chapter president. 


|Co., 2323 S. Jefferson. Ambassadors, 
|Statesman or Ramblers. 

If they take $1,300 off the Ram- 
bler’s less than $2,000 list price, I 





mought be able to get the balance 
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Sell them the oul that 


sub-zero cold! 


of gasoline... 


spark plug fouling. 








55 
for my trade-in. By grannies that 
would be a deal that would make 
the Skagges bust their eyeballs. 

Me aridin’ back to Cedar Gap 

in a brand new paid for car with- 
out it costin’ me ary dime. 

Won't be long till the poke is a 
shootin’ up and we'll be a lookin’ 
for you all down for greens and 
pot likker. It’s be real pot likker 
this time. Grandpap busted his still. 
Bring the youngins. 

Yrs. trooley, 
—Cousin (and Correspondent) 
L. H. Houck 


Crane Institute Elects 


Sohn as President 


Joseph T. Sohn, vice-president 
of Bedford Foundry & Machine 
Co., Bedford, Ind., has been 
elected president of Electric 
Overhead Crane Institute, Inc., 
succeeding William W. Peattie, 
president, Northern Engineering 
Works, Detroit, Mich. 

Other officers were: vice-presi- 
dent, H. T. Florence; directors, 
Frank M. Blum, A. R. Walkley 
and William H. Morgan. Joe H. 
Peritz was elected executive sec- 
retary and treasurer to head the 
institute’s office at 1 Thomas Cir- 
cle, Washington. 






can 


do all this for their cars: 


e Double engine life . . . in summer heat, 


e Increase gas mileage, engine power. 


e In effect, increase the octane rating 
e Control engine knock, pre-ignition ping, 


Make a difference they feel at the wheel! 








CHICAGO.—A concept of “auto- 
mated economy” which completely 
discounts human factors in cus- 


Dealer System Defended 


tomer relations with dealers has/|ness philosophy and the consumer | 


been attacked here by Judson S. 
Sayre, president, Norge division, 
Borg-Warner Corp. 

Sayre, speaking before the As- 
sociated Business Publications’ 
midwest conference luncheon, 
said the real challenge today is 
to find better methods and tech- 
niques to strengthen the retail 
dealer and his salesmen. 





The dealer, he said, is the key 
to “our distribution.” 

“One expert has interpreted the 
effects of ‘automation’ as the need 
for creating faster obsolescence in 
consumer durables, for instance, in 
refrigerators -— which last too 
| long,” said Sayre. 

The expert, Sayre said, suggested 


Plymouth Contest Entries Pour In— 


Mail sacks, holding entries in the Plymouth “Lucky Motor Number Sweepstakes,” | the possibility of building a refrig- 
are stacked to the ceiling of Reuben H. Donnelly Corp., in Chicago as the contest | erator which would last five years, 
nears its March 10 deadline. It offers a grand prize of $50,000 in cash and a second then disintegrate. 


prize of an all-expense, two-week trip around the world for two. | “I ask you,” said Sayre, “just 


A new contribution 


Cleans clear around the corners 


¢ Now Pontiac and Chevrolet dealers can 
offer their customers the added safety of 
wider vision angle for bad weather driving 
—exclusive with the new PowEerR-SwEEP 
Contour Electric Windshield Wiper! 

Here’s the wiper that cleans clear around 
the corners into those critical side areas. It’s 
electric for constant, uniform action with 
no wiper stalling or slowdown. It’s dual speed 
for the best cleaning under any conditions. 
Turn it off, and blade automatically returns 
to park. 

Potential customers are reading about 
Power-SwEeEp regularly in The Saturday 
Evening Post. They’re pre-sold on the many 
advantages of this optional accessory for the 
new Pontiac and Chevrolet cars. Offer it 
to them, they’ll buy, and you’ll profit! 





DELCO APPLIANCE DIVISION 
General Motors Corporation, Rochester 1, New York 


Manufacturers of water systems, automatic heating equipment, automotive electric 
windshield wipers, motors for heaters, defrosters, seat actuators and window lifts. 


‘ 





AUTOMOTIVE NEWS, MARCH 12, 1956 











| 
Can’t Discount Factor of Human Relations, 
Norge President Tells Editors | 


| how silly can these people get and 
|how far can we permit this kind 





cepts are all of a sudden becom- 
ing very brittle. He says the days 
of the franchised dealer in dur- 
able goods are numbered.” 

Sayre added that this man said 
that the franchised dealer is «l- 
ready more or less obsolete and 
“an exceedingly unreliable distribu- 
tion medium, especially now that 
the great bulk of our population 


of thinking to permeate our busi- |lives in a few metropolitan areas.” 


| mind?” 

| He told of another expert who ex- 

| pressed the opinion that the exist- 

| ing marketing structure is begining 

|to crumble around the edges, 

“According to him,” said Sayre, 

“distributive patterns, marketing 
concepts and custom-buying con- 


Bergmann Leaves Atlas 


To Head Lasky Bros. 


NEWARK, N. J.—A. O. Berg-| 
mann has assumed control of | 
Laskey Bros., Inc., wholesale dis- 
tributors of automotive accessories 
and equipment. 

A 30-year automotive veteran, 
Bergmann was sales manager of 
Atlas Auto Seat Cover Co. New 
York, for the last four years. His 
partner in the new venture is Max 
Kessel. 
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The Norge president said that ap- 
|parently one of the largest manu- 
facturers of consumer durables 
| seems to have “bought” this theory. 

“This company,” he said, “an- 
nounced a change in their pricing 
and distribution policy, geared to 
the interests of the large volume 
key dealers in metropolitan cen- 
ters and with the express intent 


ito eliminate all small dealers who 


presently account for 40 percent of 


| their total. 


“This, in my opinion,” declared 
Sayre, “is a misguided move, predi- 
cated on the fallacy that this man- 
ufacturer’s brand name is so dom- 
inant (that) the company can dic- 
tate the pricing, profit margin and 
the distribution policy because con- 
sumers will go out of their way to 
search out the few selective dealers 
to demand the specific brand.” 

However, Sayre said, the in- 
cidence of brand “switches” in 
major appliances runs as high as 
50 percent in many dealer stores. 

It was these attitudes that Sayre 
attacked as discounting “completely 
the human factors in consumer re- 
lations with dealers.” 

“It is definitely a challenge to you 
men,” he said, “who formulate and 
|guide business thinking, to inter- 

pret correctly the significance of 
progress, to dispel any hysteria 
|ereated by the ‘automation’ threat 
| and to help belster and not destroy 
our distribution system.” 

Sayre said businessmen often de- 
| voted too much of their time try- 
ing to solve the wrong problems, 
simply because someone evaluated 
and stated the problems incorrectly. 

“We are prone to accept these 

evaluations and act on them,” 

said Sayre. 

He cited Norge’s sales record in 
substantiation of his faith in fran- 
chised dealers. 

“In 1954, we almost doubled the 
sales volume of 1953,” he said. “In 
1955, our sales exceeded the com- 
bined volume of 1953 and 1954. For 
|} 1956, our sales goal is 20 percent 
|greater than our achievement last 
| year. I will be sorely disappointed 
|if we don’t go way beyond that.” 


Used-Car Notes 


LOUISVILLE. Sid M. Ferree, 
has been reelected president of the 
Kentucky Used-Car Dealers Assn. 
| At the same time the organization 
voted to change its name to the 
Kentucky Independent Automobile 
Dealers Assn. 

Ferree said the change was ap- 
|proved because some _ used-car 
|dealers also sell new cars. Vice- 
presidents are Carl Wagner, Morgan 
| Rogers, Vernon Simmons and C. 
|Gay Hatfield. Charles F. Squires 
|}was elected secretary and E. L. 
Merzwiler was reelected treasurer. 

a” ok ca 





|Sanford Sues Stanford; 


‘What's in a Name?’ 


PITTSBURGH. — Sanford Mo- 
tors is suing its neighbor across 
the street, Stanford Motors, in an 
effort to stop the former from 
using the name. 

Sanford accused Stanford of try- 
ing to “confuse” car buyers and 


steal its (Sanford’s) goodwill. 
* x ” 


Padgett Seeks Office 


AUGUSTA, Ga. — M. J. Padgett, 
president, Augusta Independent Au- 
tomobile Dealers Assn. and owner 
of Padgett Motors, has announced 
he will enter the Apr. 18 primary as 
a candidate for a seat on the Rich- 
mond County Commission. 

* OK ~ 


Wash. Members Sought 


SPOKANE, Wash. — The Wash- 
ington States Used-Car Dealers 





Assn. board will meet in Spokane 
Apr. 26 to launch a membership 
drive for fringe-area dealers, ac- 
cording to Rudy Nelson, president 
of the Independent Used-car Deal- 
ers Assn. of Spokane County. Other 
local officials are James P. Locas, 
vice-presideritt; Edward Elkins, 
secretary, and Lawrence Lenz, 
treasurer. 
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Kansas City Reports Hig h Sales... 


Syracuse Show Sets Record 


[gown report on the Syracuse 
auto show, which closed Feb. 
25, discloses a record attendance of 
40,000 for a seven-day show and 
the 34 participating dealers declare 
that 1956 is going to be a good sales 
year there. 

As a matter of fact, some 
dealers predict—on the basis of 
show reaction—that this year will 
be even bigger for them than 
1955 was. 

In Kansas City, the 39th annual 
show was chalked up as the best 
selling show there in history. 

Ervin Feld (Chevrolet), presi- 
dent of the Motor Car Dealers 
Assn., said many sales had been 
made on the floor and several deal- 


ers had reported cash deposits 
made in show booths. 
* of * 


REPORT on attendance and 

sales is not available on the 
event, which closed March 3. How- 
ever, more than 2,500 persons were 
reported to have been waiting in 
line when the show opened one 
Sunday and 15,000 were on hand 
by 3 p.m. to see the stage show. 

In the aftermath of the show held 
in Detroit, Ken Brown (Dodge- 
Plymouth), entertainment chair- 
man, pointed out one interesting 
sidelight on the problems of hold- 
ing such an event in the Motor 
City. 

“We've got a ‘sophisticated’ 
crowd here as far as automobiles 
are concerned,” said Brown. 
“Heck, you start to tell them 
about the 1956s and what do they 
say? ‘Why,’ they say, ‘Let me tell 
you about the 1957s. ’'m working 
on them over at so-and-sos.’” 

At Ottawa, the show which closed 
last Saturday (March 10) was 
opened by Mayor Charlotte Whit- 

ton and was sponsored jointly by 
the Kiwans Club and the Automo- 
tive Trade Assn. Some 75 new 
models were displayed, including a 
number of European sports cars. 
” od ed 

N CANADA, the third annual In- 

ternational Motor Show is in 
progress at the Coliseum in Toron- 
to. It is expected that the attend- 
ance will top last year’s figure of 
225,000. 

The auto section will include 
American, Canadian, British, Ger- 
man and Italian models. It is or- 
ganized by the Canadian National 
Sportsmen’s Show in ccnnection 
with the Society of Motor Manu- 
facturers & Traders, Ltd., of Brit- 
ain. It will end next Saturday, 
(March 17). 

The first automobile and appli- 
ance show ever to be held in 


Cadillac Launches 
14 Sales Meetings — 


DETROIT. — Cadillac held the 
first three of a series of 14 nation- 
wide sales meetings last week in 
Detroit, Buffalo and Boston. 

J. M. Roche, general sales man- 
ager, said future sales and mer- 
chandising plans were discussed for 
field sales and service representa- 
tives and area distributors. 

The other meetings and their 
dates are: New York, March 12; 
Philadelphia, March 13; Washing- 
ton, March 14; Atlanta, March 15; 
Dallas, March 16; Salt Lake City, 
March 26; Minneapolis, March 28; 
Chicago, March 29; Memphis, Apr. 
3; Pittsburgh, Apr. 4, and Cincin- 
nati, Apr. 5. 








Rep. Rollins Employed 


By Warner Gear, Not GM 

INDIANAPOLIS. — The report 
that Rep. Court Rollins was a Gen- 
eral Motors Corp. employe, carried 
in AuToMoTIvE News of Feb. 27, was 
incorrect. 

Rollins, Muncie, Ind., is employed 
by the Warner gear division of 
Borg-Warner Corp. in Muncie. The 
report was in connection with a 
hearing here on dealer-factory reg- 
ulatory legislation. 


GE Promotes Phelps 


Charlotte, N. C., closed last Sat- 
urday (March 10). Sponsored by 
the Charlotte Automobile Dealers 
Assn., the show featured a high- 
way safety display. Spencer Fol- 
ger, president, is chairman. 

In Greenville, S. C., a similar 
event also closed last Saturday 
(March 10). More than $5,000 in 
donated prizes were awarded dur- 
ing the three days. 


Pendleton, Ore., known as the 
“Round Up” City, opens its auto 
show tomorrow (March 13) in the 
Armory. Art Lindberg is chairman 
of the three-day display. 

Two other shows closed yesterday 
(March 11), at Spokane, Wash., and 
Hutchinson, Kans., while nearby 
Wichita’s event will end next Sun- 
day (March 18). 


DeSoto Dealers Hold Forum; 
Sarason Says Interest Keen 


DETROIT.—A series of two-day 
meetings for dealers run by dealers 
which has been started by DeSoto 
has roused considerable interest 
here. 

Two meetings have been held 
so far. The first was in New York, 
the second in Detroit. DeSoto 
said it is probable that one will 
be held in Los Angeles in the 
future. 

The meetings were conducted by 
a panel of eight dealers. DeSoto 
said the dealers were given com- 
plete freedom without factory opin- 
ion or supervision, although the 
factory footed the bill. 

One Detroit DeSoto dealer who 
attended here said he picked up 
many ideas and said that even the 
financial statements of other deal- 
ers were shown. 

Conrad K. Sarason, partner in 
Bill Henderson Motor Co., Van 
Dyke, Mich., was one of the panel- 
ists at the New York meeting. 
“As soon as I returned from New 
York I called my partner and 
asked him if he was going to 
attend the Detroit meeting,” Sara- 
son said. “He said that things were 
pretty busy, what with me gone, 
the end of the month at hand and 
that we were ‘knocking ’em dead’ 
in sales. 





“I told him he had to get away 


Dealer to Face 
300 Customers 
At His Tax Trial 


CHICAGO. — More than 300 per- 
sons who bought automobiles from 
W. A. Mack, Inc. (Cadillac-Olds- 
mobile), are reportedly scheduled 
to testify in the income-tax-evasion 
trial of Walter A. Mack, 59, owner 
of the dealership. 


Mack is accused of failing to 
show some sales, falsifying com- 
pany books, showing commission 
kickbacks never made and claim- 
ing false deductions in personal 
and corporate returns. 

The trial is expected to continue 
four or five weeks. Mack is charged 
with evading $45,863 of personal 
and corporate income taxes for 


| 1947 and 1948. 


Orville Bucy, a business agent for 
the automobile mechanics union, 
testified that in 1947 the union local 
bought Cadillacs for him and other 
business agents. As part of the deal, 
he said he and other agents had to 
sell their cars to Mack for $1,200 
each. Mack paid him the $1,200 
from his personal checking account. 


Edward J. Calihan jr., assistant 
United States attorney, submitted 
documents seeking to show that 
Mack subsequently sold Bucy’s per- 
sonal car to Jack Thompson, an 
auto dealer, for $1,700 and that 
Thompson paid Mack with a check 
made out to Orville C. “Ducy.” 

The check bore an indorsement 
in that name and was deposited by 
Mack in one of his personal bank 
accounts, it was contended. 

Calihan stated that the $500 profit 
in the transaction involving this 
used car was not reported as in- 
come by Mack or his company. 
Bucy testified he never saw the 
“Ducy” check. 


Sales Chiefs Combine 
EUGENE, Ore. — Fourteen sales 





H. F. Phelps has been appointed 
Michigan district manager of the 
component and intermediate distri- 
bution sales department of the ap- 
paratus sales division of General 
Electric Co. He joined GE in 1928. 


managers, plus banks and finance 
companies, have combined to form 
the New and Used Car Sales Man- 
agers Assn. of Lane County. Head- 
ing the group is Edward Brandley, 
Kendall Motor Car Co. (Ford). 





even if we had to close the doors. 
It was that important. At the 
coffee break at the first day’s 
meeting, my partner could hardly 
wait to get back. The next day 
we returned and brought our 
sales manager. It was that good,” 
said Sarason. 

The Van Dyke DeSoto dealer said 
that dealers have got to start help- 
ing each other and encourage 
dealer-to-dealer cooperation and 
better dealer-to-factory cooperation, 
too. : 

“It’s like this. If I’ve got $5 and 
another dealer has $5 and we swap, | 
we've each still got only $5. But 
if I’ve got five ideas and another 
dealer has five ideas and we swap) 
then we've both got 10 ideas,” said 
Sarason. 

He said that he was averaging at 
least one letter a day from some 
dealer in the east who had heard 
his talk and wanted more informa- 
tion on Sarason’s ideas. 

“As a matter of fact,” said Sara- | 
son, “I’ve sold two cars here on 


| 





ideas that I picked up in New 
York.” 


As far as freedom of discussion 
in the meeting, Sarason said: “I 
even took a couple of cracks at 
the factory. How are they going 
to find out how we feel if we 
don’t tell them?” 

Panelists at New York, beside 
Sarason, were: Vincent De Angelo, 
Warren Motors, Warren, O.; Lester 
R. Glover, Glover Motor Co., Ot- 
tumwa, Ia.; Fred F. Lutz, Manhat- 
tan Motor Sales, Inc., Chicago; 
Edward F. Hoffman, Ed Hoffman 
Motors, Corpus Christi, Tex.; Wil- 
son T. Kirksey, 
Inc., Birmingham, Ala.; Charles C. 
Freed, Freed Motor Co., Inc., Salt 
Lake City, and Geo. Byers jr., Geo. 
Byers Sons, Inc., Columbus, O. 

Panelists at Detroit included 
Theodore Brodlieb, Idlewild Motors, 
Inc., Springfield Gardens, N. Y.; 
Jess F. Hunter, Jess Hunter Motor 


| Co., Pueblo, Colo.; Kirksey; Freed; 


Paul E. Pasmantier, Pasmantier 
Motors, Inc., Elizabeth, N. J.; 
Anthony Metzner, Armory Garage, 
|Inc., Albany; Harry Martens jr., L. 
P. Steuart, Inc., Washington, and 
Franklin F. Foulke, Foulke’s Sales 
and Service, Essex, Md. 


No Appeal Filed 
In Kuhl Case; 
Wis. Law Stands 


MADISON, Wis.—Auto manufac- 
turers have passed up an oppor- 
tunity to appeal to the U. S. 
Supreme Court the constitutionality 
of Wisconsin’s law governing 
factory-dealer contract relations, 
according to the Wisconsin Auto- 
motive Trade Assn. 


The Wisconsin Supreme Court 
recently upheld the law in a case 
involving Ford Motor Co. and Kuhl 
| Motor Co. (Ford), Milwaukee. The 
WATA said Ford did not appeal 
the decision in the 90 days allowed 
for such an action. 


The WATA predicted that the 
Wisconsin law, which permits can- 
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Ford Wins Pure Oil Trophy— 





Pure Oil Co.'s manufacturer's trophy, awarded to the make of car with the greatest 
number of points and wins at the NASCAR Daytona Beach, Fia., Speed Weeks, is 
presented by Lisle Sweet, Pure Oil's retai! marketing vice-president, to William Burnett, 
Ford executive engineer. Ford won the award with 584 points. Chevrolet was runner- 
up with 566. Other makes and their points were: Chrysler, 403; Dodge, 320; Mercury, 
289; Buick, 140; Oldsmobile, 91; Studebaker, 57; Cadillac, 53; Pontiac, 48; Lincoln, 


40, and Plymouth, 11. 


With Purchase of New Car... 


‘Little 2’ Offer Insurance 





Kirksey Motors, |~ 





DETROIT. — American Motors 


| Corp. and Studebaker last week 
announced accident insurance cov- 
erage—in case of death—at no ex- 
tra cost with purchase of Hudson, 





NEIL D. ELY 
Guides industry supplier .. . 


* ” * 
50th Year Marked 
By L. A. Young 
* = 
Spring & Wire 

DETROIT. — A leading supplier 
of the auto industry—L. A. Young 
Spring & Wire Corp. — will ob- 
serve its 50th anniversary on 
March 14. 7 

Young manufactures springs for 
auto seats, valves, brakes, clutches 
and other uses. It also makes hy- 
draulic hoists and tail gates, truck 
bodies, construction machinery and 
fork-lift trucks. 

The firm employes 6,000 persons 
in 15 plants throughout the U. S. 
and Canada. Its history goes back 
to Detroit Spring Wire Co., formed 
in Detroit in 1906. A half-interest 
in that company was acquired in 
1908 by Leonard Augustus Young 
in return for manufacturing rights 
on his “royal arch bump shock re- 
liever.” In 1910, Young was elected 
president. 

In 1918, the firm’s name was 
changed to L. A. Young Industries, 
Inc., and 10 years later it assumed 
its present form — L. A. Young 





cellation only for cause, will sur- 
vive without further constitutional 
tests. 

“Regardless of national legisla- 
tion or contract improvements, our 
Wisconsin law will remain the 
‘equity insurance’ .so desperately 





desired by the rest of the country,” 
said Louis Milan, WATA executive 
vice-president. 





Spring & Wire Co. 

Since 1954 the firm has pursued 
a diversification policy under which 
it has acquired Daybrook Hydraulic 


Corp., Ottawa Steel, Inc, and 
Tracto-Lift Co. 
President is Neil D. Ely, who 


joined the firm in 1924 and moved 
up through the ranks to his present 
post in 1949. Young is retired. 


Metropolitan, Nash, Studebaker or 
Rambler cars. 
American Motors maximum 
family coverage is $25,000; Stude- 
baker’s is $20,000. 


AMC apparently was first to pub- 
licly reveal the plan with original 
coverage of $10,000. When Stude- 
baker announced its $20,000 insur- 
ance, however, AMC upped its fig- 
ure to $12,500 per person. 


If a single person buys one of 
AMC's cars, the policy is for $12,500. 
If a married person is the pur- 
chaser then his or her spouse also 
is covered in case of accidental 
death while riding in or driving 
the car. However, if only one is 
killed, then the liability under the 
policy is $12,500. 

The AMC plan includes the fol- 
lowing points: 

1. $12,500 personal coverage each 
for purchaser and spouse, if mar- 
ried, with car bought on or after 
March 7, 1956, in event of death of 
either or both while driving or rid- 
ing in the privately owned AMC 
car. 

2. Insurance in effect for entire 
year following original purchase 
and only can be cancelled by 
transfer of ownership. Also cov- 
ers for 100 days after accident. 
The offer, of course, is subject to 
state insurance regulations. U. S. 
purchasers only are eligible but 
provisions apply throughout en- 
tire world. 


3. Insuring firm, American Cas- 
ualty Co., Reading, Pa., said: “Rates 
and participation are based upon 
our confidence in... Strength and 
safety of American Motors’ single- 
unit (body) construction.” 


4. AMC will hold master policy. 
Individual certificates for each new 
car sold will be issued and serviced 
by Detroit Insurance Agency, 502 
Fisher Building, Detroit. 

Studebaker’s plan embodied these 
points: 

1. $20,000 insurance coverage for 
the original registered purchaser of 
each 1956 Studebaker bought on or 
after March 5, 1956. 

2. It will cover purchaser against 
accidental death occurring while 
driving and arising out of an acci- 
dent involving his Studebaker. 

3. The certificate is issued un- 
der a policy written by a nation- 
ally known insurance organiza- 
tion and remains in effect for a 
full year from date of purchase. 

4. Policy subject to following ex- 
ceptions (1) injury due to hazards 
of warfare; (2) suicide or any at- 
tempt thereat or any intentionally 
self-inflicted injury while sane or 
insane; (3) carbon monoxide poi- 
soning; (4) driving the auto for 
compensation or hire; or in any 
race, speed or endurance contest; 
and (5) injury sustained outside 
the continental limits of the U. S., 
Hawaii, Canada or Mexico. 
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Curtice Says GM Reforms ‘Lead Industry’ 6% 


Dealer Support Up in Congress 


(Continued from Page 1) 

1955 “was consistently sub- 

normal,” explaining that the 
dealer’s sales were below average 

for the Dallas zone. 

Monroney replied that Massey, 
“after 25 years of loyal service to 
Buick, 
“volume dealer” largely financed by 
Motors Holding Division of GM. 

Emphasizing that Massey repre- 
sented but one complaint among 
“thousands of dealers,” Monroney 
criticized Buick’s policy of send- 
ing “deficiency letters” to dealers 
who fell below the zones sales 
average. 

“A new era dawns in factory- 
dealer relations,” the senator said, 
“I wonder if the mass execution 
by form letter of from 6 to 10 
percent of dealerships is still a part 
of GM policy. Or are you abandon- 
ing it?” S — s 


Letters Stopped 


eighty replied that he had 
stopped the practice of send- 
ing “deficiency letters” in all divi- 
sions last fall, at the same time 
dealer contracts were extended 
from one to five years. 
Monroney also wondered whether 


“reprisals” would be taken against | 
dealers who complained to GM’s 


new executive vice-president in 
charge of dealer relations, Ivan 
L. Wiles. 


Unless Wiles offered dealers an} 


“open day in court,” Monroney 
warned that GM would “just have 
an extra guy on the payroll.” 

“You leave it to me and it will 
work out all right,” Curtice an- 
swered firmly. “I am not aware 
that any reprisals have been 
taken against dealers, but you 
may rest assured that no re- 
prisals will be taken under the 
new plan.” 

Senator Frederick G. Payne, 
Maine Republican, told Curtice that 
he was impressed by the GM fran- 


“had been replaced by a 


last Fall’s Senate “Study” of GM 
also testifed, firmly recommending 
a law “by which the rules of com- 
merce in the automobile industry 
will be maintained equitably and 
in the interest of all concerned.” 

od ca + 

ENATOR Joseph C. O’Mahoney 

admitted that the “reforms” 

made recently by GM are good, 
but he asserted that “they don’t go 
far enough.” 

“These are merely concessions 
which GM gives to dealers—con- 
cessions which may be withdrawn 
when Congress adjourns,” O’Ma- 
honey said. “We must pass a law 

| giving manufacturers definite re- 
sponsibilities in dealing with their 
dealers.” 


the Senator recommended was evi- 
dently his Federal charter 
|for corporations, an idea which 
O'Mahoney has advocated for many 
years. 

Senator Barry Goldwater, 
|zona Republican and businessman, 
said that he was fully aware of 
| the serious problems facing dealers, 
but he warned against passing 
“frantic, hastily considered legisla- 


tion.” 
* * 


Industry Must Act 


T IS hard to see, Goldwater said, 
why auto manufacturers cannot 


do something to correct abuses in 
the industry. Rather than “inviting 
Government control,” the Senator 





| said he was hopeful that the Detroit | 


|“brass” could solve their problems 
| without making legislation neces- 
sary. 

“As a last resort,” he admitted, 
“the answer to these problems 
may be such minimum legislation 
as necessary.” 

Rep. Kenneth J. Gray, Illinois 
Democrat and a former Chrysler- 
| Plymouth dealers for 11 years, said 


see the handwriting on the wall and | 


chise changes, adding that he | that in his opinion, a permissive 
thought dealers would be happier @nti-bootlegging law would not halt 


now. 

But as a former dealer himself, 
Payne suggested that zone mana- 
gers might work for dealers for 
several months selling cars, “and 
see how they do in producing the 
potential they’re always talking 
about.” 

* * x 


peer Congressman to testify 
was Rep. J. Arthur Younger, 
California Republican, who de- 
clared that dealers in his state 
were forced to compete with un- 
franchised retailers offering as 


much as $1,200 off list prices for 


new vehicles. 

Younger estimated that 50 per- 
cent of the bootleg cars sold in 
California were driven in, adding 
that franchised dealers who paid 
phantom freight were hard pressed 
to compete with men who paid no 
freight at all. 

He recommended a uniform 
dealer price, a law to outlaw 
phantom freight, “Territorial se- 
curity adjustments” and dealer- 
factory contract revisions. 

Rep. James Roosevelt, California 
Democrat and chairman of a small 
business subcommittee on gasoline 
pe eatice. warned that “today, in 

alarming number of industries, 

the so-called independent retail 
dealer has been robbed of his in- 
dependence and exploited by the 
large suppliers.” 

Roosevelt told the subcommittee 
that he and Senator Wayne Morse, 
Oregon Democrat, have introduced 
identical “Freedom of Choice in 
Trade” bills “to check the coercive 
practices of large suppliers.” 

* * of 


Tire Dealers Pinched 


Senator John Sparkman, Alabama 
Democrat and chairman of the 
Senate Small Business Committee, 
added tire dealers to the list of 
retailers he said were caught in 
a “squeeze.” 

Sparkman warned that there has 
been an alarming increase in bus- 
iness failures during recent weeks, 
and pointed out that the disparity 
between dealers and manufacturcr 
profits is one possible cause for the 
high bankruptcy rate among small 
firms. 


“I never knew a dealer who 


éould undersell his factory when 
the competition is keen,” Spark- 
man quipped. 

The Wyoming Democrat who led 


| the practice. 
| want to stop bootlegging,” Gray 
| testified. “For one thing, bootleg- 
'ging means more sales. Second, it 
|means less maintenance cost for 

the factory.” 

* * + 

L ‘brwewed Monroney pursued the 
| latter point, Gray explained 
|that it cost a manufacturer about 
| $50 in warranty service per new car. 

But when a bootleg car is sold 
as “nearly new” or “slightly 
used,” he said, the auto maker in- 
curs no warranty costs at all. 
Gray attested that bootlegging 
| was not profitable for the new-car 
|dealer who engaged in it, but was 
done simply to get rid of unwanted 
cars. He charged that Chrysler di- 
|vision “made me take so many 
|Imperials to get the Windsors I 
| needed,” and suggested that the 
|answer to bootlegging might be to 
force auto makers to produce the 
cars the public really wants. 

He told Monroney that he 
thought a “truth in labeling” law 
“could be got around” by clever re- 
tailers. ee ee 


Multer’s Remedies 


A LONG list of suggested legisla- 
tive remedies for auto troubles 
offered by Rep. Abraham J. Multer, 
New York Democrat. Multer al- 
ready has introduced a bill designed 
to stop phantom freight. 

Among other things, Multer 
thought every auto maker should 
be required to road test each 
vehicle for a minimum of 500 
miles, and issue a certificate of 
fitness with every new car. 
Multer also called for: A law 
to prohibit manufacturers from 
charging for accessories or extras 
not ordered in writing; a law mak- 
ing the manufacturer responsible 
for false advertising on all levels; 
a law to prohibit cancellation of 
franchises without cause, giving the 
dealer the right to court review 
of the case; a return to territory 
security, anti-bootlegging clauses, 
and a new provision outlawing price 
packing; prohibition of volume dis- 
counts; a law requiring the manu- 
facturer to “seal” the speedometer 
when the auto leaves the plant, and 
prohibiting of phantom freight. 
Unlike Goldwater, Multer seemed 
to believe that the more legisla- 
tion, the better. 


Rep. Carl Hinshaw, California 


“I don’t believe manufacturers | 


The corrective measure whica! 


law | 


Ari- | 


| 





|sensitive of the problems of 


| would watch any 
|come out of committee “with great 





Republican and author of the first 
bill to outlaw phantom freight two 
years ago, told the subcommittee 
that he was “not so lonesome now.” 


Reviewing the history of his biil, 
which ended in defeat in the House, 
Hinshaw read letters from the FTC 
stating that FTC already has juris- 
diction over fraudulent freight 
charges. For this reason, FTC op- 
posed additional measures. 


Hinshaw called the FTC position 
“most amazing.” 

“I thought the FTC was supposed 
to protect the consumer,” Monroney 
interjected. “Who profits from 
phantom freight besides the manu- 
facturers and a few dealers in De- 
troit?” 

“The bootleggers,” Hinshaw 
promptly replied. “Their business is 
terrific where I come from.” 

* * * 


ARL Albert, Oklahoma Demo- 

crat and party whip in the 
House, said that dealers in his dis- 
trict” are in pretty bad shape and 
they need help.” 


Sen. Russell B. Long, Louisiana 
Democrat, criticized both the “un- 
equal contracts between factories 
and dealers and phantom freight 
charges. He suggested that there 
might be “some form of conspiracy, 
direct or tacit, because all auto 
companies charge the same phan- 
tom freight to certain points.” 

Long said he hoped the auto 
subcommittee would recommend 
legislation, adding that he ex- 
pected to support such measures 
“with enthusiasm.” 

Sen. Everett M. Dirksen, Illinois 
Republican, said that he was “fully 





| 
manufacturer-dealer relations,” and 


legislation to} 


interest.” | 
* * * 


Permanent ‘Watchdog’ 


| 

quem John M. Butler, Mary- | 
land Republican, urged creation 
Wednesday of a permanent mar- 
keting practices subcommittee. | 
Senator Butler and Senator Nor- | 
ris Cotton, New Hampshire Repub- | 
lican, are co-sponsors of a bill de-| 





signed to prevent auto factories | .,1+ of Federal legislation with the | 
from “coercing franchised dealers} .o¢k market’s need for the Se-| 


into purchasing unwanted mer- 
chandise.” 

Butler proposed that a perma- 
nent “watchdog” subcommittee, 
established as an arm of the | 
interstate and Foreign Commerce 
Committee, could expedite action 
on problems of gasoline products 
and farm machinery retailers, as 
well as vehicle dealers. | 

Such a group, he envisioned, | 
could “warn manufacturers, dealers | 
and the public of approaching dan- 
ger in time for them to take volun- 
tarily and without Government in- | 
tervention whatever steps are} 
necessary to prevent needless dam- | 
age.” 


* * * 


UTLER said existence of a per- 

manent subcommittee over the 
past five or 10 years would have 
brought about voluntary solution 
of the phantom-freight situation. 

“Had this subcommittee been in 
continuous operation,” he con- 
tinued, “dealers who today find it 
necessary to fight for freedom from 
coercion would be here as one of 
two co-equal partners, asking noth- 
ing more than an opportunity to 
debate their problems in an im- 
partial public forum for the pur- 
pose of stabilizing and strengthen- 
ing their partnership.” 

Butler said he could not under- 
stand why the factories “have 
refused” to work out dealer prob- 
Iems with NADA. 

The Butler-Cotton Bill (S-3110) 
gives dealers the right to sue for 
damages in Federal District Courts 
in the event of cancellations because 
of refusal to take unwanted vehi- 
cles or parts. 

On the House side, a Colorado 
voice was raised in defense of deal- 
ers Wednesday. Democrat Rep. By- 
ron G. Rogers, called for enactment 
of anti-bootlegging and anti-coer- 
cion legislation, a phantom-freight 
ban, a ban on misleading advertis- 
ing, prohibition of factory interests 
in dealerships and a law fixing 
minimum downpayments and max- 
imum credit terms. 

Reporting that Denver dealers 
were “in the worst position that 


they have ever found themselves,” 
Rogers said his constituents were 
so “hysterical” to liquidate stocks 
they were selling below cost. 


He said the factories were forc- 
ing cars on dealers “without any 
regard for retail demand.” 

+ * * 


Territory Security ‘OK’ 
s A question-and-answer session 
following the March 1 appear- 
ance of Chrysler President L. L. 
Colbert, Corporation Counsel Paul 
Smith said that Chrysler would be 
willing to have territorial-security 
legislation enacted. He said Chrys- 
ler could get along with or without 
it. 

Colbert voiced the opinion that 
supermarkets posed no formidable 
threat to the single-franchise sys- 
tem of selling ‘cars. He said he 
doubted that many franchised 
dealers would surrender their sell- 
ing agreements to operate as su- 
permarkets. 

‘Smith denied that Chrysler 
Corp. dealers are unable to sue 
the company, but Colbert ex- 
pressed opposition to any legisla- 
tion affecting contractual ar- 
rangements between dealers and 
factories. 

The Chrysler chief criticized both 
mandatory and permissive anti- 
bootlegging bills now in Congres- 
sional hoppers. Smith said that 
under any mandatory anti-bootleg- 
ging law, dealers should be per- 
mitted to sue bootlegging dealers 
rather than sue factories alleged 
to have permitted bootlegging. 

The attorney commented that it 

(Continued on Page 59, Col. 4) 


Small Ga. Dealer q 
Bemoans GMAC 
‘Risk’ Demands 


WASHINGTON. —A lone dealer 
who testified among Congressmen 
at Senate auto hearings last week 
said that he had been forced to 
pledge his personal property and 
savings, as well as his corporate 
worth, against possible losses of 
his auto paper. 

W. C. Blount, a Chevrolet- 
Oldsmobile dealer in Hinesville, Ga., 
appeared before the auto market- 
ing subcommittee in response to a 
subpena. 

Blount complained that GMAC, 
which finances his sales, refused to 
accept non-recourse paper from 
him or from other rural dealers in 
his area. But in Savannah, 40 miles 
away, he said, dealers can get 
non-recourse paper from “all the 
big finance companies.” 

The Georgia dealer explained 
that he couldn’t afford to compete 
with big city dealers who offer 
terms of $199 down and 36 months 
to pay because he couldn’t stand 
the contingent liability. His finance 
reserve, which he said was 6 per- 
cent, coupled with his corporate 
worth of around $100,000, was not 
enough for GMAC, he testified. 

Blount said he had to guarantee 
his home, furniture and personal 
savings as well to cover possible 
losses on auto loans. 

“I already owe $25,604 on cars 
I've sold that had to be repos- 
sessed,” he said. 








Lauds ‘Day-in-Court’ Bill .. . 


Dealer Urges Lesislation 


ASHINGTON. — Any Federal 
legislation applied to the auto 
industry’s should recognize the 


industry’s social responsibility, 
Robert B. Livie jr. of Dulaney 
Motor Co. (DeSoto-Plymouth), 


Towson, Md., asserted last week. 
In a letter to Senator John M. 
Butler, 
Livie offered 
to Butler’s so-called 
day-in-court” bill. 
Livie compared the need for some 


allout support 
“dealer 


curities & Exchange Commission. 


The Maryland auto man said, | 
“ ..I feel that the selfish activi- | 


ties of an automobile manufacturer 
can and will cause a progressive 
economic disintegration 


business investments.” 
* * * 
§ Anos in the industry is effec- 
tively capable of protecting its 
own interests, Livie said, as is man- 
agement and the stockholder. 
“The only unorganized group 
that the corporations deal with 
are the dealers and they, by vir- 


| tue of their own philosophy (of 


free enterprise) can never effec- 
tively unionize.” 

He accused labor, management 
and stockholders in the manufac- 
turing field of defining their actions 
“to their own particular benefit,” 
and said that any benefit accruing 
to the dealer or to the public “has 
been definitely secondary.” 

Livie noted that one manufac- 
turer is operating on a four-day 
week. 

“This situation need not have oc- 
curred,” he said “if (this maker) 
had not built cars on a six-day week 


Legislation Still Needed, 


NADA’s Bell Says 


WASHINGTON.—Despite Gen- 
eral Motors’ franchise changes, 
NADA will continue to press for 
bills on equity, bootlegging, phan- 
tom freight and territorial secur- 
ity, Executive Vice-President 
Frederick J. Bell declared Thurs- 
day. 

Bell said the GM _ changes 
“should bring about healthy and 
lasting effects” in factory-dealer 
and factory-public relations. He 
praised GM for establishing a 
dealer relations section under 
Executive Vice-President Ivan L. 
Wiles. 

As to whether NADA still felt 
legislation was needed, Bell said 
the answer was “an unqualified 
Fon’ * 








Maryland Republican, | 


in every | 
part of this country of substantial | 


with two shifts and overtime ‘for 
the last 60 days in 1955. 
oe * = 


|“JRUT for their selfish interest of 
year-end production and con- 

sequent maximum earnings, they 

chose to produce to the limits of 

| their capability. 

“When supply exceeds demand, 

the price of anything must drop.” 

He noted that “actual” prices in 
the dealerships change from week 

|to week. 

| “We can negotiate for a $100 

profit and the next week, $50,” he 

| said. 

| Livie charged that though auto 

retailing demands a large capital 

investment, “completely irrespon- 

sible” actions of the manufacturer 

have made new-car retailing a bus- 

iness of greater risk and smaller 

returns. 7 2 * 

|“"FYHE manufacturer,” he said, 
“consists of three components 

(labor, management and owners) 

which by the records have proven 

to be incapable of enlightened self- 

| interest. 

“If we are ever again to have a 

| depression, it will be hastened by 

such selfish actions.” 

Livie continued: “When GM piles 
up over one billion dollars in earn- 
ings after taxes, then sheer size 
becomes an evil. Had GM decided 
to reduce the wholesale price of 
their cars by $150 across the board, 
their earnings would have been 
pared to a mere one-half billion and 
probably put Ford and Chrysler 
completely out of business. 

“When the manufacturer has so 
reduced the retailing of his prod- 
ucts that we as dealers grub around 
for $50 and $100 gross profits per 
car, it should be recognized that, 
broadly speaking, the new-car 
dealer is approaching the economic 
‘point of no return.’” 

*~ x cs 

ve said that phantom freight, 

demands for territory security 
and bootlegging. are only external 
symtoms of a far greater inequity. 
These ills, he said, can be corrected 
by the manufacturers at any time 
they are economically forced to do so. 

“Your bill,” he told Butler, “is 
at least aimed at a more vital 
spot... to encourage private 
venture capital in small business, 
the very heart of America’s great- 
ness.” 

Livie charged that the “basically 
weak and satellite nature” of the 
dealer’s relationship to the man- 
ufacturer will never be changed un- 
less Federal legistlation acknowl- 
eges that the “new-car franchise as 
it is presently constituted does not 
contribute to the continued growth 

|of the free enterprise system.” 
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DETROIT. — Tomorrow’s cars 
will shrink in height to a “mini- 
mum low” of 48 to 54 inches, the 
Studebaker-Packard styling vice- 
president forecast last week. 

Addressing the annual car, body 
and materials meeting of the 
Society of Automotive Engineers on 
“How Low Is Low?,” William M. 
Schmidt projected a large reduction 
in ground clearance as the major 
area-.of future restyling. 

“Torso height will increase, if 
it changes, because people are 
getting taller and the additional 
headroom will be necessary,” he 
said. 

Schmidt painted the following 
picture of future cars: 

“Unit construction with smaller 
wheels, new transmissions and 
drive lines resulting in lower seats, 
a one-control 
pedal (combining 
accelerator and 
brake), new 
power plants, 
compound glass 
and eventually 
bubble canopies. 

“Doors into the 
roof, swivel seats, 
and adjustable or 
telescopic steer- 
ing columns for 
easier entrance. 
Also, radar or electronic warning 
devices which will be quite a safety 
factor.” 

Schmidt said engines for future 
ears could be of the opposed or 
“pancake” type with _ horizontal 
radiators, thus enabling lower hood 
height. 

Unit construction is linked with 
the trend to lower cars, Schmidt 
said, and “will probably follow 
evolutionary design patterns simi- 
lar to those of conventional 
frame construction.” 

On the same program, Chrysler 
Corp.’s Carl Reynolds contended 
that the car package of today was 
“unscientific” in design. 

A “statistical car” embodying 
scientific concepts, said Reynolds, 
would have the following dimen- 
sions: 55-inch height, 112-inch 
wheelbase; 4% inches from tunnel 
to floor; 40% inches of torso room. 

“We know that people have been 
becoming taller,” he pointed out, 
“but apparently bigger and bigger 
people have wanted lower and 
lower cars ... We who are stylists 
must learn more of the true esthe- 
tic appealing to the better nature 
of humans and learn to satisfy 
their real needs.” 

Many new developments for au- 
tomotive use were announced or 
described in detail during the 
three-day meeting here. An esti- 
mated 1,200 engineers attended. 

Bendix’s new Disc-Servo brake, 
combining features of both the 
disc and shoe types, “meets 
almost all of the requirements 
which have spelled out good and 
accepted practice in the field of 
automotive brake design over the 
past 25 years,” according to T. 
H. Thomas, Bendix Products 
manager of automotive engineer- 





W. M. Schmidt 





ing. 
The Bendix brake uses three 
friction surfaces — the two flat 


end-surfaces of the drum plus the 
inside cylindrical surface. But 
Thomas observed that greater sta- 
bility is available because the 
serving elements do not operate 
against the same friction surface 
they serve. 

Two Budd engineers — C. L. 
Eksergian and D. P. Dyer jr.— 
described the company’s new disc 
brake as “versatile in respect to 
any degree of self-energizing or 
non-energizing.” They also said the 
new brake was adaptable to power 
brakes with or without energizing. 

“Admittedly,” the Budd paper 
stated, “this type of disc brake 
requires a relatively expensive 
cored disc casting, reduced acces- 
sibility for servicing and a closer 
control of dimensional tolerances 
than is maintained in drum brake 
parts. 

“However, where the need 
exists for improved high speed 
and heavy-duty braking, this disc 
brake qualifies in regard to light 
weight, consistency, performance, 
peak and continuous power, capa- 
city, durability, long lining life 


Onward and Downward 


S-P’s Schmidt Predicts 4%-Foot-High Cars 
With Unit Construction 


































and absence of heat checks or 
wear on the disc faces.” 

A third new braking development 
was outlined by S-P Engineers W. 
B. Love and D. E. Hobson, report- 
ing application of the Budd flared, 
cross-rib drum. brake to higher- 
performing 1956 Studebaker cars. 

The Safety-Fin brake, they 
claimed, appreciably increases | 
operating temperatures, cold per- 
formance and fade _ resistance 
without design changes in the} 
brakes, steering arms or suspen-| 
sion. 

Additionally, they said, there is 
“only a small weight penalty” and 
“a relatively small cost penalty.” 

Beautification of trucks in ac- 
cord with functional needs “is in 
its infancy,” the SAE was in- | 
formed by Theodore Ornas, chief 
truck engineer of International 
Harvester. 

Greater use of aluminum and} 
fiber-reinforced plastic to lighten | 


Curtice Urges 


Accident Cut 


WASHINGTON.—A sharp nation- 
wide reduction in traffic accidents 
is “quite feasible” as well as ur- 
gently needed, said Harlow H. Cur- 
tice, chairman of the President’s 
Committee for Traffic Safety, in 
speaking last week at the annual 
meeting of the committee. 


“Fortunately,” said Curtice, pres- 
ident of General Motors, “there is 





no great mystery about the basic 
causes of or cure for this problem. 
The question is not so much what 
to do as how to get it done on an 
expanded and sustained basis. 


“President Eisenhower has em- 
Pphasized the two most important 
steps we must take. First, more 
active public support must be mo- 
bilized for necessary action. This 
is essentially an educational job, 
one of getting more and more peo- 
ple to drive safely and to back 
sound official measures. Secondly, 
a major program of highway im- 
provement must be undertaken. 
This shouid begin with an expanded 
federal aid program such as Con- 
gress is now considering.” 

Curtice indicated that the Presi- 
dent’s Committee for Traffic Safety 
is working on the public support 
objective by encouraging the crea- 
tion of citizens’ safety organiza- 
tions in all states and communities. 
The committee recently announced 
a nationwide series of regional 
conferences in May to promote such 
action. 


AUTOMOTIVE NEWS, MARCH 12, 1956 


truck cabs was envisioned by B. C. 
Harris, of White Motor. Harris 
called curved glass windshields “an 
absurd fad” for truck cabs, con- 
tending that a large flat windshield 
has none of the distortion, reflec- 
tion or service difficulty associated 
with curved glass. 


The new American Motors V-8 
engine was described by three AMC 
engineers—John F. Adamson, Carl 
E. Burke and David V. Potter. 


Symposiums were held on car 
noise problems, bodytrim materials 
and new developments in automatic 
transmissions. 

Synthetic textiles and other ma- 
terials are providing improved car- 
peting and upholstery materials for 
modern automobiles, the meeting 
was informer. J. H. Cox, of Mohawk 
Carpet Mills, reported a “revolu- 
tion underfoot” in the use for floor 
coverings of tufted nylon and rayon 
combinations. 


Floor mats made from rubber 
compounds are being given decor- 
ative vinyl surfaces for purposes 
of decoration, wearing qualities 
and noise reduction, according to 
J. F. McWhorter, of Ohio Rubber. 

Tire manufacturers are making 
and laboratory-testing tires safe for 
use at motor vehicle speeds of 
400 miles an hour, but the world 
seems to have no roads on which 
this travel pace is safe, according 


|to E. F. Powell, of Dunlop Rubber. 


Powell described the difficulties 
attending use tests because of the 
scarcity of highways on which 
speeds of 60 to 90 miles an hour 
can be maintained for any consid- 
erable period. However, he said, the 
test machine has been found to give 
comparable results, even with cor- 
nering behavior and steering ef- 
fects. 

This discouraging story of efforts 
to find out what causes annoying 
noises in an automobile — and to 
correct the situation — was related 
by D. R. Whitney, of General Mo- 
tors. 

Filters and peak noise meters 
are helpful, Whitney said, but 
the driver of a car may be more, 
or less, annoyed by noises de- 
pending upon the quality of his 
morning coffe, the attitude of his 
wife, how much sleep he has 
had and the condition of his ul- 
cers. 

Whitney pointed out that the 
purchaser of an expensive car is 
more annoyed by noise than the 
buyer of a lower-priced job, while 
the buyer of a used car is more 
tolerant than either. 

“Unfortunately,” he stated, “there 
is no single instrument or group 
of instruments which can be sub- 
stituted for the human evaluation 
of noise. While we have attempted 
to design an annoyance meter to 
replace the idiosyncrasies of the 
human being, it is obvious that we 
could not hope actually to build 
such a meter.” 





Tradein Allowances Exempted .. . 





Pa. Enacts 3% Sales Tax 


By George E. Shelley 
Staff Correspondent 

HARRISBURG, Pa. — Pennsyl- 
vanians purchasing new or used 
cars are now subject to a 3 percent 
sales tax under terms of a Dill 
which was signed into law March 6. 

Dealers started collecting the 
levy March 7. 

A similar levy at a 1 percent 
rate, enacted in 1953, expired last 
Aug. 31. 

Under the measure, motor vehi- 
cles, trailers, semi-trailers and air- 
craft, including parts and equip- 





Napco Victory Corrals 


All of Industry for UAW 


MINNEAPOLIS. — (UTPS) — 
With the formation of a UAW 
unit among employes of Napco 
Industries, Inc., maker of the 
Federal truck, UAW leaders last 
week claimed 100 percent organi- 
zation of the nation’s auto 
workers. 

Richard Gosser UAW vice-pres- 
ident and director of the union’s 
competitive shops department, 
said a recent election victory at 
Napco “brings into the UAW fold 
the only auto workers in this 
country and Canada who were not 
members.” 





ment used in repair and mainte- 
nance — including oil, but exempt- 
ing gasoline—will be subject to the 
levy. 

The Pennsylvanian Automotive 
Assn. was successful in having 
tradein allowances on vehicles ex- 
empted. In other words, buyers 
will pay the tax only on the dif- 
ference between the tradein allow- 
ance and the list price instead of 
the full purchase price of the car 
or truck. 

A similar provision was also con- 
tained in the old sales tax law. 
Auto dealers and garages collecting 
the tax will be given a 2 percent 
commission on total collections for 
serving as collectors. 

A companion “use” tax provi- 
sion is aimed at preventing the 
purchase of out-of-state vehicles 
to avoid the sales levy. The use 
tax would have to be paid before 
such a car or truck could be reg- 
istered in Pennsylvania. 

A trucking firm will not have 
to pay the tax on trucks it buys. 
Taxicabs, buses and other motor 
transportation vehicles certified by 
the Publie Utility Commission also 
will be exempted. 

Unlike the former sales tax law, 
this measure was enacted on a per- 
manent basis. However, the rate 
automatically will drop to 2 percent 
on June 1, 1957. 















U. S. Rubber Officials Discuss 


Sales Plans— 


Plans for 1956 in sales, advertising and sales promotion, distribution and public 
relations were revealed by U. S. Rubber Co., at a three-day district managers’ meet- 
ing in Rye, N. Y. From left are H. C. Oliver, U. S. tire sales manager; Dr. G. R. Cuth- 


bertson, assistant general manager; J. C. 


Ray, executive assistant to the general 


manager, and W. O. Green, general sales manager. 





Dealer Support Growing 
In Congressional Ranks 


(Continued from Page 58) 


would be “most difficult” to prove 
whether a factory “knowingly” per- 
mitted bootlegging, while Colbert 
opposed any arbitrary cancellations 
of bootlegging dealers. 

* = * 


1 pecans that Chrysler Corp. 
terminated 37 dealers last year, 
Colbert defended absence of a can- 
cellation-for-cause provision in the 
company’s dealer selling agree- 
ment. 

“Other companies,” he noted, 
“have set out detailed lists of 
possible reasons for terminating 
agreements, constituting a veritable 
catalog of technicalities, proscribed 
conduct and required activities. 

“We have considered this su- 
perfluous, because, in fact, cancel- 
lation should not be resorted to ex- 
cept in cases where fair-minded 
men will recognize that an unten- 
able situation has developed and 
has to be brought to an end.” 

Colbert, said, however, that 


Sutter, Chaffin 
Are Added to 
Safety Committee 


WASHINGTON. — Appointments 
of Frederick M. Sutter (Dod ge- 
Plymouth), Columbus, Ind., first 
vice-president of NADA and Dean 
Chaffin (Cadillac-Buick-Chevrolet), 
Bozeman, Mont., chairman of the 
National Affairs Committee of 
NADA, to serve on the national 
Inter-Industry Highway Safety 
Committee were announced last 
week by A. vanderZee, chairman 
of the committee. 

Other NADA representatives on 
the Committee are Charles C. 
Freed, NADA past president 
(DeSoto-Plymouth), Salt Lake City; 
Carl E. Fribley, NADA president 
(Cadillac-Pontiac), Norwich, N. Y., 
and Frank H. Yarnall, immediate 
past president of NADA (Chevro- 
let), Chicago. 

In addition to vanderZee, repre- 
sentatives of the automobile manu- 
facturers serving on the committee 
are W. F. Hufstader, vice-president, 
General Motors; Dan O‘Madigan 
jr., director of sales services and 
distribution, Studebaker - Packard; 
N. K. VanDerzee, vice-president, 
American Motors, and Walker Wil- 
liams, vice-president, sales and 
advertising, Ford Motor. 

Tire manufacturer representa- 
tives are Howard N. Hawkes, vice- 
president, United States Rubber; J. 
A. Hoban, vice-president, replace- 
ment sales, B. F. Goodrich; L. A. 
McQueen, vice-president in charge 
of sales, General Tire; H. D. Tomp- 
kins, vice-president, Firestone, and 
R. S. Wilson, vice-president, Good- 
year. 

Representatives of the National 
Tire Dealers and Retreaders Assn. 
include Bill Deane, immediate past 
president (Goodyear dealer of Ros- 
well, N. M.), and Ben M. Wilbanks, 





Chrysler’s attitude on cancella- 
tions was open to change if 
dealers indicated they wished a 
revision. 

“We cannot let a dealer neglect 
his market so completely and con- 
sistently as to reflect on our prod- 
ucts,” he added. “And when this 
happens, we do not think there is 
valid ground for disagreement as 
to the termination. 

* * * 


Future Effective Date? 


MPLIFYING on a revelation in 

his prepared text that Chrys- 
ler’s franchise is undergoing re- 
view, Chrysler read a list of 15 
clauses eliminated from the agree- 
ment in 1938. He said many of 
these still are contained in selling 
agreements of other factories, 

Senator Monroney, agreeing that 
an overnight change in the auto 
business would be disruptive, sug- 
gested a future date for enforcing 
actual-freight charges in any phan- 
tom-freight ban. 

Senator Charles E. Potter, 
Michigan Republican and a fre- 
quent visitor at the hearings, 
commented that a phantom- 
freight ban would regionalize au- 
to marketing, making various 
areas good for makes depending 
on the actual cost of freight to 
each market. 

Monroney argued that the fac- 
tories must go to “honest freight” 
sometime. He said he has heard no 
justification for continuing what he 
called “unconscionable phantom- 
freight,” though Studebaker-Presi- 
dent James J. Nance had warned 
the day before that S-P would be 
driven out of business overnight 
by an actual-freight law. 

~ x * 


pPAPORMED by Senator Frederick 
G. Payne, subcommittee member 
and Maine Republican, that no 
complaints had been received from 
Chrysler Corp. dealers, Colbert 
called the Chrysler agreement the 
“pest in the industry.” 

The Chrysler executive denied 
that the corporation has any stimu- 
lator dealers. He said the company 
tries to persuade dealers not to use 
unethical ads or enter the bootleg 
market. 

Cc. L. Jacobson, corporation 
sales vice-president, told the sub- 
committee that last year the fac- 
tory spent about $56 million for 
advertising to the dealers’ $33 
million. He said the dealers in 
each area can decide whether 
they wish to sponsor national 
television programs or to use 
their fund in other ways. 

The subcommittee, if it still is 
in operation next month, will get 
a change of personnel. Senator J. 
Strom Thurmond, a South Carolina 
Democrat, has resigned from the 
Senate, effective Apr. 4. 


Ethyl Promotes Kellogg 


Hudson W. Kellogg has been 
appointed manager of the gasoline 


president (U. S. Rubber dealer of| testing division of Ethyl Corp. 


Montgomery, Ala). 


replacing J. Clifford Pope, who died. 
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Wiles Gets GM Dealer Post 


(Continued from Page 1) 


the GM passenger-car and truck 
divisions.” 


Wiles, a former Buick comptrol- 
ler, becomes GM’s third executive 
vice-president. He joined Oakland 
in 1928 and Buick in 1932. 


* * * 


. GM might create a dealer 
relations department, conform- 
ing with a resolution adopted by 
the 1953 NADA convention, came 
as no great surprise to the dealers 
who had heard Curtice address 
them from Los Angeles only a few 
days before. 

“IT am giving further study,” the 
GM chief told the nationwide TV 
audience, “to the problem of chan- 
neling communications from the 
dealers direct to my office.” 

A GM dealer (Buick-Cadillac), 
J. Saxton Lloyd, of Daytona 

Beach, Fla., called on the fac- 
tories to form dealer relations 
departments in November, 1952, 
while he was NADA president. 

Lloyd outlined his plan at an Au- 
tomobile Old Timers banquet, at 
which a guest was Secretary of 


Defense-designate Charles E. Wil-| 


son, then GM president. 


Lloyd emphasized that such 


departments should be independ-| 


ent of the sales sections and under 
a policy-making executive “who is 
not charged directly with sales 
responsibilities.” 

* * * 


Endorsed by NADA 
IS position was endorsed by the 
NADA convention in February, 
1953, when a resolution embracing 
his suggestion was enacted. 

“When we (dealers) have to do 
all our arguing with people who 
are under constant sales compul- 
sion, it is a great mistake,” Lloyd 
contended. 

“A dealer relations department 
can keep manufacturers informed 
as to what their dealers are 
thinking and what it is that 
troubles them from time to time.” 

At the time, Lloyd was mildly re- 
buked for making his proposal at 
an industry event attended by Wil- 
son and other factory executives. 

* og ” 


N PALM BEACH, Fila., Lloyd 

told Automotive News last week 

that he was “deeply gratified” over 

. GM’s adoption of 

his three-year-old 
idea. 

The former 
NADA chief 
voiced the belief 
that the Wiles 
operation would 


lar benefit to sub- 
marginal dealers 
and should result 
in better quality 
performance for them. 

“Of course, it remains to be 
seen how it will work out,” Lloyd 
said, “but General Motors could 
not have chosen a better qualified 
and more respected man than 
Ivan Wiles to take over the job.” 

Lloyd recalled that his 1952 pro- 
posal called only for a dealer rela- 
tions vice-president. Elevating the 
assignment to the status of execu- 
tive vice-president indicates GM’s 
concern with handling the dealer 
relations problem - adequately, he 


J. 8. Lioyd 


“It’s a tremendous step forward,” 
he declared. 

Wiles was unavailable for com- 
ment last week on plans for imple- 
menting the dealer relations setup. 
He accompanied Curtice and other 
GM executives to the Monroney 
hearings in Washington. 

* x + 


H establishment of the Wiles 
liaison between Curtice and 
dealers, one other major question 
of identity was left for GM dealers 
last week: 
Who will be named impartial um- 
pire to adjuicate GM dealer ap- 


Wiles has started his new duties 
in Detroit’s General Motors Build- 
ing, but it was believed unlikely 
that the umpire would operate from 
the W. Grand Blvd. address. 

Appointment of an umpire was 
ae 8 the near future, since 
new dealer selling agree- 
ment took effect March 1. How- 
ever, dealers will not begin to get 
copies for signature until later 


prove of particu- | 








this month, according to Curtice. 


The GM president’s hour-long 
address to dealers and members of 
the GM wholesale organization was 
both frank and hard-hitting. 

Curtice admitted, for example, 
that pressure from competition had 
caused him to condone price-pack- 
ing in 1953. 


* * * 


Blasts Malpractices 


E CONCEDED that some GM 
divisional representatives had 
encouraged unethical advertising 
and bootlegging, and ordered them 
and GM dealers to cut these prac- 
tices out, as well as price packing. 
He said he would restore terri- 
torial security if the Department of 
Justice were to give the green light, 
although he doesn’t know how 
many dealers would want it back. 
Curtice called on the industry to 
join GM in terminating price pack- 
ing, bootlegging and unethical ad- 
vertising and commanded their end 
in the General Motors organization 
with the flat statement that he 
“wants it stopped.” 

He acknowledged that some 
dealers had been losing money 
and said dealer morale as a whole 
was low. 

The GM chief spelled out prev- 
iously undisclosed details of many 
of the franchise and policy changes 


| instituted by the corporation. These 


include: 

1. The moratorium on new GM 
dealer appointments — “except for 
replacements” — will last only for 
this year. However, no new dealers 
will be named in the future who 
lack “adequate” sales and service 
facilities. 

2. National or state sales penetra- 
tion data may be used in assessing 
an individual dealer’s performance, 
but local conditions will be stressed 


on a uniform scale. 
* * . 


GM’s absorption of new-car di- 


* rect mailing costs will be 


charged against the corporation's | 


contribution of one-third to coop- 
erative advertising funds. Previ- 
ously, GM gave one-sixth to one- 
fifth of the co-op funds and nothing 
for direct mail advertising. 

4. New-car turnover no longer 
will determine a dealer’s quota, and 
demonstrators henceforth will not 
be figured as part of inventory. 
New-car turnover, Curtice said, 
“serves no important purpose in to- 
day’s highly competitive market.” 

5. GM is committed against 
both overproduction and under 
production. 

6. In compliance with a GM 
Dealer Council idea, GM will give 
its retailers more business manage- 
ment help and may set up ad- 
ditional zone offices. 

Taking over full warranty labor 
charges is “one of the most im- 


Shows Off TV Awards— 


William lLundigan, host of Chrysler 
Corp.'s two television shows, “Climax” and 
“Shower of Stars,” displays trophies won 
by “Climax” in 1955. The framed certifi- 
cate was awarded by radio and television 
editors who voted the program the “Dra- 
matic Show of the Year." “Climax” also 
received the Look TV Award, left, and 
the Christophers trophy for being selected 
as one of the year’s outstanding television 
shows. 


portant economic changes” in the 
agreement, Curtice asserted. 
+ * * 


‘Highly Emotional’ 
a by U. S._ senators 

prompted the decision to review 
dealer relations, Curtice said. He 
referred specifically to the O’Ma- 
honey subcommittee hearings on 
GM affairs last November and the 
Monroney subcommittee dealer 
questionnaire. 

He branded some of the charges 
made by cancelled GM dealers be- 
fore Senator O’Mahoney “highly 
emotional” and “not documented,” 
but added: 

“Where there was so much 
smoke, there must be some fire.” 

Curtice told how he turned to 
the GM Dealer Council for help in 
formulating new policies, though he 
was aware Council members had 
at past meetings “not been as vocal 
as they might have been.” 

He said Council members were 
asked early in January to bring 
to their February meeting in De- 


|ing factory-dealer relations. 
* x * 





} cil 
|from Senator Monroney and sent a 


| area, and another personally called 
|/up some 200 dealers. Curtice said 
|he personally spoke to numerous 
|dealers in his Detroit office and at 
|the New York and Miami Motor- 
| amas. 

| “The February Dealer Council 
/meeting,” Curtice said, 
|most constructive since the war. 


It resulted in the most equitable | of “pure altruism” because the suc- 


'and most progressive contract in 
the entire industry. All members of 
ithe Council enthusiastically ap- 
proved the new contract.” 

In recalling the background of 
| the new agreement, Curtice did 
not mention the dramatic exten- 
| sion of GM franchises to five- 
year periods, announced in the 
midst of the O’Mahoney hearings 
| in December. 

GM now has broadened the dura- 
tion of 
|notch, including along with one- 
| year and five-year franchises an in- 
definite compact like those in force 
at Chrysler Corp. and Ford. The 
indefinite GM pacts, however, will 
be cancellable without cause. 

~ 


Legally Enforceable 


OXF significant change touched 
on by Curtice, dealing with the 
legal enforceability of the new 
agreement, was clarified to some 
extent last week by a GM spokes- 
man. 

Curtice had declared in his tele- 
cast that the new agreement “es- 
tablished — as legal obligations — 
policies and equity considerations 
which the dealer can enforce under 
the laws of the land regardless of 
who administers the contract.” 

A spokesman explained that 

GM lawyers have written into the 

agreement a statement of mutual 

obligations on which they “are 
convinced” an aggrieved dealer 
can file a law suit. 

GM’s liability will stand up, he 
added, under any future corporate 
or divisional administration. 

Curtice counted out 18 major 
franchise changes, many of which 
provide greater protection for a 
business in the event of termina- 
tion or the dealer’s demise. 

Bd x * 





HE GM executive revealed that 

there henceforth will be a uni- 
form policy on stock participation 
in dealerships. This has varied in 
the past “from division to division 
and even from zone to zone,” he 
said. 

Other GM cost changes include: 
Doubling the parts obsolescense al- 
lowance from 2 to 4 percent; in- 
creasing the old-model allowance 
from 4 to 5 percent on all old 
models; allowing 90 days instead of 
30 for returning obsoleted parts; 
raising GM’s ante on sales contests 
and owner magazines from zero 
to 50 percent, and dropping special 
warehouse charges of $5 to $7 a 
car. 

The new contract will contain a 
revised capital requirements 
clause and a new’ provision on 
standards in advertising and op- 
erations, Curtice said. 

He said the language of the 


“was the|than your prosperity.” 


\Candles for Big Event— 


| troit candid suggestions for improv- | 


| JN RESPONSE, he said, one Coun- | 
member borrowed a note | 


questionnaire to 119 dealers in his | 


Flexible Scheduling 


its agreements another | 





ition. He said GM divisions had 
| boosted their schedules 41 times last | 
|year and cut back 13 times, which 
| he said demonstrated the flexibility 





Harold Kaiser, left, Kaiser Bros. Olds- 
mobile, and Robert Auth, general sales 
manager, pose beside candles marking 
the dealership’s 39th anniversary. Founded 
in 1917 by Harold and Irvin Kaiser, the 
dealership is located on a four-acre site 
in downtown Los Angeles. 





agreement will be simplified “so 
that even I can understand it.” 
He said ambiguous and superfluous 
phrases would be thrown out. 

Asserting that a GM dealer “owes 
it to himself as well as to GM to 
participate aggressively in the mar- 
ket,” Curtice declared: 


“Nothing is closer to my heart) 





He said he was not speaking out 


cess of GM was “dependent” on its 
dealers, and vice versa. 
a” * * 


O THIS END, he pledged the} 
corporation against overproduc- | 


of GM production planning. 

“We shall do our utmost to see 
that dealers get only the cars they 
order,” he said. “We are taking a 
good look at every dealer’s po- 
tential to avoid oversupplying, 
but by the same token we want 
every dealer who needs more cars 
to be able to get them.” 

Curtice told the dealers of the 
projected expansion of the elective 
dealer council setup down through 
the divisional organizations, with 
councils planned at the zone, re- 
gional and national levels. 

Members of the present national 
GM Dealer Council have been asked 
to serve through the balance of 
1956. 

Curtice became especially forth- 
right when he discussed price pack- 
ing, bootlegging and unethical ad- 
vertising. 

Denying charges that he person- 
ally had condoned bootlegging and 
blitz advertising, Curtice said he 
was dedicated to elevating the re- 
tail automobile business to the high 
level of respectability it can and 
should enjoy.” 

* 





Olds Dealership Sold 


By Anti-GM Witness 


CONWAY, Ark.—One of the few 
non-cancelled dealers who testified 
against General Motors last Decem- 
ber has sold his dealership here. 

J. B. Silaz jr., who operated Silaz 
Motor Co. (Oldsmobile), has sold 
the facilities to C. D. Taylor, of 
Little Rock, Ark. 

Silaz charged before the O’Ma- 
honey subcommittee that Oldsmo- 
bile had forced him to buy a stock 
of parts running back three years 
when he signed his franchise in 





1949. 

He also said he was required to 
accept cars at a delivery point 175 
miles from Conway, was required 
to buy a specific testing machine 
for his shop and never was visited 
by any field personnel but the dis- 
trict manager. 

GM denied all Silaz’ charges and 
said he wished to operate as a 
broker rather than a dealer. The 
corporation, however, had not sent 
Silaz a termination notice prior to 
the Senate subcommittee hearings. 


Obituaries 


E. G. Liebold, 71, 
Former Secreta 


Of Henry Ford 


DETROIT. — Ernest G. Lieboid, 
71, for more than 30 years private 
secretary to Henry Ford I, died 
March 4 after a heart attack. 

Mr. Liebold was considered the 
silent power behind Ford and had 
an absolute power to hire and fire 
within the organization during 
many of his years with the com- 
pany. He joined Ford in February, 
1910. 

In 1909 Mr. Liebold handled the 
Ford Motor Co. account while 
working in the Highland Park 
State Bank where he came into 
quite frequent contact with the late 
Senator James Couzens, then with 
Ford. 


Later he joined the Peninsular 
Savings Bank in Detroit and while 
there was credited with preventing 
the failure of D,. P. Lapham Bank 
in Dearborn. 

This saved accounts and farms 
of farmers, at that time one of 
Henry Ford’s major goals, and 
brought Mr. Liebold to Ford’s at- 
tention. 

At one time Mr. Liebold was 
given “major responsibility” for Mr. 
Ford’s interest in running for Pres- 
ident of the U. S. in 1924. Mr. Lie- 
bold later was quoted as denying 
“major responsibility” saying he 
had nothing to do with initiating 
Mr. Ford’s interest but merely re- 
fiected it. 

Mr. Liebold left Ford May 25, 
1944. From that time until his 
death, Mr. Liebold lived in retire- 
ment. 


Butzbach (Bud Harris) 
Dies of Auto Injuries 


OAKLAND, Calif.—Irwin (Irv) R. 
Butzbach, travelling correspondent 
for AvuTomoTivE News and western 
representative for Dallas & Mavis 
Forwarding Co., died here Feb. 17 
at Peralta Hospital of injuries suf- 
fered several months ago in an 
auto accident near Truckee, Calif. 

Mr. Butzbach, a friend of hun- 
dreds of auto dealers in the west, 


| wrote for AuToMoTIVE News under 
| the pen name of 
* 


“Bud Harris.” 


* * 


E. B. Westdorp 

SAN FRANCISCO.—E. B. Westdorp, 59, 
of Pasadena, a veteran of 39 years with 
B. F. Goodrich Co., died here while on a 
business trip. He had been a territory 
manager for BFG Associated Lines tire 
sales. 

* * * 


Walter Reid Clayton 
FAYETTEVILLE, N. C.—Walter Reid 
Clayton, 74, one of North Carolina’s 
pioneer auto dealers, died March 1. 
* * * 


James W. Simmons 
SCOTTSVILLE, Ky.—James W. Sim- 
mons, 45, a local automobile dealer, was 
killed March 2 when the car he was driv- 
ing went off U.S. 42 two miles east of 
Skylight, Ky., and struck a concrete abut- 
ment. State police said Mr. Simmons 
apparently went asleep at the wheel or 

had suffered a stroke. : 

* * * 
Victor K. Dodge 

LEXINGTON, Ky.—Victor K. Dodge, 83, 
a pioneer in the automobile business here, 
died Feb. 29. Mr. Dodge was a member 
of a firm that once manufactured automo- 
biles here, producing the first one in 1909. 
Later he was connected with the Lafayette- 


Phoenix Garage here. 
* * * 


Frank L. Kloss 

ERIE, Pa.—Frank L. Kloss, 44, who 
owned and operated the Nash automobile 
dealership in Erie for many years, died 
Feb. 29. 

* * * 
Morton E. Bushong 

UPPER DARBY, Pa. Morton E. 
Bushong, 70, operator of Bushong Pontiac, 
Inc., here from 1932 until retirement last 
year, is dead. He was past president of 
the Delaware County Dealers Automobile 
Dealers Assn. 


* * 


Walter H. Hick 
BALTIMORE.—Walter H. Hick, promi- 


nent Baltimore automobile dealer, died 
March 1. He is survived by his wife. 
* * * 
G. Fred Calmbach 
BUFFALO. — G. Fred Calmbach, 83, 


Black Rock businessman who opened an 
automobile agency in that section of the 
city about 1915, died March 3. In more 
recent years he was engaged in the auto- 
motive parts business. 
* * 
William C. Pusecker 

COLUMBUS, O.—William C. Pusecker, 
55, assistant manager of Winders Chevro- 
let Co., died March 5 of a heart attack. 
He had been with Winders for 17 years. 

* * * 


J. W. Green 

MIAMI.—J. W. Green died March 4 after 
an illness of two years. Mr. Green had, 
with his father, established Trail Pontiac 
in 1918. He sold the dealership to Packer 
Pontiac in 1955. He had been active for 
many years in the Boys Club of Miami 
and had received a special citation for his 
work with boys in 1953. 
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(U. S. PRODUCTION ONLY) 


Week 

Ended 
Mareh 10, 

1956 

AMERICAN MOTORS = 3,580 
Hudson 


SEIDUES is iecinuveuonvncpnninvesbonivese 
CHRYSLER CORP. 
Chrysler 
DeSoto 
BED -ciscrvencivesecverncvenion 
Plymouth 
FORD MOTOR 
Continental 
SIE,» Jeovashiovevcescmvesesvocoids 
Lincoln 
Mercury 
GENERAL MOTORS .. 77,203 
EEK: shibesiadveevobinvigteabin’ 14,613 
IID \wsnbigseetheevssneden 3,360 
OUI aissssarcsisnscscssne 37,800 
Oldsmobile _.................. 12,230 
RE <5. wsisvacnscsnstevtes.tets 9,200 
ST WES esscscictrsinsssccnens 2,694 
SE, | bekinicnscacsavecipaiisws 728 
Studebaker .................. 1,966 





Same 
Week, 
1955** 


5,758 


Week 
Ended 
March 3, 
1956* 


2,554 
819 
1,735 
15,981 
2,259 
2,304 
2,600 
8,318 
35,297 


28,837 


Total 
Output, 
Febru- 

ary* 


13,536 
4,463 
9,073 

74,934 

11,330 
9,757 

14,893 

38,954 

137,888 
260 
111,156 
4,956 
21,516 
318,380 
62,841 
14,220 
152,664 

50,447 

38,208 
9,959 

220 


Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


Jan. 1 dan. 1 
To To 
March 12, March 10, 

1955** 1956 
32,041 33,478 
12,459 10,625 
19,582 22,853 
317,546 197,901 
43,828 28,016 
33,593 24,036 
78,033 40,641 
162,092 105,208 
434,952 342,736 
suopennin 678 
344,754 277,851 
8,077 12,124 
82,121 52,083 
809,630 748,350 
156,875 151,023 
34,053 33,132 
376,444 357,267 
121,966 117,668 
120,292 89,260 
47,155 31,018 
13,794 4,741 
33,361 26,277 


i 


1,644,622 1,353,483 


Total Cars, U. S........... 134,272 





*Revised 


**Totals for 1955 include Kaiser-Willys production. 


COMMERCIAL CARS 


(U. S. PRODUCTION ONLY) 











Week Week Total dan. 1 dan. 1 
Ended Same Ended Output, To To 
March 10, Week, March3, Febru- March 12,March 10, 
1956 1955* 1956* ary* 1955* 1956 
CHEVROLET ................. 8,400 6,877 9,064 35,482 37,728 83,636 
DIAMOND T .................. 100 103 88 397 814 946 
SN, Sciedbicctxosisuhs ceuttentnscil 80 72 80 394 612 911 
EEE sassissenseccaccbicdseceions 1,900 1,073 1,736 1,212 13,414 16,725 
I cian rtdiesisisscanbenchocincée 6,715 7,782 6,392 25,735 77,621 63,878 
I Sak cadeks <ockcaledsevlosvtdactcas 2,180 693 2,127 8,797 7,012 20,611 
INTERNATIONAL ...... 3,090 2,584 2,749 12,805 23,600 29,907 
IE. baigieuihivinci cis ahlesvineeste 370 232 388 1,637 2,120 3,865 
RE siecscsip vibe stbccsersisessseseuese 86 85 73 305 879 741 
STUDEBAKER. ............ 168 484 96 979 4,232 2,265 
= ca puneosindinguicecsnzen 395 277 390 1,717 2,693 3,928 
ED, So docedn ci nticceanie 1,280 1,745 1,267 5,353 15,221 12,848 
MISCELLANEOUS*** 50 68 49 201 7138 477 
Total Trucks, U. S..... 24,814 22,075 24,499 101,014 186,684 240,738 
Total Cars, Trucks, 
RG Mosescn tsa coicntgseinteens 159,086 193,155 157,368 655,711 1,831,306 1,594,221 
Total Cars, Trucks, 
NIL: <ciancosapeceesvoxsneee 8,376 10,805 9,889 29,270 81,807 71,460 
Grand Total, 


Cars and Trucks, 


U. S. and Canada....167,462 203,960 


167,257 684,981 1,913,113 1,665,681 





*Revised. Miscellaneous includes Corbitt, 
Federal, etc. 


Marmon H., Brockway, Four-Wheel Drive, 


N.B.: All U. S. totals include cars and trucks for military orders. 
***Autocar and Sterling are included in White totals. 





Mass. Dealers Ask, GM Hits 
‘Unfair Practices’ Law 


(Continued from Page 3) 


freight was charged on cars manu- 
factured in Massachusetts “where 
there should be a charge of $10.” 


Glaser added that the retail auto 





ought to get what he orders and 
not what the manufacturer sees 
fit to send him. 

* * 


business is in a “hopeless position” | Anti-Coercion Bill Faces 


with more unsold cars in the 
garages of the state than at any 
other time in history. 

Rep. F. Eben Brown, Fairhaven 
Republican, who said he had been 
selling cars for 33 years, pro- 
tested against the “loading of 
new cars with extras.” 

“When I buy a suit of ‘clothes, 
I don’t want a frock coat,” he said. 
But, he said, when a dealer places 
an order for a customer, it fre- 
quently comes through loaded with 
extras. The dealer, declared Brown, 





Ike Names ‘Trustbuster’ 


To U. S. Circuit Court 


WASHINGTON. — Stanley N. 
Barnes, assistant attorney gen- 
eral in charge of the antitrust 
division, has been named U.S. 
Circuit Judge for the Ninth Cir- 
cuit by President Eisenhower. 

Barnes had been hinting that 
antitrust suits might be aimed 
against the auto industry. 





Rough Going in N. Y. 

ALBANY, N. Y. — New York 
Senators reportedly favored shelv- 
ing of a proposed factory-dealer 
licensing and anti-coercion law 
last week after a hearing which 
featured a debate between dealer 
spokesman John J. Evers and Gen- 
eral Motors’ Don E. Ahrens. 

Evers, executive vice-president of 
the New York State Automobile 
Dealers, Inc., endorsed provisions 
of the measure which would per- 
mit treble-damage suits against 
factories practicing coercion. 

Ahrens, Cadillac general man- 
ager, said dealers are not a special 
group entitled to perpetual con- 
tracts which would protect the 
retailers from _ inefficient or 
unscrupulous operation. 

After the hearings, senators ex- 
pressed doubt that the measure 
as proposed would protect the 
public. Ahrens said GM had no 
objection to a licensing require- 
ment, which stood a fair chance of 
enactment. 


February Total 554,000 ... 


Packard, AMC Help 
Boost Car Output 


(Continued from Page 1) 


year ago; Ford Motor was 24.7 per- 
cent off its 55 pace, and S-P was 
operating at a 24.8 percent slower 
pace than a year ago. 

a2 * *~ 


AMnouGs Chrysler Corp. failed 
to call back 5,400 workers as 
scheduled last week, it did show 
an output improvement over the 
previous week. Plymouth has sched- 
uled an upturn involving recall of 
3,700 body division workers March 
12-13, and 1,000 Plymouth workers 
March 14. 


Plymouth dropped from 8,818 
units the previous week to 8,530 
last week; Chrysler division 
upped its output to 2,400 cars 
from the 2,259 turned out a week 
earlier; DeSoto dropped from 
2,304 the previous week to 2,250 
last week, and Dodge upped its 
production to 3,100 units from 
the 2,600 a week earlier. 


S-P, with its Packard division 
back in production for the first 
time in four weeks, upped car out- 
put to 2,694 units last week, or a 
75 percent increase over the pre- 
vious week’s outturn of 1,539 cars. 
Packard turned out 728 cars against 
none a week earlier, while Stude- 
baker assembled 1,966 units last 
week, as compared with 1,539 the 
previous week. 

* * * 

7 readjustments at Studebaker 

will result in the layoff of ap- 
proximately 1,100 workers, while 
Packard’s return to assembly oper- 
ation put 5,400 employes back to! 
work at that division. The latter | 
group have been idle since Feb. 2. 

A 765-unit increase in produc- 


tion at Nash was a big factor in 
pushing AMC’s output to 3,580 
units last week—a 40.2 percent 
increase over the 2,554 turned out 
during the week ended March 3. 
Nash turned out 2,500 cars last 
week, as compared with 1,735 the 
previous week, while Hudson 
upped its schedules from 819 units 
a week earlier to 1,080 last week. 
Ford Motor Co. and GM both 
cut production last week, although 
the declines were almost negligible. 
Ford turned out 34,515 cars last 
week, as compared with 35,297 the 
previous week, while GM dropped 
from 77,498 units during the week 
ended March 3 to 77,203 last week. 
+ * + 
BREAKDOWN of Ford Motor 
output showed Ford division 
with 27,880 cars last week, as com- 


Region Meetings 


Set in Tennessee 


NASHVILLE. — The Tennessee 
Automotive Assn. has announced a 
series of regional meetings to bring 
members up to date with reference 
to the U. S. Senate hearings and 
problems of the industry. 

All the meetings will be held Apr. 
10 in Johnson City at the country 
club; Knoxville, Apr. 11, at the 
Andrew Johnson Hotel; Chatta- 
nooga, Apr. 12, country club; Nash- 
ville, Apr. 17, Richland Club; Jack- 
son, Apr. 18, New Southern Hotel, 
and Memphis, Apr. 19, Peabody 
Hotel. 


pared with 28,837 a week earlier; 
Mercury with 5,450 units last week, 
compared with 5,293 the previous 
week; Lincoln with 1,150 cars last 
week, as compared with 1,111 a 
week earlier, and Continental with 
35 units last week, as compared 
with 56 the previous week. 

Lincoln and Mercury did not 
work their Los Angeles assembly 
lines on Friday, while Continen- 
tal has cut its schedules to 10 
units daily for an indefinite 
period. 

A breakdown of GM activities 
showed Chevrolet with 37,800 cars 
last week, compared with 37,913 a 
week earlier; Pontiac with 9,200, 
as compared with 9,259 the previ- 
ous week; Oldsmobile with 12,230 
cars last week, as compared with 
12,053 a week earlier; Buick with 
14,613 last week, as compared with 
14,882 the previous week, and Cad- 
illac with 3,360, as compared with 
3,391 during the week ended 
March 3. 

* * * 

— production totalled 24,814 

units last week for a slight in- 
crease over the 24,499 trucks 
turned out a week earlier. Com- 
mercial-car output for February 
totalled 101,014 units, or 5 percent 
below the 106,348 trucks turned out 
in January. 

Output of 207,362 trucks during 
the first two months of this year, 
however, was approximately 34.7 
percent ahead of the 153,947 units 
turned out during the same pe- 
riod of 1955. 

Although GM of Canada was 
gradually returning to full-scale 
operations, idleness at Ford Motors’ 
Oakville plant dropped Canadian 
car-truck output to 8,376 units last 
week. The six Canadians maker 
turned out 9,889 cars and trucks 
the previous week. 

Canadian car-truck assemblies 
for February totalled 29,270 units, 


or 356 fewer vehicles than were 


made in January. 


General Motors Stages a Dealer Spectacular 


By W. C. Lockwood | 

Staff Writer | 

HE General Motors Executive- | 

Dealer Conference, 

President Harlow H. Curtice spoke 

to approximately 21,500 dealers and 

wholesale men across the nation | 

via a closed-circuit telecast, was 
a well-staged affair. 

The preparations must have 
taken infinite pains and planning 
to make it tick like a well-oiled 
clock. On the assumption that what 
happened in Detroit occurred else- 
where, this is a description of the 
preliminaries and the “main event” 
(the times given are all Eastern 
Standard Time): 


At about 1 p.m., two men from 


in which | at 


Los Angeles would start at exactly | 
4:01 p.m. and asked those in at-| 
tendance not to leave immediately 
the end as he had another 
announcement to make. 

The house lights dimmed, the 
curtain parted, music swelled 
through the speakers and the 
words “General Motors Executive- 
Dealer Conference” flashed on the 
screen followed by the smiling 
face of William F. Hufstader, GM 
distribution vice-president, who 
called the conference a “historic, 
epoch-making occasion.” 

He called for messages from 
dealers and executives gathered in| 
the Twin City area, in Atlanta and 
in New York. As the voices came 
from each city, Hufstader smiled 





the Radio Corp. of America, 
which handled the telecast, 
entered the auditorium (at the 
Masonic Temple in Detroit) and 
began to adjust the equipment 
which had been installed earlier. 
On the stage was a huge screen 
and on the main floor rested a 
huge, barrel-like projector through 
which the image flashed to the 
screen. 
* ~ * 


7 whirring noise of the tele- 
vision and the voices of the 
workmen echoed eerily through the 
cavernous, empty auditorium. Soon, 
some of the GM people arrived and 
walked about the floor, studying 
the best seating arrangements. 

One man clambered up on the 
stage and adjusted the lights to 
a half dim. In the meantime, 
voices came over the speaker, 
apparently from a dramatic skit 
on the main television network. 

More and more people came and 
went until at last the curtains were 
closed, hiding the vast screen, and 
a group of ushers gathered at the 
rear of the main floor to receive 
seating instructions aimed at keep- 
ing the audience as closely grouped 
as possible. 

The hum of voices grew in vol- 
ume andj soon the dealers and 
wholesale personnel began to 
arrive, calling to each other, wav- 
ing and visiting—all evidently in 
good humor. 

* 7 + 
HE local chairman, Chevrolet’s 
Ivan X. Sarvis, spoke to the 
Detroiters, giving the schedule. He 
told them that the program from 





and nodded. They all echoed en- 
thusiasm and anticipation. As the 
soft accents of Atlanta came over 
the wire, static interrupted and 
crackled, which drew a quizzical 
smile from Hufstader. 

*~ *” * 

HEN he turned to the main 

business at hand and introduced 
Curtice who, Hufstader said, had 
always believed in helping dealers 
and that the welfare of dealers 

always was in his mind. 

The camera picked up Curtice, 
then swung to the group in Los 
Angeles, standing and applaud- 
ing. Detroit dealers joined in the 
applause, but there was a feeling 
of remoteness about _. whole 
thing. Probably as anyo would 
feel who applauded in his own 
home a speaker on television. 

Curtice keyed his talk to the 
theme of “Partners in Progress” 
and as he enumerated the changes 
in the GM franchise, they were 
flashed on the screen. 

The camera, at intervals, swung 
from the front view of the GM 
president to pick up his audience 
and to portray him in profile, 
standing and clutching the lectern. 
He spoke without gestures, in 
measured phrases. 

Curtice paused lengthily only 
once during the whole speech and 
that was to drink copiously from 
a glass of water. Even then, it 
seemed that his eyes did not 
waver from the camera. 

The point which drew the most 
spontaneous applause, both in Los 
Angeles and in Detroit (despite the 
remoteness) was his statement that 





he wanted to restore the auto 
industry to top prestige. 
+ * + 


URTICE spoke for approxi- 

mately an hour. Then Huf- 
stader’s face reappeared. “Thank 
you, Red,” he said, with evident 
emotion. 


He told the dealers that the 
entire program as outlined was 
Curtice’s and said that he felt that 
such adjectives as “historic,” 
“epoch-making,” etc., that he had 
used before the talk were even 
more justified now than when he 
had used them earlier. 


“To all of you everywhere, 
Seattle, etc., Boston, ete., all 
across the nation, thank you for 
coming. This meeting stands ad- 
journed,” he said. 

Music, lights. Dealers rush for 
the doors. “Wait a minute,” the 
voice of the Detroit chairman cried. 
“There are refreshments waiting 
for you provided by the corpora- 
tion at the Fort Wayne Hotel (just 
up the street). See you there.” 

Exit dealers. 


Borg-Warner Hits 
Half-Billion Mark 


For First Time 


CHICAGO. — Borg-Warner Corp. 
has reported a sales volume of 
$552,192,430 during 1955, the first 
time which the firm’s volume has 
exceeded a half-billion. - 


Borg-Warner reported increased 
sales to the auto industry but said 
its automotive sales dropped from 
45.50 percent of its total in 1954 
to 43.40 percent in 1955. 


This compares with a post-war 
high of 62.80 percent and was 
pointed to by Borg-Warner as fur- 
ther evidence of the corporation’s 
growing diversification. 

“We are predicting that the pro- 
duction of passenger cars will drop 
from 7,940,000 in 1955 to between 
6,500,000 and 6,700,000 in 1956,” said 
Roy C. Ingersoll, president and 
chairman of the board. 

He said that Borg-Warner’s auto- 
motive sales in 1956 should approxi- 
mate those of 1955 because of new 
products and larger orders for 
older items. 
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HELP WANTED 


SALES 
VICE-PRESIDENT 


Opportunity for experienced sales 
executive to assume complete respon- 
sibility of a national dealer sales 
program in fastest growing old com- 
pany in the boat business. Sales now 
$6,000,000, looking for $10,000,000. If 
you are completely rounded in fac- 
tory sales management—tired of being 
@ cog and can make this step, advise 
us. Salary $20,000 pilus bonus. East 
Reply Box 5907, c/o 


Automotive News, Detroit 26. 


coast location. 


EXPERIENCED FINANCIAL manager. 
Take immediate full charge, office and 
books, volume Lincoin-Mercury dealer 


located in eastern Pennsylvania, Perma- 
nent position, excellent salary plus bonus 
plan, Paid life and hospital insurance. 





AUTOMOTIVE NEWS, MARCH 12, 1956 
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lle PER WORD. PAYMENT IN ADVANCE OF INSERTION REQUIRED. Ads may be signed with full name 
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TEN DAYS 
WANT AD DEPT., 


HELP WANTED 


ship in south central Pennsylvania town 
of 20,000. Our present manager is in 
poor health and is 
managerial duties so that he can be free 
to sell. We are making money, have a 
well trained sales force, excellent plant 
and facilities and have enjoyed leader- 
ship for over three years. We want a 
man who can assume full responsibility 
for sales, under 45, preferably from 
small city or town. Excellent salary, 
bonus and extra benefits. Moving ex- 
penses will be paid. Please send complete 
details of yourself in letter. Box 5881, 
c/o Automotive News, Detroit 26. 





Write, giving full background, age, ex-| AUTO PARTS SALESMEN. We want men 


perience and marital status. Box 5870, 
c/o Automotive News, Detroit 26. 





DISCOURAGED? 


Den't give up yet. A small ad in the 
Want Ad columns of Automotive News 
can help you locate that hard-to-get 
part—or thot experienced service 
manager — or those used cars. 


Send your message across the nation 
through an 
AUTOMOTIVE NEWS WANT AD 













MIDDLE ATLANTIC 


NEW YORK CITY'S 
SKYLINE 
AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 
and checks are insured 


EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 
Tel. EVergreen 3-4800 


Auctioneers—David B. Spielman 
John W. Becker 


AUTO AUCTION 


TIM ANSPACH 


“Midway,"' Stop 20 
Albany-Schenectady Road 


ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ... 12 NOON 
Member of N.U.C.D.A. and N.A.A.A., Inc. 


New Jersey's 
Only Original Auction 


LEBANON AUTO AUCTION, INC. 
On Route 22—3 miles west of N. Plainfield 


Sale Every Wednesday at 12 Noon 
Dunellen 2-0915 and Dunellen 2-9849 





EAST NORTH CENTRAL 





MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 


Sale Every Monday, 12:30 P.M. 
' “WE NEVER MISS” 
All Checks Insured by Fidelity Ins. Co. of Tenn. 
Your Good Will—Our Most Valuable Asset 
On U. S. Revte 20A Phone 5-9535 








GRAND RAPIDS AUCTIONS, INC. 
On M2i—One Half ge west of Grandville, 
ich. 


EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. "Bill Nagy 
“Michigan's Best" 

Phone: ARdmore 6-4720 








who have a following among new car 
dealers to carry extensive line with top 
commission. May carry other lines. In 


to be relieved of 


IN ADVANCE OF PUBLICATION DATE. Contract 
AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH 


SALES MANAGER-+200 car Ford dealer- | 


reply give complete resume of experience | 


and contacts. Detail territory desired and 
list of any other lines. Box 5902, c/o 
Automotive News, Detroit 26. 


GENERAL S&LES MANAGER for 1000| 


ear volume 
Excellent salary plus generous bonus for 
top man. Box 5903, c/o Automotive 
News, Detroit 26. 


MOTORCYCLE MECHANIC take full 
charge of shop, servicing all makes and 
Austin car. Dealer for Indian, Triumph, 
Zundapp and Austin. Year around for 
right man. Smith Motor Co., 733 E. Main 
St., Danville, Ill. 








Flint Auto Auction, Inc. 
3711 Western Rd. Flint, Michigan 


Exclusively for Dealers 


Here in the shadow of General Motors, you 
get the best buys. 


NEW CAR DEALERS balance their stock here | 


| —Why not visit us real soon? 


| 
| 
| 


Michigan's Finest Sale 
Titles and Checks Guaranteed 
12:30 — SALE EVERY WEDNESDAY — 12:30 
M. D. McCollum, Mgr. Phone Cedar 9-4492 





ew York City Ford dealer. | 





HELP WANTED 


DISTRICT SALES REPRESENTATIVES 


To top-grade men with automobile dealer 
| contact experience or automotive background 
| we offer a new exclusive copyrighted new 
car merchandising program which offers new 
car sales a sure-fire ‘shot in the arm." 
| Dealer response tremendous. Position can be 
| handled full time or with other non-conflicting 
| line. Address Box 5908, c/o Automotive News, 

Detroit 26. 





LARGE AUTOMOTIVE corporation has 
teaching opportunity in accounting and 
business statement analysis. Master’s de- 


gree and business accounting experience 
required. Must be qualified to teach col- 
lege students and business personnel. 
Furnish*-information on personal back- 
grdund, professional education and ex- 


perience. Box 5883, c/o Automotive News, 
Detroit 26. 


ONE OF BUICK’S LARGEST dealerships 
wants business manager — trained GM 
accounting, preferably Motors Holding ex- 
perience. Located suburban greater New 
York City. Call or see M. C. Gale, presi- 
dent, Monarch Buick Co., Hempstead, 


N. Y. Phone Ivanhoe 9-3800. 





HE NATION | 


we ght ws 
1 inch on 1 column—Maximum: 5 inches on 2 columas— 


EAST SOUTH CENTRAL 





JOHNSON AUTO AUCTIONS 
LAWRENCEBURG, TENN. 
Every Tuesday 


HUNTSVILLE, ALA. 
Every Friday 
Insured Checks and Titles 


Crossroads 


dealers. They meet at the dealer auc- 
tions of the nation . . . and on the 
pages of Automotive News. 

You will reach both groups through 
on ad in Automotive News. 








EAST NORTH CENTRAL 


Detroit's Barometer 
APTCO AUTO AUCTION 


7 Years Old 


Conveniently located 2 mile from Detroit City Limits 


TWO BIG AUCTIONS EACH WEEK - - - 
WEDNESDAY AND FRIDAY AT 12 NOON 


19241 DIX-TOLEDO HIGHWAY (U. S. ROUTE 25) 
MELVINDALE, MICHIGAN 


Fidelity Insured Checks 


WEST NORTH CENTRAL 


ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 


AND FRIDAY 
Owned and Operated by: 
BILL McCRACKEN and 
ROY McMANAMA 


(Dealers Only) 
Operating Since 1946 














Phone Dunkirk 3-0150 


MOUNTAIN STATES 


COLORADO 
AUTO AUCTION 


LITTLETON, COLORADO 
SOUTH DENVER 


DEALERS ONLY 
Sale Every Monday—11:00 a.m. 





Owners: 
Francis R. Cassell 
Carroll Kopfer 
Phone Denver, SUnset 1-7821 


Wire Colorado Auto Auction FAX 
Denver, Colo. 


Auctioneers: 
Colonels Johnny Wood and Dean Davis 


All cars paid for by our own check through 
the First National Bank of Englewood. 


insertion for use of a box number 
$12.30 per column inch. CLOSING 
ia bee Ted 1 








Replies to 


request 





HELP WANTED 


EXPERIENCED SERVICE manager for 
dealership, handling DeSoto-Plymouth, 
located on Long Island for over 25 years 
—500 car dealership. Advise fully with 
references. Answer Box 5882, c/o Auto- 
motive News, Detroit 26. 








Ban. 


MR. DEALER IN 
area! Do you 


FLORIDA or southern 
want a good general or 
sales manager, who has had 10 years’ 
Ford and GM experience in all phases 
of dealership operation, knows car val- 
ues, truck sales, etc.? Prefer an oppor- 
tunity to relieve you of work and chance 








to share in ownership eventually. I’m 
young, reliable and ready to do a job 
for you. Box 5896, c/o Automotive News, | 
Detroit 26. 

GENERAL OR SALES MANAGER. Would 
consider future buy in plan. Sixteen 
years’ experience in retail sales and 


management, also factory background 
experience in management position. Well 
groomed in customer relations, business 
management, sales training, promotional 
ideas. Good character, neat appearance, 
age 37. Also consider allied automotive 





field. Box 5891, c/o Automotive News, 
Detroit 26. 
GENERAL MANAGER or sales manager | 


for Cadillac distributor in Florida, Gulf 
or Pacific coast states. Age 51, married, 
college education. In present position with 
large metropolitan Cadillac distributor for 
last 10 years. Proved earnings in excess 
of $25,000. Strictly at home with Cadil- 
lac clientele. Alert, aggressive, good 
closer, capable of hiring, training and 
directing activities of a producing sales 
organization. Only reason for move, a 
more desirable climate. Salary and bonus 
or override. Box -5825, c/o Automotive 
News, Detroit 26. 


BUSINESS MANAGER—Comptroller with 
eighteen years’ experience. Familiar with 
all phases of retail automotive business 
and including GM accounting, controls, 
finance and credit. Now employed as an 
officer of a large successful dealership 
but desire change for greater opportunity 
to assume more responsibility. Box 5889, 
c/o Automotive News, Detroit 26. 


FOR SALE—35 YEAR OLD used car 
manager. Condition? Excellent! Quite a 
few miles for the year model but service 
record shows previous owners well satis- 
fied. Equipment? Fully equipped! In every 
respect relative to the word automobile. 
Warranty? Unconditional! As to past per- 
formance and present condition. Price? 
Sale to consummate on competitive bid 








basis. No deposit required. Direct bids 
to Box 5885, c/o Automotive News, 
Detroit 26. 





SERVICE MANAGER Experienced in 
Chevrolet 450 unit dealership. Good cus- 
tomer relations. Would like to locate in 
south or southwest but would consider 
elsewhere. Box 5887, c/o Automotive 
News, Detroit 26. 








AUTO SALES MANAGER—19 years’ 


NOW AVAILABLE—General manager, age 
40, 20 years’ automotive experience as 
service manager, new and used car sales 
manager. Present position, general man- 
ager in 800 car per year Ford dealer- 
ship. Can furnish best character and 
ability references. Prefer western states 
or Pacific coast location. Complete resume 
on request. Box 5888, c/o Automotive 
News, Detroit 26. 





OFFICE - PARTS MANAGER. 15 years 
service, parts, office in GM dealership. 
College and G.M.I.T. training. Prefer 


midwest or Florida. Box 5858, c/o Auto- 
motive News, Detroit 26. 





ex- 
perience in closing and appraisals, expert 
pencil man. Capable manager on volume, 
spot delivery operation. Reliable, mature 
judgment. Married, 40 years old, Chicago 
area only. Armitage 6-9605 after 6 p.m., 
Chicago, Ill. 





|FOR SALE 





POSITION WANTED 


WILL MANAGE RETAIL automobile bi si- 
ness for absentee or retiring owner with 
option to buy. Age 51; 28 years’ experi. 
ence in automobile business as retail 
salesman, used car manager, new ar 
manager and general manager of one of 
the largest dealerships in the United 
States; 20 years in the same place; l«st 
7 years owned agency in city of over 
200,000. Have plenty of money to buy 
any deal. Only interested in business tl at 
will stand most rigid investigation and 
that needs this type of man. Prefer GM 
deal; not interested in multiple dealer 
city. Can give highest personal and bank 
references. All information confidential, 
Reply Box 5886, c/o Automotive News, 
Detroit 26. 

Chrysler products experience. 

factory procedure. Can 
handle public, desire position in metro- 
politan Detroit. Box 5899, c/o Automo- 
tive News, Detroit 26. 

SERVICE SALESMAN—5 years’ experience 
plus 10 years as mechanic. Past four 
years selling new and used cars. Want 
back in service work. Prefer service 
sales, consider other. Capable of man- 
aging department. Age 40, married. City 
or dealership size not important. South 
or southwest only. Write Box 5884, c/o 
Automotive News, Detroit 26. 


BUSINESS MANAGER — Accountant, 35, 
Ford experience—S8 years. Can handle all 
phases of operation. Box 5890, c/o Auto- 
motive News, Detroit 26. 

DEALERSHIPS AVAILABLE 


tensive 
Familiar with 








Ready now. Prosperous northern Ohio 
manufacturing and agricultural com- 
munity. County seat. The only Chevrolet 


dealership in town. On main highway. 
1955 sales over $1,000,000. Will sell 
sizeable modern brick and steel building, 
large adjoining paved used car lot, ma- 
chinery, tools, and furnishings, all at 
write-down figure. No used cars or 
accounts receivable unless desired. Parts 


at cost. A well manned, going concern. 
Have never shown a loss. You must 
meet Chevrolet qualifications. Owner re- 
tiring. This is owner’s ad. Write Box 
5901, c/o Automotive News, Detroit 26 


GENERAL 


MOTORS auto 


dealership in northwest city of 50,000. 
Trade population over 150,000. Steadily 
growing, stable community. Full price 
$49,000. Write Box 5905, c/o Automotive 
News, Detroit 26. . 
DEALERSHIP HANDLING FORD in 
Midwest town of 25,000. Located in 
manufacturing and irrigated farming 


area, Potential over 300 units. Lease can 
be arranged on modern building and lot. 
Detroit 


Box 5906, c/o Automotive News, 
26. a a ; ein 
FOREIGN CAR DEALERSHIP now han- 


dling most popular make sports and 
economy cars. Located midwest. Trading 
area approximately 250,000. No competi- 
tion. Selling because of other business 
interests. Box 5892, c/o Automotive 
News, Detroit 26. 


DEALERSHIP HANDLING _Chrysler- 


southern Michigan, 30,000 
Heavy industry. 
Small 


Plymouth 
people ten mile radius. 
Buy stock and equipment only. 





investment. Box 5893, c/o Automotive 
News, Detroit 26. : Ss 
CENTRAL FLORIDA DEALERSHIP 


handling Nash franchise. Best place in 
Florida to rear children. Excellent trad- 
ing area, heart of citrus and phosphate 
mining. Purchase only assets. Potential 
150 cars. Husband deceased. Margaret 
G. Forslev, Owner, Forslev Nash Motors, 
211 E. Bay St., Lakeland, Fla. 


FOR SALE—OLD ESTABLISHED dealer- 


ship handling Dodge-Plymouth cars and 
trucks. Located in northern Colorado. 
Fertile irrigated valley. Fast growing 
community. Splendid facilities. Will sell 
parts, and equipment. Give lease on build- 
ing. Excellent potential. Box 5894, c/o 
Automotive News, Detroit 26. 


FOR SALE—WELL ESTABLISHED deal- 


ership handling Dodge-Plymouth in one 
of the best Iowa towns of approximately 
12,000. Potential about 200 units. A 
money maker. Excellent facilities. No 
real estate. Favorable lease. Will sacri- 
fice for quick sale. Box 5895, c/o Auto- 
motive News, Detroit 26. 


AGENCY HANDLING PONTIAC—Modern 


facilities. Adjacent to used car lot. 150 
ear class. Profitable. Fixtures, equipment, 


parts, leasehold. Very wealthy area, 
growing industrially. W. A. Batey, 
LaNoble Realty, 1516, E. Michigan, 


phone IV 2-1637, Lansing, Mich, 


COMPLETE PROTECTION GIVEN 
AUTOMOTIVE NEWS’ READERS 
Automotive News will not divulge the 
name of any classified advertiser using 
a box number. For our readers who 


wish to protect their identity when an- 
swering box number ads, we suggest 
you send your replies direct to Classified 


Manager, Automotive News. Enclose a 
note listing the concerns which you 
would not want your letter to reach. 
Your reply will be destroyed if the ad- 
vertiser is one you have mentioned; 
otherwise it will be forwarded im- 
mediately to the advertiser. 





HELP WANTED 


TEXAS FORD DEALER IN 
BEST MARKET IN U.S.A. 


NEEDS 


Young, aggressive, honest 


GENERAL SALES MANAGER 
$15,000 -$25,000 


Who can take complete charge of Sales Depts. Sold over 
2100 new units last year. Willing to work out compensation 
plan in keeping with your ability on Monthly Guarantee plus 
a percent of Gross or Net basis. Your reply will receive our 
confidential consideration and should be sent to Box 5909, 
c/o Automotive News, Detroit 26. 
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DEALERSHIPS AVAILABLE 


Widow Offers 


$20,000 net worth for under $10,000. 
$35,000 tax loss corporation. 


(Handling Dodge-Plymouth) 





Net Corp. Exec. 
Yr. Sales Profit Salary Units 
"50 $438,579 $36,448 $16,000 143 
S| 508,523 26,985 12,250 129 
"52 702,836 18,729 18,250 169 
53 455,002 12,571 18,000 83 
‘54 361,539 (31 ,523d) 12,600 83 
“55 241,202 (12,776d) 10,240 57 
"5b 241 477 ( 2,258d) 8,730 59 
Figures show 
(ly Chry. '54 era: 
(2) Widow operated from Sept., ‘54, 
with no experience. 
(3) Profit to be made by a man! 
Tourist service business can pay 100% 


overhead for building is new and on 4- 
lone U. S. 301, Wilson, N. C., pop. 30,000. 


1 estimate settlement of $10,000 all (cur- 
rent) liabilities for 50c on the dollar. Hint 
—net worth actually $25,000. 


for details: S. S. Jr., 


7-1359. Wilson, N. C. 


Write Lowrence, 


Tel.: 





FOR SALE BY OWNER—Old established 


and profitable dealership and distributor- 
ship handling Dodge car. Including sub 
dealers, serving population 50,000 in 
intermountain state, well equipped ga- 
rage, low rent. Approximately $50,000 
for parts at actual inventory and fixed 
assets by outside appraisal, low over- 
head. Sales $2,000,000 last year. Box 
5904, c/o Automotive News, Detroit 26 


FOR SALE BY OWNER. Well 
dealership handling Pontiac 
near heavy industrial area in 
West Virginia. Reason for selling 


equipped 

Located 
southern 
leav- 





ing state. Box 5867, c/o Automotive 
News, Detroit 26 

HANDLING FORD Located in county 
seat town about 75 miles from Chicago. 
Last year’s sales 190 new units. Good 
money maker. No real estate to buy. 5 
year lease with very reasonable rent. 
Large and attractive facilities. No used 
cars or accounts receivable. Inquiries 
treated confidentially. Reply Box 5861, 
c/o Automotive News, Detroit 26. 





DEALERSHIP HANDLING Dodge-Plym- 
outh in north central Kentucky. Excel- 
lent potential. Wealthy community and 
near big payroll. Sale price for equip- 
ment and parts only. Reason il! health. 
Box 5865, c/o Automotive News, Detroit 
26. 





DEALERSHIP HANDLING Buick—West 
central Wisconsin. Small, lively city— 
about 5,000 population, on good Federal 
highway. Resort and lake country. Good 
fishing and hunting. Good volume with 
low overhead. Averaged 90 cars past 
two years, 40% of price class in trading 
area. Nice building and good lease. This 
deal is really built up and making money. 
Buy only actual inventories. Approxi- 
mately $15,000. No accounts or used 
cars. Owner moving up to larger deal. 
Box 5866, c/o Automotive News, Detroit 
26. 


“BIG 3'' DEALERSHIP Metropolitan 
Philadelphia area—250 new car poten- 
tial. Service shop completely equipped 
and doing excellent business. Will sel! all 
assets including real estate or will lease 
real estate. Write Box 5874, c/o Auto- 
motive News, Detroit 26. 





| 


| register 
| the U. S., on every make of car, for selling | 
who deal | 
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DEALERSHIPS WANTED 


MERCURY -LINCOLN-CONTINENTAL — 
200-450 units per year. Must have first 
class facilities with A-1 location in com- 
munity. Prefer single dealer point. Re- 
plies held in strictest confidence. Box 
5876, c/o Automotive News, Detroit 26. 


WANT OLDSMOBILE OR Cadillac deal or 
GM combination. More interested in good 
operation than in geographical location. 
$1,500,000 gross sales up. All replies 
confidential. Am ready to buy. Box 5877, 
c/o Automotive News, Detroit 26. 


WANTED — MERCURY, Chicago suburb. 
Will pay cash equal to depreciated book 
value plus current parts inventory. Now 
operating Chrysler deal but will sell to 
my partner. Write in confidence. Box 
5859, c/o Automotive News, Detroit 26. 


DEALER SERVICES 














ATTENTION ALL AUTO 
DEALERS 


On a first come first serve basis. 
Dee's Auto Transfer of Cleveland, Ohio, will 
one dealer in every major city 


to out of town fleet companies, 
through us and will be purchasing cars all 


over the U. S. Due to the leveling of freight | 


rates these buyers will be buying in your 
area. There is a registration fee of $50 per 
year. We require no commission fee per car. 


Don't wait, investigate—write to 
DEE’'S AUTO TRANSFER 


414 Public Square Bidg. Cleveland 13, Ohio 








Inventory Service 
Buying or Selling a Dealership? 
© Buy Right ® Sell Right 


Parts—Accessories—Equipment 

e @ A disinterested physical 

inventory will save you money 
DON’T GUESS—BE SURE 

Call or write for service details. 

Automotive Inventory Service Co. 

10040 Freeland, Detroit 27, Mich., WE 3-6445 

Western Dealers Attention 
429 S. Western Ave. Los Angeles 5, Calif. 
Du 9-5095 





MAILING LISTS 
DEALERS’ MAILING LIST—Ford, Chev- 
rolet, Plymouth, DeSoto, Chrysler, Olds- 
mobile, Buick dealers. Complete national 
list. Mar., 1956 checked. On addressed 
labels, 32M, $14 per M. Box 5900, c/o 
Automotive News, Detroit 26 
— CARS FOR SALE 


1953 PLYMOUTH 


Ex-Taxis 


$150 each 


* Good Motors © Good Bodies 
* Upholstery New ¢ Heaters 
¢ All Running Cars 


SID LAVENE 


912 Spring St. Philadelphia, Pa. 
Phone Market 7-4465 or 
Kingsley 6-1100 











AUTOMOTIVE NEWS 


WANT ADS 
BRING RESULTS 





HELP WANTED 


Salary $15,000 to $25,000 
And an Opportunity to Make More 


Are You This 
Sales Manager? 


This is a Permanent Career Position 
in the Metropolitan New York Area 
for an Outstanding Sales Manager. 





You must be a leader able to assume complete 
charge of our sales force and the operation of a 
successful “Big Three" new car dealership. 

You must have exceptional abilities and prove 
them with an up-to-date record of successful 
sales -and sales administrative accomplishments. 


You must be able to build profitable sales volume, 
hire and train sales personnel, initiate produc- 
programs and always 
employ ethical, good-will and prestige-building 


tive sales promotional 


methods. 


You must have highest character, provide best 
references and stand rigid investigation. 

If you are this man and your knowledge and 
experience can be effectively applied, then—and 


only then—apply. 


Send a detailed resume for our confidential con- 
sideration to Box 5818, c/o Automotive News, 


Detroit 26. 





in| 








| 








CARS FOR SALE 


ROBINSON AUTO RENTAL 


FLEET LEASED CARS 
1954 - 1955 


CHEVROLETS, FORDS, PLYMOUTHS 
Deluxe and Standard— 
Many two-tones 

Now available at Hertz Stations in the fol- 
lowing cities: Philadelphia, Baltimore, Wash- 
ington, D. C., Pittsburgh, Akron, Cleveland, 
Detroit, Flint, Chicago, Milwaukee, Cincin- 
nati, Louisville, St. Louis, Kansas City, Lin- 
coin, Neb., Oklahoma City, Fort Worth, Dal- 
las, New Orleans, Atlanta. 


ROBINSON AUTO RENTAL 
DIVISION 


229 S. Hanson St. 
|. E. Spatig, Used Car Mgr. 





Philadelphia, Pa. 
Sherwood 8-1500 











ATTENTION DEALERS !! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 
Excellent Bodies - Good Motors - Heaters 
Upholstery New 
BUY NOW — LOWEST PRICES EVER 


1951-1952 


Plymouths — Fords — Chevrolets 
1 to 500 


MORRIS FREEDMAN 
54th & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 7-2300 





SHARP 1952’'s-1956’s. All| 
Chrysler, DeSoto eight pas- 


CADILLAC 
body styles. 
senger sedans only. Prices gladly quoted. | 
McClintock-Cadillac. Ivanhoe 7-5046, Lan- | 
sing, Mich. 


PARTS FOR SALE | 


BUICK PARTS 


All Other GM Parts Also 
UP TO 50% DISCOUNT 
Extra Discount on 
Special Phone Orders 
Fast—Direct—C.0.D. Service 


Art Hansen Buick, 
Inc. 


(formerly Gordon Buick) 
Largest Buick Parts Dealer in U. S. 


1000 S. Wabash Ave., Chicago, Ill. || 
Phone WAbash 2-1030 





SCARCE CHRYSLER Corporation parts for 
old timers and late models. Priced to 
move. Serro Motor Sales, Irwin, Pa. UN | 
3-4400. 

INVENTORY OF NASH parts and acces- 

sories at 50% of dealer’s cost. Bill's 

Inc., 1547 State St., Watertown, N. Y¥ 
PARTS WANTED 


WANTED 


Government Surplus 
Automotive Spare Parts | 


Reply—Box 5898, c/o Automotive 
News, Detroit 26. 











- nes —EE a | 
BUSES WANTED | 
WILL BUY USED school buses—36 to 66 | 

passengers. One or twenty, also airpor- 

ters. Dealer, Box 5880, c/o Automotive | 

News, Detroit 26. 

TRUCKS FOR SALE 











1955 CHEVROLET HOLMES 490 twin 
boom wrecker, 2-ton, 8.25 x 20 tires, 2 
speed axle, like new. 1954 Chevrolet 


Holmes 515E twin boom wrecker, *-ton, 
dual wheels, like new. Write or call Bill 
Fishel, Vandeventer Auto Sales, 717 So. 
Vandeventer, St. Louis 10, Mo. Phone 
Franklin 1-1750, 





DODGE 4-WHEEL drive power wagon with 
crane. Must be reasonably priced. Please 
send full details to Trinity Motors, Trin- 
ity at Water Sts., Newton, N. J. 


SHOP EQUIPMENT FOR SALE 














SPRAY BOOTH 


| DeVilbiss spray booth complete with 34" 
fan 10 reflectors-stacks-etc-size 28'x 14'x 9’, 
purchased 195!—used 2 years only—like new— 
$1,200 complete FOB-Grand Rapids, Michi- 
gan. 


Steve Hicks, Inc. Lincoln-Mercury 
141 Wealthy S. E. Grand Rapids, Michigan 








DE VILBISS INFRA-RED travel oven, 
model 414V, 6 vapor proof flood lights, 
2 explosion proof exhaust fans, air regu- 
lator, color-eye 2nd stir. Save plenty on 
this equipment—uzed 6 months. All like 
new. E. O. Redmond, 151 Linwood Dr., 
Alliance, Ohio. 

NEW LINES WANTED 

MANUFACTURERS AGENT wants auto- 
motive lines of all kinds, parts, acces- 
sories and equipment. Complete following 
in new car dealers and jobbers neta 

{ 





out Connecticut. Box 5897, ¢/s Automo- 
tive News, Detroit 26. 
ANTIQUE CARS FOR SALE 


1929 PACKARD ROADSTER, big eight, 
excellent condition. $1,000. Paul Lee, Old 
Medina Road, Jackson, Tennessee. 








| 1915 





ANTIQUE CARS FOR SALE 


1934 LINCOLN 
BROUGHAM SEDAN 


Excellent condition-only 44,000 miles 


Body built by Brunn & Co. of Buffalo. Rear 
compartment. has folding top, spare tires 
mounted on side. 








For further information, write 


Scotty Harris 
HARRIS MOTOR COMPANY 


2191 Thompson Ventura, Calif. 





1928 MODEL A Ford roadster, completely 
reconditioned. 1928 Model A Ford 4-door 





touring. 1920 Buick seven passenger 
touring. Make offer. Scott-Gross Co., 
Paris, Ky, Phone 566. 





DODGE TOURING CAR, excellent 
condition. Top, side curtains, new tires. 
Asking $850. Inquire 17080 Foothill Blvd., 
Fontana, Calif. Valley 2-1144. 


; MISCELLANEOUS)” 


Automatic BrakinG 


Is the Cheapest 
- INSURANCE - 


You Can Buy 
COMPLETE with $61 


Guide Cables and 
BRAKE HOOK-UP 

1.C.C. Requirements 
. 7. 


Meets ALL 
WITH BRAKE HOOK-UP 


ONLY . .$5 45 ais 


GUIDES 
Meets |. C. C. Strength Requirements 


CABLES 

WE STOCK ALL MAKES 
TOWING EQUIPMENT and PARTS 
FOR AUTOMOBILES and TRUCKS 


Our Prices Include Federal Excise Tax 


TOW BAR SALES CO. 


Exclusive Factory Distributors 


AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 DO 3-8373 BU 8-7466 


Ww. h 
Call Collect “° pi, stase 


40 So. Clinton St., Chicago 6, Ill. 


63 


MISCELLANEOUS 


The NEW 
BLUE @ CHIP 
TOW-PILOT 


WITH LUBRICATED 


AUTOMATIC BRAKE 
Meets 1.C.C. Requirements 


ONLY ONE CHAIN LOCK BOLT 


ATTACHES COUPLING HEAD 


FOUR CLAMPS TO FIT 


98°% OF ALL CARS, PLUS 


2 Large adaptor clamps 
included with each unit. 


SPECIAL (F.0.8. Factory Net) 
$535 FED. TAX 
INCLUDED 


WITH AUTOMATIC BRAKE 
AND BRAKE CABLE 
A Worthy Companion to Our 


Famous Moto-Matic 
TOW @ GUIDE 


“Leaders Since 1939" 
Write for Illustrated Catalog 


Factory Sales Division 


| BI 
| 
| 


PILOT DISTRIBUTING 


COMPANY 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's. 
Canadian Factory Distributors 
FIVE WHEELS LIMITED 
1467 Bathurst St. 
TORONTO 10, ONTARIO 





TYING AND 
Ramblers, balers, 
automobiles, tractors, 
machinery, junk automobiles, 
cranes, low-bed trailers, 
tories. Friendly Phil of 
N. J. Phone GRidley 8-6291. 


SELLING 
front 


Nashes, 
loaders, 


BUSINESS OPPORTUNITIES 


A MANUFACTURING 


OPPORTUNITY 
Here is a REAL ONE...... 


If your COMPANY is interested in doing something REAL, a CRASH 
PREVENTATIVE for HIGHWAY SAFETY and the SLAUGHTERING 
BLOOD BATH caused by the No. 1 KILLER SPEED and also CASH 





IN - one of TODAYS BEST OPPORTUNITIES, read the next para- 
graph. 

An ADJUSTABLE*1, COMPRESSIBLE*2, RELEASEABLE*3 and LOCK- 
ABLE*4 Accelerator FOOT REST*5 and MECHANICAL SPEED CON- 
TROLLER*6 that provides NON-FLUCTUATING CRUISING at every 
CAR SPEED with three types of WARNING*7 each time the SET 
LEGAL SPEED is EXCEEDED, for details contact: 


ROY G. EDGERTON (inventor) 
120 N.E. 70th Street, Miami 38, Florida 
PLaza 8-2827 


*|—(has an easy and quick dial adjustment). *2—(thereby increasing car as much 
as 30 m.p.h.), *3—(instantaneous full power and speed). *4—(supervisory prevention 
of speeding). *5—(resistance to increase above set speed). *é6—(not a governor). 
*7—(resistance, flashing red light and buzzer). 


NOTE: A voluntary disclosure agreement will accompany my answer to Manufacturers. 


New Subscription Order: 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [] 


All Other Countries — One Year $12 [] or Two Years $20 [] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


TRADE CONNECTION: 


Truck Dealer [] 
Insurance [] Financial (] 


Manufacturer [1] 
Supplier [] 


OF. wee weees 


Car Dealer [) 
Jobber (] 


als OE las sk adevess bb ewhn eas Stirs ato eae ovbar bavaus 


3-12-56 


Jeeps, 
good 
farm and garden 
bulldozers, 
distress inven- 
Mullica Hill, 
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clean up big 


—replacing damaged 
exhaust parts 


with BUICK 


FACTORY ENGINEERED 


Mufflers and Tail Pipes 


Protect Your Customers—call attention to the 
danger in neglecting leaky exhaust systems. 


Protect Your Profits—use Factory-Engineered 
Mufflers—the only mufflers specifically designed, 
patented and warranted by Buick to (1) install 
snugly, more safely with precision-fit connec- 
tions, (2) permit maximum engine power by 
minimizing back pressure, (3) withstand heat, 


Did You Know that new double-Y exhaust manifolds 
increase horsepower in all 1956 Buick engines by 
eliminating overlap of exhaust pressure? 


FACTORY ENGINEERED PARTS 


moisture and road grit longer with heavy- 
gauge, multiple-wrap zinc-coated steel 
construction. 

Buick Tail Pipes protect profits, too — being 
formed to fit without bending or “adapting.” 


Buy Them from Your Buick Dealer — at your 
full discount. 


ENGINEER APPROVED ACCESSORIES 


CURR i 


FACTORY ENGINEERED PARTS 


SEE YOUR BUICK DEALER — Your One-Stop Source for Buick Parts 





